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pe BLACK €? DECKER 


Fy 14 - Inch Portable Electric Drill 
Sa “With the Pistol Grip and Trigger Switch’’ 





The most popular make - - 
The most popular size - - 


More have been produced than any 
other are Or Se. 






Casanave Supply Company 
of Philadelphia finds con- 
centration of purchases with 
leading makes means more 


business... ee ee 


An interesting angle of the "Concentrated Purchases” 
policy which Greenfield has been advertising for the past 
two years was contained in a recent letter from Mr. F. D. 
Wilson, General Manager of Casanave Supply Company, 
famous Philadelphia jobber. He commented as follows: 
"We have found that te iain facturer 
prefers to buy tools of as feu differe nt makes as 
possible. With the cooperation that Greenfield is 
is possible to place responsibility of many 
inujacturing operations entirely up to Greenfield 


P a» ot - / } } } 
tools. In the past, we have learned that when a tap 
i 
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LEE: 
“PuILADELP HLA, Sag 
April « 


Mr. W. 3. Du Mont, 
Greenfield Tap ani ‘ie Corp., 
Greenfield, Mass. 


Gentlemen: 


I am very ‘pleased to note from our latest 
seles reports that we ere buying core Ltecs from Greene 
field than were @ year ago. l 
our policy established some time 4, 
our purchases with manufacturers of quality-known pro 
acts. 






have found that tne manufacturer prefers 
buy tools pe as few different makes as possible 
Co-operation that Greenfield is givin, it is possiol 
place responsibility of many canufact uring operati ag @ne 
tirely up to Greenfiela tools. In the pa:t, 6 have 
learned that- whea a tap of "eg eet a sriil of another, a 








reamer of another, and @ gag ti. 1 a@anot her make were 
used, it often resulted 16°% oF ne between tha 
various makes. Now we know that Greenfieid eng.neers will 


Stand beningd us and asgume responsibility on the entire 
operation. 


tral: 
CASANAV UPP y os yes 
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of one miaxe. a drill of another, a reamer of another 
and a gage of still another make were used, it 
often resulted in ‘passing the buck’ between the 
various makes. Now we know that Greenfield 
engineers will stand behind us and assume res pon- 


sthility on the entire operation.” 


If you have been troubled with “buck passing” between 
various makers of tools when trouble is encountered on 
a job by one of your customers, we believe you will be 
interested in learning how you can secure Greevfield 


cooperation. 


A line to us will bring a Greenfield representative in to 


see you next time he is in your vicinity. No obligation. 





GREENFIELD TAP AND DIE 
CORPORATION 





GREENFIELD. 


MASSGS.,U.S.A. 


New York: 15 Warren St. Chicago: 611 W. Washington Blvd. Detroit: 228 Congress St, W. 


Canadian Plant: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 
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Presenting the Class’ Gift 
G; 5 5 es = 


"Tis always customary —as any old grad 
knows—for the senior class to present a 
worth-while gift to “dear old Alma Mater” 
\\ ON! (6 

| &)' (if they have the money.) 

8) @) Carry that practice over into your busi 
1) WP)\ ness. Right now—this June —present to the 








ways be a source of pleasure, 
pride and profit. Install as a 
leader the Capital RED CAP 
Line of Industrial Brooms and 
Brushes—the “class” of its field. 

Then in years to come, you will 
point with pride to that achieve- 
ment, which has added so much 











“Boys, I did that!” 
Write today for Catalog 17, 
and details of our sales-aid 
= program. 


INDIANAPOLIS BRUSH & BROOM MEG. CO. 126 Brush St., Indianapolis, Indiana 








“GENUINE DETROIT” 


Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and nicely 
finished. 


They dre carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 





Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT L[UBRICATOR (OMPANY. 
DETROIT, MICHIGAN 








firm a “class” gift that will al- 


profit to your bank-roll, and say? 
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Re-New-Disc Valve 


150 Pounds Working Steam Pressure 


Every Walworth Valve 
is individually tested 











Off Ag’in, ... On Ag’in, ... Goin’ Ag’in, 


A disc holder, which slips on the stem, is 
accurately guided and held in place by lugs 
which fit snugly against the inner walls of the 
bonnet chamber, can be removed easily and 
quickly, and new composition disc inserted. 
Malleable iron stuffing box nut and bonnet 
ring give additional durability and permit 
unscrewing these parts any number of times 
without injury to the valve. 


Gland in the stuffing box, ventilated malleable 
iron hand wheel and rugged body construc- 
tion make the Re-New-Disc valve an indis- 
pensable servant on steam, water and air lines 
up to 150 lbs. working pressure. For steam 
service this valve is regularly furnished with 
hard composition discs. For cold water, gas or 
air, soft composition may be used. Discs_of 
steam metals available for special service. 


Note. All sizes are provided with lock-on feature 
except 14, ?3 and \% inch. 


WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa.; and Attalla, Ala. 
. « « Distributors in Principal Cities of the World... 
Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 

Walworth International Co., 11 Broadway, New York, Foreign Representative 
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Associations Make Constructive Plans for Year Ahead... 49 


Convention Proceedings Told in Brief............. ties Ie 
News and Views of the Atlantic City Convention 

Creative Selling Builds Profitable Repeat Business..... 56 
LLOYD CADDELL, Salesman, Alabama Machinery and 
Supply Company 


Distributors Render Financial Assistance and Advice to 














a ree Lpihtnibwenatentea. aan 
THEODORE N. BECKMAN, Professor of Marketing, 
Ohio State University ; 
Ee . JUNE 
Sell the Buyer—Don’t Let Him Sell You........ pine 60 | J 
P. W. HUDDLESTUN, Salesman, W. J. Holliday and : 
Company | LAY C. COOPER, former edi- 
A Convention Picture Feature................00c00. : 61 | aan. Gee peice Ty re 
NE TN ions terre amaians AMR ees 66 eee Sas ss ; 
Mr. Cooper was a true friend of 
What's Selling in My Territory?..................08. 68 the mill supply industry. The bet- 
i ter days of his life were given over 
Who Was Who at the Convention?................... 80 to working in the interest of indus- 
| trial distribution. 
Your Baek te Your Bet BM. Dh. .. ..o5 coi in ic cicccsecsss 99 And as evidence of the high es- 
BRUCE BARTON teem in which Mr. Cooper was held 
by members of the industry, each of 
National Pipe and Supplies Association Meets.......... . 100 | the three associations, Southern, 
National, and American, adopted 
Se TE: ee ono ook nie ek ona ce ndceesnern 104 resolutions expressing their loss in 
Up-to-the minute news from the field about industrial distri- his passing and extending to his 
butors and their salesmen family and business associates their 
incere sympathies. 
What’s the News About Manufacturers?.............. 112 — rr 


These expressions of sympathy 
Business Tips 114 are indeed appreciated by the new 


: : ae ce publishers of Mitt Suppties. 
New. factories or additions under way or contemplated, I 


which carry sales possibilities for the distributor of indus- We are aware of the fact that 

trial supplies and equipment Mr. Cooper left a noteworthy rec- 

ord for any publisher to shoot at. 

Convention Sidelights Biles prbceren eer guaee che es Oneal aea cake lneier crates 116 But we shall shoulder the burden 
| and carry on even as Mr. Cooper 

What’s New in Industrial Products ?..............ccc008 118 would have done were he still here. 
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WE have always said that the 
mill supply distributor could 
serve his territory 

—MORE THOROUGHLY 


—MORE ECONOMICALLY 
—MORE PROFITABLY 


with B.W.H. products than with 
any other line of Mechanical Rubber 
Goods. 


The proof of our sincerity in making 
this statement is the fact that our 
nation-wide interests are essentially 
in the hands of strong, prosperous 
mill supply distributors. 


When we say that we believe in the 
distributor, we consistently back up 
the statement with our unqualified 


support. 
Our acts and deeds are the real proofs 
of our sincerity. 





BOSTONIWONWENTIOSE 
SARWBBERICOMPANY 
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THE GENUINE “TOLEDO” No. 1A— 
Specified by Experienced Operators 


Many times imitated but.never once duplicated the superiority of the genuine 
“TOLEDO” No. 1A, the finest. of all 1 in. to 2 in. pipe threaders, is today more 
than ever recognized by experienced operators. 


Nearly 30 years of manufacturing experience built into each genuine 
“TOLEDO” tool cannot be attained in a few short weeks. The smooth, per- 
fectly machined and fitted lead screw, the case-hardened long taper pins per- 
mitting instant adjustment, dies made of the finest tool steels (2-in. dies of 
High Speed Steel) and cutting threads with the greatest ease and accurate to 
the thousandth of a degree, are a few of the many reasons why genuine 


“TOLEDOS” are specified by those who know. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 
Toledo, Ohio New York Office, 72 Lafayette St. 


“TOLEDO” 
ae 


Red Shield HIGH SPEED DRILLS 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new Red Shield” High Speed Drills, 
even with the short time they have been on the 
market, have won identical recognition. 






































Drill users who require high speed drilling with 
uniformity of performance, less breakage, and 


less grinding and at less cost per hole always re- 
member that Red Shield” Drills give such service. 


e JedShield” in actual red color, is stamped 
on each Drill. ALL SIZES. 


Manufactured by 

















JHE STANDARD [00L (0. 


New York OAT vare| Chicago 
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Ball and Roller Bearings 








Good - Better - Best! 
MERELY a MATTER of PENNIES 


S306 Bearings are admittedly the highest priced bearings 
in the world, and yet the difference between these and 
ordinary bearings can often be expressed in pennies. 


A difference in pennies standing between ordinary 
steels and EALSF’s specially processed steels from ores taken 
from its own mines. A difference of pennies between 
ordinary inspections and the repeated rigorous, searching, 
flaw-seeking inspections that are the price of perfection 
and part of the every-day production routine in every 
SASS plant in the world. 

A difference in pennies that would be wiped out 
perhaps with the cost of the first adjustment that some 
types of bearings require. 

There are certain S&){SF Bearings, of course, that 
it is not possible to consider on a price comparison basis 
for reason that nothing like them is made by any other 
bearing company in the world. But where automotive 
and transmission bearings are concerned the difference in cost 
is merely a matter of pennies. 


23K F INDUSTRIES, Inc. 
40 East 34th Street, New York, N. Y. 








“THE HIGHEST PRICED BEARING IN THE WORLD” 
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LOW COST 
HIGH EFFICIENCY 
SAFE 7 RAPID 


This new Yale 14 ton Electric Hoist provides rapid and safe 
handling for the lifting of light loads. 


Industry knows the value in performing operations me- 
chanically rather than manually. Yale offers industry a new 
unit for most efficient handling of light loads. 


Steel Suspension. Suspension is 
structural steel plate arranged for 
either hook or trolley type of hoist. 


Adjustable Trolley. The Trolley 
is adjustable to fit I-beams from 4 in. 
to 9 in. 


Steel Wheels. The trolley wheels are 
made of pressed steel and are mounted 
on ball bearings. Zerke fittings are 
provided for grease lubrication. 


Motor. The fully en- 
Py, 


closed motor is fitted with 
YA 
iy 
Y 


ball bearings. A. C. and 
D. C. motors are built to 
the same dimensions and 
therefore are interchange- 
able on the hoist frame. 


Motor Brake. The motor is 
equipped with a magnetic brake which 
stops the machine quickly and pre- 
vents coasting when the current is 
shut off. 


Controller. This Hoist can be 
furnished in either the Manual or 
Push Button type. Controllers are 
ruggedly constructed and all parts 
are accessible. 


Reduction Gears. A _ planetary 
gear reduction is used. This operates 
in oil in a fully enclosed housing. 


Enclosed Chain Drive and Lower- 
ing Brake. The chain drive from the 
motor to the sprocket and all the 












‘4 Ton 


lowering brake parts are fully en- 
closed in a housing and operate in oil. 


Load Sheave. This is a bronzed 
bushed, electric steel casting, turned 
and ground to perfect concentricity 
for the large chrome vanadium steel 
bearing races. 

Driving Pinion. The driving pin- 
ion that passes through the Bad 
sheave is machined from a single 
drop forging, then heat treated with 
the bearing surfaces on the shaft, 
ground to 1/1000 of an inch. 


Automatic Stop. The automatic 
stop is mechanically connected with 
the controller and automatically shuts 
off the power when the upper or 
lower limit of hook travel is reached. 
The brakes are immediately applied 
and hoist brought to a stop. 


Low Headroom. The hoist has 
been designed to operate where space 
is limited and close headroom is 
required. 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U: S. A, 
YALE MARKED IS YALE MADE 


Hoisting * Conveying Systems 
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Follow the stacks and power lines 


for Sales 


f C is easy to find A-1 prospects for 
Worthington pumps and compressors 
. ..every stack marks a plant where this 
type of equipment is used and every power 
line leads to a chain of similar users. 


| ig i The engineers and officials of these 
és ane i. plants know Worthington products. 
b i 3 They are familiar with the Worthington 

f r Fis name as a symbol of reliability. In many 


| | . Ria instances you will find Worthington equip- 
|. | fj ment already in use .. . perhaps Diesel 
| engines, gas engines, condensers, feed- 
water heaters or meters. 
For eighty-nine years Worthington has 
been building a prestige that today will 
open many a door for your salesmen. 
And, in the Dealer Line of pumps and 
ig compressors, Worthington offers such a 
complete range of types and sizes, that 
it is ‘possible to meet virtually any plant 
requirement. 

Write for further information on the 
possibilities for profit in handling 
Worthington products. . 

‘WORTHINGTON PUMP AND MACHINERY CORPORATION 


Executive Offices: 2 Park Avenue, New York, N. Y. 
GENERAL OFFICES: HARRISON, N. J. 
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WORTHINGTON 


DEALER LINE 


CENTRIFUGAL PUMPS 
(Plain and Ball Bearing) 
DIRECT-ACTING 
STEAM PUMPS 
(Simplex and Duplex) 
DUPLEX PISTON 
POWER PUMPS 
TRIPLEX 
PLUNGER PUMPS 
AIR PUMPS 
VERTICAL COMPRESSORS 
(Air and Water Cooled) 


HORIZONTAL COMPRESSORS 


Steam and Belt Driven) 


i 
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Other Tool Holders 


may come and go but 





yours last forever. 


—wW. S, Graham, Works Manager 
Hupp Motor Car 
Corporation. 


it 
ia 
















re principle of 
rapes, inserted in a per- 
» cipie saves all Forging, 70% of 
mil Speed Steel. It does away with all tool 
mig, machine time and increasing production. 


ARMSTRONG BROS. TOOL CO. 
ae “The Tool Holder People” 
weotodionte roe 305 North Francisco Avenue CHICAGO, U. S. A. 


AR 


ARMSTRONG ARMSTRONG BROS. 


TlON 














Tool Holfers Ratchet Drills r Stocks and Dies Pipe Cutters re 
Lathe Dogs Drop Forged Wrenches Waisraelanifer Chain Pipe Tongs Hinge Vises 
"C™ Clamps High Speed Too! Bits Catalog B-27 All-Steel Pipe Wrenches Chain Vises 











Motor Service 
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The Hand of 


Indastry Determines 
Your Protits 


NDUSTRY does thousands of jobs that require the 

aid of good brushes. How well you serve the brush 
needs of Industry determines your brush profits. 
Selling poor brushes is selling poor service. It’s a 
dangerous practice. 


When you sell Osborn Brushes, you sell the results 
of 37 years’ experience in the art of good brush- 
making. Osborn Brushes are built to do expert work. 


Accurately matching materials and construction to 
countless requirements is Osborn’s manufacturing 
policy. Full cooperation with distributors, is the 
basis of Osborn’s constructive sales policy. 


For consistent earnings on brush sales, sell Osborn 


Brushes. Write for all the details. 
THE OSBORN MANUFACTURING COMPANY 


INCORPORATED 


5401 HAMILTON AVENUE CLEVELAND, OHIO 


Branch Offices: New York, Detroit, 
Chicago, San Francisco, Los Angeles 


1 Mabeseet, 
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The Duplex File Testing 
Machine tests two files at. 
once under standard. condi- 
tions of pressure, stroke and 
speed, that closely duplicate 
hand filing. Test bars are 1x1 
inch steel or cast iron, alike for 
both files. Pressure is re- 
lieved on back stroke. Filings 
fall into pans hung from bal- 
ance beam: this shows at once 
which file is cutting faster. 


Seat 


eats 








\ 


Filings from these Test. Bars 
show which file is better 


EFORE any new form of automobile spring is adopted, it is subjected to 
millions of bendings in a testing machine. Guesswork, the human element, 
is ruled out of the calculations. 





Just so the sharpness and endurance of various brands of files may be learned 
with scientific precision by eliminating the human variables. 

That is why we developed the Duplex File Testing Machine. It tests two 
files at once, using standard pressure, speed and stroke that duplicate average 
hand filing. It never tires. It favors no brand. The files work on halves of one 
test bar; the metal removed in a thousand or ten thousand strokes measures 
their quality. 


The Duplex machine has revealed surprising earns that difference some 20 times during its 





differences between supposedly good files. _ life. 
: 2 
00 we it “wee eg n — Deltas ~— _ ne You can compare the cutting speed of your ee _ 
ast other brands by wide margins. At the usua sent files wi tas bv a be 25 cing . : ss 
, g present files with Deltas by a bench test taking the quality of the files. 


rates for time and overhead, a Delta earns the only a few minutes. Ask the Delta dealer in 
difference in price in about 15 minutes. It your neighborhood, or write us. 


This advertisement appeared in the American Machinist of April 4 


> Dera Fite Works 


 - BRIDESBURG PHILADELPHIA 
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Short Center 


Belt Adjuster 


Solve high-speed reduction problems by in- 
stalling Medart Short Center Belt Adjusters. 
... Lhey automatically compensate for vary- 
ing loads and tensions. . . . The increased arc 
of belt contact reduces bearing pressures and 
friction losses and eliminates the short com- 
ings of open belt drives. 


They are sturdy and compact—occupy very 
little floor space, and are ideal for use in 
driving line shafts, jack shafts, generators, air 
compressors, pumps, blowers and similar 
equipment. 


GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 
For “Everything in Line Shafting Equipment” get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dartTimken-equipped LineofIndustrial Appliances. 


UN Comet ta tsar) STG 
Wain 






General Offices and Works, St. Louis, U.S.A. @ 





Offices in =Asre i 
Chicago ” Philadelphia ” Pittsburgh ’ New York ’ Seattle x | “z% 
Office and Warehouse Cincinnati POWER TRANSMISSION ASSOCADON 


ns BB DAN RY I 





Everything in Line Shatting Equipment 
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IN DEMAND 


Saves money for customers 
—makes it for you 





Blackhawk Jacks are replacing others 
everywhere, because they are hydraulic. 


Hydraulic power is tremendous. It 
makes other types obsolete. One man 
with a Blackhawk can handle practically 
every industrial lifting or shifting job. 


The Blackhawk is so light and compact 
that the worker conveniently carries it 
from job to job—-and does the work 
easily, quickly, accurately, safely. 





Up or down, the load is under perfect 
control. Just a few easy strokes for the 
shifting or lifting, and the mere turn of 
a valve for the load to gently sink to the 
point desired. 





No wonder the preference and demand— 
and the sale—are so active on Black- 
hawk Hydraulics. 


Your Share Can Be a Big One 
Lei Us Give You the Facts 


BLACKHAWK MFG. COMPANY 


Dept. MS Milwaukee, Wis. 


Our truck models alone present 
a big, active, profitable market 





ae, 


wa aaaaanassanansens TR, aman anannass: 





BLACKHAWK JACKS si°iower 
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No. 1 Sample Kit of Engineer’s 
WWOWCHBS 5. cnn $2.50 


No. 20 Miniature Wrench Set.___.... $3.15 


No. 25 General Utility Set of 


Engineer’s Wrenches_________. $8.25 
No. 4 Sample Set of Right An- 
gle Wrenches.-.------------------- $2.50 


No. 40 General Utility Set of 
Right Angle Wrenches.______.. $6.05 


No. R Socket Wrench Set .______..... $27.50 


No. W Socket Wrench Set $19.00 


No. H Heavy Duty Socket 
Wrench Set 














VA 








Leading Jobbers carry these wrenches in stock 


*C.V. tsa Bonney BONNEY FORGE €? TOOL WORKS 


registered in the 
US. Patent Office ALLENTOWN, PA. 
‘ - di Makers of Special Service Wrenches of Chrome Vanadium, 
Chrome V a Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
registerc and Drop Forgings and the Bonney Rim Tool. 


August 11th, 1925 


Patents Pending 
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TRADEY MARK 
REGUS PAT. OFF 


HE editor of a technical journal mad 
an investigation. He found that, in 
equipping a new factory, small tools 
represented but 6% of the total capital 


investment. 


But, he also discovered that, with the 
factory in operation, replacements and 
maintenance of small tools represented 
27% of the total annual operating expense! 

In equipping that original factory, it 
never occurred to the management to in- 
stall powerful and expensive drill presses 
until the relative merits of all available 
types had been carefully weighed and 
their performance records, both past and 
potential, exhaustively examined. Men 
do not buy machinery costing thousands 
of dollars as casually as they order a 
package of cigarettes. 

And yet the odds are good that the 
twist drills and reamers to be used in 
those costly drill presses were not bought 

(Continued on opposite page) 
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In Drilling and keaming 
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as the result of the same careful and exhaus- 
tive analysis—despite the obvious fact that 
the finest drill press made is no better than 
the quality of twist drill it drives! 

A $1.00 drill in a $5000.00 drill press! How 
tremendously important that little one dollar 
drill is if the full earning capacity of the big 
five thousand dollar press is to be realized! 

The “‘6 Famous Tools” —manufactured by 
The Cleveland Twist Drill Co., Cleveland, 
Ohio—are offered to you on the basis of their 
past, present and future performances, of 
records established in actual everyday use, of 
worth-while economies effected, of produc- 
tion increased. 

Let us send you Digests of their perform- 

ances—and then see the tools actually 

perform in Philadelphia, at the Nation- 

al Metal Exposition, during the week 
of October 8th. 














































On this job, we cut drilling cost 76% 
ethewnt plent of nidwestera lamp manu- 
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reduce hole prodacton cost, 
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THE JOB 





Jot. 
"FORGE "57,. DRILLS 
AOE MARK AES U.5 PAT. OFF, 
Were then tried. They averaged 10,000 holes per grind (thus 
elinyinating the time loss for regrinding), 19 grinds, and total 
drift 2 vaagh « 

















O-FamousiTools 
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‘Who said 


STURDY, 
RUGGED 


STRENGTH 





OU can talk about brute strength, re-enforced 
strength, or sturdy, rugged strength —they’re 
all infused in Square “Gees”. 


Square “Gees” fail no one. 


They come to the job with the endorsement of 


thousands of plumbers. Materials ace-high in 
quality—heat treated to produce the exact degree 
of malleability—not too hard —not too soft — 
threads accurate and clean — beading extra strong 
to stand the heavy scuffle with the wrench — backed 











by the reputation of the Grabler organization — 
—Square “Gees” live up to the highest praise. 
With Square “Gees” cutting costs, saving time and 
producing perfect jobs are all in the day’s work. 


As safe to recommend as government bonds. 
Tighten up good-will with your customers - - - 
Square “Gees” will help. 


THE GRABLER MANUFACTURING CO. 


and its subsidiary GRABLER-REPUBLIC, Inc. 
1900 EUCLID BLDG. CLEVELAND, OHIO 


Your Fitting Problem is Solved When You Say Square “Gees” 


SQUARE 
Pipe 





MALLEAGLE, CAST IRON 





“GEE” 
Fittings 


ORAINAGE, BRASS 
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Sell Diener Fire Appliances 
PROFIT as PROTECTION 


There’s a Double Reason for the Mill Supply 
Distributor’s selling Diener Fire Appliances— 





1. It’s profitable. 
2. It insures the Distributor’s own customers. 





2%-Gallon Foam 
Type Extinguisher 


Did it ever occur to you that a going shop or factory, 


needing supplies regularly, is a better customer for you 
than one which has suffered a fire loss? 


Equipping all the industrial plants in our territory with 
Diener Fire Appliances not only lowers their insurance 
rates and prevents time and money losses, but it is profit- 
able to you and protects you against loss of customers. 


A TIP TO When you step into a plant it’s 


S ALESMEN not hard to tell whether it needs 


fire protection appliances. If they 
are there, you will see them. If they are not there, 
don’t leave until you get an order or pave the way 
for a complete equipment of Diener Appliances. 





5-Gallon 
Pump Type 
Extinguisher 


Distributors are requested to write 
for catalogue and sales plan. 








GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. 
CHICAGO, ILL. 





21.-Gallion 
Non-Splash 
Extinguisher 


One Quart 
Extinguisher 





This is our 30th year 








2%-Gallon Quick Service 
Non-Freezing Oily Waste Can 2%-Gallon S & A wakes i 2 
Extinguisher Foot Operated Extinguisher Safety Can Oily Waste Can 
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ESPECIALLY DESIGNED FOR HIGH PRESSURE SUPERHEATED STEAM 
HENRY VOGT MACHINE CO, tcorporatea LOUISVILLE, KY. 
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One bolt and one nut to each bolt- 
ing-up job. Each Empire bolt will 
see its job through—There will be 
no stripped threads, no fractured 
heads, no misfits~-NO TIME 
WASTED. Each cent off assem- 
bly cost means dollars on the 
profit sheet. Using EMPIRE 
NEW PROCESS 
| BOLTS exclusively 


is one more way 









































nome to save those 





dollars 





=) RUSSELL, BURDSALL & WARD 


BOLT & NUT COMPANY 
PORT CHESTER, N. Y. 
ROCK FALLS, ILL. CORAOPOLIS, PA. 
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| Cl line sold exclusivel 









Manufacturer 
to 


Distributor 
to 


Consumer 
Distribution 





cre Mechanical 


‘We back the Jobber” aetna 
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ly thra Distributors 


at 





One of the chief aims of our 
constructive campaign direct 
with the consumer in the 
interest of our distributors is 
to impress the consumer with 
the importance of the service 
which the distributor is 
is equipped to render. 


Che 
CON SUMER 














Rubber Ca. 


anes “We hack the Jobber” 
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STANDARD—Portable Electric Drills, 
Grinding, Polishing and Buffing Machines 











STANDARD % AND 5/16 IN. HEAVY 
DUTY DRILLS 


General Electric Uni 
The motors used in 


manufactured by the G. E. Co. and are 
superior in power to any drill on the 


market of the same 
ture spindles mounte 


Cc. 60 cycle or less. 
made of aluminum. 





BALL BEARING BENCH GRINDERS 


For grinding small 
Manufactured in 4 


wheels. 2 H. P., 12 





HEAVY DUTY GRINDERS 
G. E. 40° Motor and Push Button Con- 
: 


trol. Four 5S. 
Nickel Steel Armatu 
5, 7% and 10 H. P 


% H. P., 8 in. wheels. 1 H. P., 10 in. 
2H 


versal Motors used. 
Standard Drills are 


weight. All arma- 


sd on Ball Bearings 
encased in dust proof chambers. Gears 
made of chrome nickel steel and run in 
grease. Motors oper 


STANDARD 3% 





® % AND %& IN. 


DRILLS 
ate on D. C, or A. General Electric Universal Motor. 
Housing of motors S. K. F. Ball Bearings. 


GR 


tools, castings, ete. reamers, etc. 
H. P., 6 in. wheels. 


in. wheels. 


F. Ball Bearings. 
re Shaft. Made in E. 40° Motor 
sizes, Control, 


Write for Late Catalog. 





TOOL POST OR CENTER 


INDERS 


For grinding centers, cutters, dies, 


For use in lathe, 


iilling machine. shaper or planer, 





BALL BEARING GRINDERS 
Made in 3 and 5 H. P. sizes. G 


and Push Button 


Special Proposition to Jobbers. — Your Territory may be 
open —We sell to only One Jobber in Territory. 





=A hl 


40 8 See 4iF 


STANDARD %, %. 1 AND 1% INCH 
HEAVY DUTY DRILLS 
General Electric Universal Motors. Built 
for Hard, Continuous Duty. Have a 

Surplus of Power. 





AERIAL GRINDERS 
Manufactured in ¥%, 1, 2 and 3 H. P. sizes 
This tool especially designed for and 
adapted to surfacing rough castings, and 
cleaning castings of all descriptions. Can 
be suspended from traveler or counter- 
balanced on pulley. 





BALL BEARING BUFFING AND 
POLISHING LATHES 
G. E. 40° Motors and Push Button Con- 
trol. Armature shaft fitted with 4 S. K. 
F. Ball Bearings. Made in 3, 5 and 71% 
or up to 15 H. P. 














THE STANDARD ELECTRICAL TOOL CO. 


GEO. H. FELTES, PRES’T & TREAS. 


Established 1912 


CINCINNATI, OHIO 
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This Will 
Mean 
Business! 


= is an emblem which leading manu- 
facturers of industrial equipment handled by 
distributors will be urged to incorporate in 
their advertisements in INDUSTRIAL 
ENGINEERING. 


It should mean business for you, Mr. Distrib- 
utor, because: 


I. The manufacturer who puts this emblem in 
his advertisements is giving you first chance at 
the sales which those advertisements produce. 


2. Industrial Engineering goes directly into the 
hands of plant engineers, master mechanics, 
chief electricians, etc., in all industries. It 
reaches the men who authorize purchases of 
the new equipment items you handle. 


3- Manufacturers, who use this emblem, will 









{ 
/ AR 


Ri : 


— OUR LOC4, 


JISTRIBUTOR 


HANDLES OUR | 
PRODUCTS 


=) 21 hin fv QUICK and 
INTELLIGENT 


SERVICE 


be expressing their appreciation of the careful, 
prompt attention and other services which your 


organization offers to purchasers of their prod- 
ucts. Contacts made through inquiries result- 
ing from this advertising will obviously be of 
real advantage to you. 


A 
( 
* 


Severe Service, a subject of interest to equip- 
ment manufacturers, plant operators and 
especially to those who sell in the industrial 
field, will be featured in the June, Severe 
Service issue of Industrial Engineering. Adver- — 
tisements for all types of equipment will be 
based on records made under abnormal operat- 
ing conditions. 


You will find this issue full of interesting, 
straight-from-the-shoulder material which your 
salesmen can use in their own selling. 


INDUSTRIAL 
ENGINEERING 











Please send a copy of the June, Severe Service, issue of 
Industrial Engineering, addressed to my personal attention! 
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What can the salesman 
shipment 


i ELL, Ill be d——d,” was 

about all Pinky Bowers, sales- 
man in this case could contribute to 
the conversation. 





Walt Macy, another jobber’s sales- 
man was all for sending the whole 
shipment back and telling the customer 

o “go jump in the lake.”’ 








Suddenly, the door heaved on its 
hinges and opened with a bang. The 
boss! 


‘‘Well Pinky, here’s a letter from 
’em. Says the stuff looked good to ’em 
when they ordered it but after they 
hitched it up they decided they didn’t 
want it. What’s really the trouble out 
there Pinky? Customers don’t usually 
fire equipment back at us like this?’’ 


“Oh, the same old story. It looked 
like a lot of future orders if this one 
went through. It got into the P.A.’s 
hands and hung entirely on price. So I 
stepped out a bit and got the order. 
Then the big shots in the plant got to 
thinking about it and because they had 
never seen any advertising for the par- 
ticular make the P.A. bought, decided 
that there must be something wrong 
with it. Each one of them had looked 
up ads for competing lines and had a 
lot of dope on other brands. I certainly 


















. . 

+. " POWER covers the specifica- 
>." tion, installation, operation and 
* maintenance of all facilities and 
attendant services necessary to 
the generation and application 
of power to mechanical equip- 
oo ment throughout the plant. 


INDUSTRIAL ENGINEERING 
covers all phases of plant main- 
tenance and service to industry, 
including specification, installa- 
tion, operation of the electrical 
and mechanical systems necessary 
to production. 





SELLING CROSS INDUSTRY 





FACTORY and INDUSTRIAL MANAGEMENT is the 
f professional journal of executives in major manufacturing and 
j allied industries whose primary responsibilities and interests 
are in efficient low-cost production and overall plant operation. 
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say when a whole 
is returned? 


expected the equipment to sell itself 
after they’d tried it a while’ * * * 


Later in the day Walt and the boss 
were talking it over. Pinky had gone 
out trouble-shooting. 


‘“‘Walt, I guess the kid’s up against 
the same thing we’ve been hitting 
pretty often lately. Maybe we’d better 
let that line rest a while. I’m almost 
convinced that advertised lines pay 
better in the long run. Now, in this 
case, for example, Pinky thought he 
had it sewed up tight. But sooner or 
later the men who blocked this sale 
would get to thinking about some other 
equipment they’d seen advertised and 
start knocking this. Then the fun 
would start.” 


“Of course it’s possible to check up 
every time you call to make sure that 
the stuff is making good. That takes a 
lot of time, ‘though, and you don’t 
always get to the right man.” 


“That’s it exactly, Walt. Where 
there’s future business at stake, adver- 
tising in the magazines those men read 
even when they won’t take time to 
talk to you or me just naturally keeps 
them thinking the equipment we sold 
’em is the best there is. Look how the 


ads in Power work. The men in charge 
of power generation and transmission 
don’t want to get a lot of hard-running 
machines in the plant that are going 
to run the power load up out of sight. 
So they read Power to get the informa- 
tion they want about bearings, drives 
and power consumption.” 


“That’s certainly true enough. I 
know that when these plant engineers; 
maintenance superintendents, chief 
electricians, etc., have seen equipment 
advertised in Industrial Engineer- 
ing they’re a lot easier to sell and 
respect their equipment a lot more 
because they’re kept sold on it.’ 


‘‘Another one that keeps ’em awake 
is Factory and Industrial Manage- 
ment. The production men who read 
that book know their equipment. You 
can never tell when they’ll start throw- 
ing old inefficient stuff away and be on 
the market for new.” 


“‘They’re a real bunch all right.’ 


‘Walt, from now on we’re certainly 
going to stick to live, well advertised 
lines. If we do we can avoid the trouble 
and tremendous loss of time that seems 
unavoidable in a lot of cases like this 
one of Pinky’s.”’ 


FACTORY and INDUSTRIAL MANAGEMENT 


~ INDUSTRIAL ENGINEERING 


POWER 


McGraw-Hill Publications 


McGraw-Hill Building, Chicago, III. 
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‘There’s a Dodge anes Gor Every Industrial ‘Need 


Over 20 years of intensive research 
and experimentation resulted in the 
selection of Timken Tapered Roller 
Bearings by Dodge engineers for 
use in Power transmissior equip- 
ment. 


The combined engineering and 
manufacturing facilities of these 
outstanding organizations brings to 
Industrial America an anti-friction 
bearing that withstands _ shocks, 
peak loads and both radial and 
thrust loads. 


In addition to all types of hanger 
bea ings and pillow blocks, there is 
a Dodge-Timken specifically de- 
signed to best meet any unusual 
situation. There is, in reality, a 
Dodge-Timken for every industrial 
need. 

These bearings, completely as- 
sembled, self-contained, factory-ad- 
justed units, are ready for imme- 
diate use at the leading mill supply 
houses from coast to coast. 


The constant growth of Dodge- 
Timken popularity—their ability to 
prove their worth under all tests 
and conditions—makes them one of 
your most profitable lines. Swing 
to Dodge-Timken with your cus- 
tomers—it cuts their costs—and 
increases your profits. 


DODGE MANUFACTURING CORP. 
Mishawaka, Indiana 


Factories at MISHAWAKA, Ind., and ONEIDA, N. Y, 
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Dodge engineers have made it 
possible for you to sell Dodge- 
Timken Bearings for machine appli- 
cations. 
































The completely assembled, self- 
contained and factory-adjusted unit 
bearings made by Dodge can be 
sold to your customer ready to 
mount on their product. 


This sales opportunity offers you 
steady profits because of volume 
business that continues uninter- 
rupted. You should provide every 
machine manufacturer in your ter- 
ritory with a Dodge-Timken Data 
Book. Find out their bearing prob- 
lem. Dodge engineers stand ready 
to augment your sales work with 
specific engineering facts of vital 
importance to your prospects. 


They can solve the problem—and 
the solution will help you close the 
sale. Write for information that has 
helped sell Dodge-Timkens to ma- 
chine manufacturers in practically 
every industry. 


DODGE MANUFACTURING COrP. 
Mishawaka, Indiana 
Factories at MISHAWAKA, Ind., and ONEIDA, N. Y. 


PAT. OFF. 
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Here’s a protection of priceless value that 
careful engineers and superintendents every- 
where have demanded for years. 


Williamsport is interested not only in building 
utmost quality in their wire ropes, but in pro- 
tecting the user against mistakes in their use, 
through substitution and other ways. 


Williamsport alone gives the user this valuable 
service. It costs you nothing to get but its 
value may prove greater than many times the 
cost of the rope. 


Most important manufacturers of machinery 
on which wire rope is used equip with Williams- 
port Wire Rope because: 
(1) They want to KNOW the grade of 
ropes they use. 


(2) They want you to KNOW the grade 
you're getting. 


Write us for literature and lei us quote you prices 


Williamsport Wire Rope Co. 


Main Office and Works General Sales Office 
Williamsport, Pa. Peoples Gas Bldg., Chicago 


Gy 


An Exclusive ~ 
Factory Certification 


2D 












F REE 7 


If you f 
buy, sell or use wire rope 7 












to Wire Rope users. 


“Williamsport” 
7 Send me a wire 
rope pencil. 
Quote us on 


send for one of our wire 
rope pencils. 








Use the 
Coupon 


We have the following 





equipment 








Concern___ 
Address_ 
Your Name 
Your Title 
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Reelites... 











Prevent 


Slack .. 


Portable Type 
for Light Cords 


Appleton Portable Reelites give light |, 
right on the job—right where it is needed |) } 


—with the cord always up out of the 
way. The cord works on a spring rewind- 
ing reel like a window shade. 


There is no slack, no kinks, no chafed 
insulation with Appleton Portable 
Reelites. There is no expense nor lost 
time in replacing cords. 


Thousands are in use all over the 
country in garages, machine shops, ware- 
houses, offices, studios, theaters and many 
other places. There is a type and size for 
every need. Frequently they are used for 
supplying power to small electric hand 
tools. 

The coupon below will bring you 
bulletins that show all the various types 
and sizes. Tear out the coupon now. 











Constant Duty for 
Conductor Cables 


Automatically the Appleton Constant 
Duty Reelite pays out and takes in the 
power conductor cable. It requires no 
attention and saves all wear on the cable. 


On traveling cranes, portable hoists, 
electric lifting magnets, mobile transfer 
cars, boring mills, and in garages charg- 
ing electric trucks, Appleton Constant 
Duty Reelites are speeding up work and 
cutting costs. 


APPLETON ELECTRIC COMPANY 
1706 Wellington Ave., Chicago, U. S. A. 


New York—150 Varick St. 
San Francisco—655 Minna St. 


Reelite 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 





REG. U.S. PAT. OFF. 


Automatic Take-up Reel for Electric Cable 


Portable Type 


The Handy Light on a Reel 


i 
APPLETON ELECTRIC CO. 


1706 Wellington Ave., Chicago PONTE 2 Tt Oa) TEI ee TET A GO ee ea A 


Gentlemen: Please send literature 
on Reelites as checked. Address 


(_] Portable Reelites 


[_] Constant Duty Reelites 
Bulletin No. 501-F State 


i] 
1 
i] 
| 
i] 
i] 
i] 
: Leaflet No. 331 a PT ee mT EW OF 
i 
| 
| 
L 
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Constant Duty 
Carries Current Where Needed 








oe eee eae eae ee oe oe eed 
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SOLVED? 


Another problem 


solved by 


GILMER V-BELTS 


The files of the Gilmer Com- 
pany contain hundreds of let- 
ters like this one. Sincere 
letters from large manufactur- 
ers and small manufacturers. 
Scores of the most difficult 
power problems have been sat- 


isfactorily solved through the 
use of Gilmer V-Belts. 








WALTER ELECTRIC MFG. CO. 


ELECTRICAL MACHINERY 


ELECTRIC MOTORS, MOTOR-GENERATORS, SAW TABLES. 
ELEVATORS, AIR PUMPS, WATER PUMPS. HOISTS. 
INDIVIDUAL MOTOR DRIVE APPARATUS. ETC.. ETC. 


es 215-217 CUMBERLAND STREET 
NORFOLK, VIRGINIA 


February 15,1929 


The L. H. Gilmer Co. 
Tacony, Phila. ,Pa. 


Gentlemen: 


In appreciation of the excellent service we 
have had from your "V" Belt drive, we thank you, 
and want you to know of one special case where 
we used one of your "V" belts, and secured very 
satisfactory service. Where nothing else would do. 
A photograph of this case is enclosed. It is a 
small service elevator used in a hospital. Abso- 
lute quietness was essential. Your belts are very 
quiet, in fact noiseless. These belts handled the 
full load perfectly, and were capable of great 7 
overloads. This elevator equipped with your "V 
belts has given perfect service since installation. 


We have also made a number of "V" belt installa- 
tions on other jobs, and find them very fine. 


Sincerely yours, 


Walter De Mfg. Co. 


Fred W. Walter. 











Mill Supply houses are invited 
to write for full facts regarding 


Gilmer V- Belts. 


tive proposition is offered. 


A most attrae- 


L. H. GILMER COMPANY 
Tacony, Phila., Pa. 






Quality Belts 
for more than a 
quarter of a century 
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COLUMBIAN 


Malleableliron 
Machinists’ Vises 

























I REPLACEABLE TOOL-STEEL 
STEEL BALL ENDS JAW FACES 
FORGED FROM 
HANDLE STOCK = (> 
ITSELF 
UNBREAKABLE 
MALLEABLE 
1RON 


CASTINGS 


3 


COLD-ROLLED 
STEEL SCREW 


5 





HARDENED = 6 
STEEL BEARING =— CORRUGATED SWIVEL 
WASHER POSITIVE LOCKING 
BENCH PLATE 
THE COLUMBIAN VISE & MFG. CQ. 
9021 Bessemer Avenue Cleveland, Ohio 











Prompt wane 


HAND-ELECTRIC 
AND MACHINE 


Delivery sesss2 


Our large stock of chain and chain 
fittings, and our central location make 
prompt deliveries possible. . . constitut- 
ing a distinct advantage to distributors 
and their salesmen. 


You always are playing safe when you sell your customers Taylor-Made electric 
weld, fire weld and hand weld chain . . . These reliable chains have the approval 
of the Associated General Contractors of America and have the seal for suc- 
cessful performance for meeting certain strict requirements . . . Taylor-Made 
products have been distributed by mill supply houses for more than 50 years 


. Write today for latest catalog and suggestions on how to make more money 
selling the Taylor line. 


S. G. TAYLOR CHAIN CO. 
P.O. BOX 117A. HAMMOND, IND. 


TAYLORMADE CHAIN 
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CONTINUOUS PROFITS DP 
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HEN your customers are striving for maxi- 

mum production from every man and 

machine, the tools and cutters they buy 
must be good: Your future sales depend on the 
satisfaction they give. You cannot afford to sell 
your customers any but the best. 


In your locality are many factories which use tools 
and cutters and frequently require replacements 
or new equipment. To make your services of the 
greatest value, you should have available Brown 
c®, Sharpe Equipment that you know will please 
your customers through the satisfactory service 
it gives. 


The high quality of Brown ¢& Sharpe Tools and 


Cutters makes permanent customers and contin- 
uous profits for you. Brown ¢& Sharpe Mfg. Co., 


Providence, R. I. 
| IBS 
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Every “IMICO” Valve 
is Tested! 


These fast selling Illinois Gate Valves 
are backed by 40 years’ manufacturing 
experience and have an enviable reputa- 
tion among your customers for giving 
absolute satisfaction . . . Before leaving 
the plant every Illinois Gate Valve is 
tested and all are guaranteed for 125 
lbs. steam pressure and 175 lbs. water 
pressure. You take no chances when you 
sell your customers Illinois Gate Valves 


... There is a complete line enabling you 
to meet every requirement. These iron 
body, brass mounted valves are made in 
sizes from 2 to 12-inch, inclusive with 
screwed flange or hub ends. . . Note the 
solid wedge construction that provides 
strength to withstand any strain... 
Write us today for complete information 
and sales helps. 


“ILLINOIS” 


Malleable Iron Fittings .. . 
are made from the finest grade 
of malleable iron, in standard 
and extra heavy patterns, screwed 
or flanged. 





“ILLINOIS” 


Cast Iron Steam or Drainage 
Fittings are of super quality 
homogeneous foundry iron — 
tapped with precision to provide 
perfect adjustment. 


MALLEABLE 





“ILLINOIS” 
MALLEABLE 
CAST IRON 
AND BRASS 
PIPE FITTINGS 


ILLINOIS 


IRON CO. 


1801 Diversey Parkway 


“ILLINOIS” 


Brass Fittings of Standard 
Design made from mixtures of 
crucible metals under modern 
production methods—tested 100 
percent, thus guaranteeing a 
product for life and service. 





“ILLINOIS” 


Bronze Valves made under mod- 
ern methods from carefully selec- 
ted metals . . . gate, globe angle 
and check types with malleable 
iron wheels. 


Chicago, Illinois 
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Finely Made- 





















HEN A TAP OR DIE carries the 
name Morse stamped on it, its 
quality is established beyond doubt. 


There is no let-down in quality in any 


kind of a Morse Tool. 


The unvarying, quality of all Morse tools 
is a Bood reason for stocking and push- 
ing the whole Morse line—thereby sim- 
plifyin3, your accounting and purchas- 
ing operations considerably. 


MORSE 


TWIST DRILL & MACHINE COMPANY 


NEW BEDFORD , MASS.,U.S.A. 
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Group Drives have been found to be both efficient 


and economical for laundry service 


ROUP drives are popular in the 

laundry field and well they might 
be. The lineshafts are operated at 
about 250-R.P.M., permitting easy re- 
duction from a 900 or 1200-R.P.M., 
motor. From four to six washers are 
driven from a single motor-driven 
lineshaft, depending upon size of 
units. The washers are loaded and 
emptied in sequence so that dur- 
ing part of the washing period 
one of the machines is idle. 


When individual drives are 
used a single machine would re- 





as a group drive of six machines can be 
handled with a 15 to 25 H. P., motor. 
With belt drive the “pound” of the 
clothes in the washer is absorbed by 
the belts and is not transmitted back 
to the motor, which means longer 
motor life. 


Send for copy 
of this booklet 














Please send me the booklet 
Driving Right at Cadillac-LaSalle 








Name 
quire from 5 to 74 H.P., where- ~ 
POWER TRANSMISSION ASSOCIATION Position _ 
Firm 
Chicago Pulley & Shafting Co. om 
17 N. Desplaines St., Chicago, Ill. 























Group Drive for Power Efficiency and Economy 
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Photo shows trimmers at 
the plant of Fochee Lum- 
ber Company, Mel- 
bourne, Florida. If any 
of these 10 belts fails, 
serious and expensive in- 
terruptions result, 
holding up production of 
the mill. All of these 
drives are equipped with 
Highfiex Belting 


Uniform tension makes 
this belt hold fasteners better 








Goodrich Highflex Principle of 
belt construction does away with 
old-type folded edge. Slippage re- 
duced on high-speed small-pulley- 
drives. 





HE Highflex Principle, developed 
by Goodrich makes possible en- 
tirely new performance yardsticks for 
belting. Folded-edge construction is 
eliminated, and with it the many dis- 
advantages of traditional belt making. 


Because in old-type belting the cot- 
ton fabric is folded on itself, the ten- 
sion cannot be absolutely even across 
the face of the belt. In Highflex con- 
struction, there is no fold—each ply 
terminates at the edge of the belt. 


This principle makes it possible to 
produce an absolutely even tension 
across the width of the belt. As a re- 
sult, fasteners of all kinds hold better 
in Highflex belts—each hook or fast- 

















You Can Prove 
the Highflex Princible 


this easy way 





Fig. 1 


Fig. 2 


Bend a pad of paper or booklet with the fingers. 
When viewed from the edge (fig. 1) it assumes 
a natural uniform curve because of the un- 
hampered action of the plies. Now, if several 
layers of paper are 
folded and then bent 
fig. 2), you instantly 
see how the fold dis- 
torts the curve and 
impedes the free 
movement of the in- 
dividual layers. 


ener has only its own equal share of the 
load to carry. 


Because of its foldless construction, 
Highflex belting eliminates bootleg- 
ging. Air pockets, instead of being 
forced to travel lengthwise through the 
belt, immediately escape at the edges. 


Highflex belting has no seams to 
open.up. It has had the excess stretch 
taken out during the process of manu- 
facture. It reduces slippage on high 
speed pulleys, and temperature and 
humidity changes do not affect it. 
Highflex belting is furnished not ‘only 
in individual rolls, but also in individual 
belts, built endless at the factory, with- 
out splices and weak spots. 


* * * 


We will gladly send additional infor- 
mation. Write to The B. F. Goodrich 
Rubber Co., Akron, O. (in the West, 
Pacific Goodrich Rubber Co., Los An- 
geles, Cal.) or fill in the coupon below 

















eff} 


Good 











THE B. F. GOODRICH RUBBER CO., MS-5 
Akron, Ohio. 
Gentlemen: Without obligation to me please 


send me further information on Goodrich Highfiex 
belting. 
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OUNT them—men, 
laborers, human horses, 
carr ying, lifting—doing 
work that handling 
equipment should be 
doing. In Turkey they 

call them hamals and let it go at 
that. But American executives 
have cost sheets and production 
charts; figures that sum the story 
up in terms of net profit, or loss. 

Material handling plays so import- 


ant a part in every process of manu- 
facture that engineers are turni 


to modern equipment to lower 


production costs. 





Chisholm- Moore systems have 
cleared many an industrial bottle- 
neck. They have made operations 
once costly and time-consuming, 
now insignificant. Perhaps a C-M 
idea is the answer to your problem. 


NEW YORK PHILADELPHIA 


CLEVELAND 


— " 
. tom ft ts 
Ltt 





















Industrial buyers and executives are 
reading this Chisholm-Moore ad- 
vertising message in the current 
issue of their business magazines. 
Mill supply jobbers who handle the 
C-M line are profiting. Are you? 


If you are not familiar with the 
Chisholm-Moore line and the ad- 
vantages it offers the jobber, write 
for complete information and 
discounts. 


Chisholm-Moore Hoist Corp. 


(Division of Columbus-McKinnon Chain Co.) 
5028 Fremont Ave. Tonawanda, N. Y. 
In Canada—St. Catharines, Ont. 


CHISH “MOORE 


CHAIN HOISTS ELECTRIC HOISTS 








CHICAGO 


PITTSBURGH 
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Figure 3010 


GOULDS CENTRIF- 
UGAL PUMP 
Built in nine sizes. 
Capacities 10 to 1300 

P.M. 


Figure 1724 


GOULDS AUTOMATIC-OILING 
Deep Well Head 
4, 8 and 10-inch strokes 
For wells up to 640 feet depth. 
For use with pneumatic or open tank 
water systems. 


Figure 1741; 





GOULDS 
AUTOMATIC-OILING 
Pyramid Pump 
Adaptable for a variety of serv- 
ices. Capacities 3 to 82 G.P.M. 

For heads up to 800 feet. 





The Line 
Is Complete 


The greatest aid to cus- 
tomer satisfaction and 
rapid, profitable turn- 
over is a quality product, 
economically priced, 
readily available and 
bearing the trademark 


of reliability. 
Such are Goulds 
Pumps — a pump for 


every need and require- 
ment. Whether the spec- 
ifications call for a small 
hand or force pump or a 
power driven centrifugal 
or reciprocating pump 
there is one in the Goulds 
line to meet the need. 


And dealers, too, can 
rely on the Goulds’ trade- 
mark. It stands for 
mutually profitable co- 
operation and distribu- 
tion. Let us tell you 
more about Goulds—the 
complete line of pumps. 


GOULDS PUMPS 


INC. 
Seneca Falls 
New York 











GOULDS 
“MINUTE 
MAN” 


Cellar Drainer 
A leader in the 
field of low- 
priced, high 
quality auto- 
matic drainers 
for residences, 
stores, small 
factories, etc. 
Capacity 5 to 
25 G.P.M. 





Figure 1776 





Figure 3354 


GOULDS 
CONDENSA.- 
TION 
OUTFIT 
A new return 
pump and re- 
ceiver for han- 
dling conden- 
sation of low 
pressure steam 
heating sys- 
tems up. to 
15,000 sq. ft. 
of radiation. 
Ball bearing 
pump. Galvan 

ized tank. 


Figure 1281 





GOULDS POWER ROTARY 
PUMP 








Discharge head—-100 ft. Capacity 


—20 to 65 G.P.M. Built with 
either bottom or side suction open- 
ings. 
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“A REAL 
OPPORTUNITY 
for VOLUME 








withan excellent 
margin of profit” 


“Graton & Knight Company can now sup- 
ply you with a complete line of Transmis- 
sion, Elevator and Conveyor Rubber Belting 
that will completely meet the requirements 
of your customers. 


‘In this line of Rubber Products, the 
Graton & Knight Trade Mark guarantees 







~ OTHER 


INDUSTRIAL PRODUCTS you and your trade that same high standard 
<a of quality for which this trade mark has 
Leather Belting always stood. 


Rubber Transmission Conveyor 
and Elevator Belting 
Mechanical Rubber Goods 
Lace Leather 
Round Belting 
Belt Cements and Dressings 


‘‘There is no requirement in Rubber 
Belting or Mechanical Rubber Goods that 
cannot be adequately met by at least one 
brand in this line. 


Leather Pickers : 
Lugs and other Loom Straps ‘*You can pick up additional volume and 
oe ke ade profits by the addition of this line which 
Leather Cups carries the trade mark of a concern whose 
““U” and Flange Packings products have been long and favorably 
Oo known by your trade. We shall be glad to 
and Discs send additional information to jobbers 


Textile Aprons 


Get YOUR Free Copy/ 
Address Department W-29 


sciaiiaiaiieian =Graton & Knight Company= 


of the Belting Manual, 


the most ——- WORCESTER, MASSACHUSETTS 
book of its kind. 
One hundred and TANNERS 
ninety-six pages 


of practical belt- LEATHER PRODUCTS 
ing and trans- LEATHER AND RUBBER BELTING 


mission infor- 
(<]57-Vce) | 
KNIGHT 


who appreciate the opportunity this offers.”’ 
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= and in less than two minutes 


both ends of a belt are laced 


HE speed and efficiency of the Clipper No. 6 Lacer is 

amazing. A single shopman operates it with ease. Although 
weighing but 56!% lbs., it laces both ends of any belt from one 
to six inches in width in a minute and a half. 

Its remarkable pressure of 37,500 lbs. embeds the Clipper 
hooks flush with the surface of the belt so smoothly and uni- 
formly that there is no weakening of the belt fibres—and a 
perfect, lasting joint is assured. 


Price $75.00 


(in United States of America) 
FURNISHED WITH STAND AT AN ADDITIONAL COST 
Whatever your shop requirements, there’s a Clipper Lacer to meet them effi- 
ciently—lacing the smallest of belts up to the heavier and wider ones, And the 
use of Clipper Pins and Clipper Hooks ensures a perfect, lasting joint. For 
complete demonstration, communicate with your nearest dealer or with the 


Clipper Belt Lacer 
& 


GRAND RAPIDS MICHIGAN 












N°6 Speed Lacer 
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Power 
d Lo Spare 


Stanley 34” Heavy 
Duty Electric Drill 


No. 342 





A Stanley %4” Heavy Duty That is why you can talk about 
Electric Drill will withstand the power in Stanley Electric 
a pressure of 1000 pounds Drills. You can positively 
and keep drilling %4” holes. recommend them to your cus- 
Do you realize what that ‘tomers where extreme require- 
pene ments are made for power and 


; performance. 
The combined weight of six men. 


Or in a Drill Stand a pressure If you haven’t already stocked 
of 175 pounds at the endofa Stanley Electric Drills let usdem- 
six foot lever. onstrate their superiority to you. 
Catalog S59g sent on request 
THE STANLEY RULE & LEVEL PLANT 


New Britain, Connecticut 


STANLEY TOOLS 
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These 
Supply 
Houses 

Now 
Sell 
Them 








Quicker Cleaning 


than with acids, scratch brush 


or hand. 


Satin and Mat Finishes 


more uniform and cheaper. 


Hardware 
Name Plates 
Brushes 

Gas Fixtures 
Glassware 
Cameras 








GOODS IN METAL, GLASS, COMPOSITION 
OR OTHER MATERIAL 


may be cheapened in cost and improved in appearance 


Combs Aluminum Jars Gears 

Electric Bulbs Silverware Bag Frames 
Medals Caskets Firearms 

Dies and Tools Elevators Suspenders 
Jewelry Buttons Telephones 
Skates Machinery Electrical Goods 


Leiman Bros. 
Patented 


SAND 
BLAST 


will prepare the surface of metal goods of 
every shape, size and quantity—an easy, 
simple method of doing the work that any 
one can use—an inexpensive outfit to buy, 
used by the world’s leading manufacturers 
in every line. The article may be any size 
or weight—we have an outfit for all. 


Get the Catalog 


LEIMAN BROS, **i2'sus"°* 
Makers of good Machinery for 40 years 


J LOS ANGELES—Butcher Co. 
Shaw Palmer Bakewell Co. 


CHICAGO—Crown Rheostat & Supply Co. 
BALTIMORE—Kemp Machy. Co. 
BOSTON—Hayes Pump & Machy. Co. 
TORONTO—Williams & Wilson 





MONTREAL—Williams & Wilson 
\ QUEBEC—Williams & Wilson 


DETROIT—Chas. A. Strelinger Co. 

Osborn Mfg. Co. 
ST. LOUIS—Lasalco, Inc. 

Lustre Supply Co. 

Colcord Wright Machy. & Sup. Co. 
SEATTLE—Cox & Co. 


Foreign 
ENGLAND—tThos. Ashton, Ltd., Sheffield 


Buck & Hickman, London 
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Unlimited life for Mac-its 





N this large machine shop, on all new 

production equipment installed, every 
screw that is not a Mac-it is immediately 
replaced with a Mac-it at every point where 
strain occurs. 


being taken in high speed steel. A severe 
strain. The screws in the tool post, tool 
holder and even in the lathe dog are Mac-its. 


_ And this particular Mac-it tool post screw 


shows no wear at all after four years’ use. 


Mac-its guard against costly break-downs Mac-its do not mushroom at the point, 


and spoilage. Mac-its hold. They hold in- break or become distorted with long serv- 
flexibly. As shown here, a heavy cut is ice. That is why several of the largest ma- 
chine builders have standardized on them. 








STRONG 
CARLISLE 


Mac-it Set Screws Mac-itCapScrews 


are made in Hol- 
low, Square-Head, 
Tool Post, Mining 
Machine, Rail- 
road Eccentric 
and Slotted Head- 
less typesin a full 
list of sizes. Ask 
for catalog. 


1392 WEST THIRD 








HAMMOND 








STREET, 


CLEVELAN 


are made in Sock- 
et, Fillister, But- 
ton, Flat, Round, 
Hexagon and 
SAE Hexagon 
Head in a full list 
of sizes. Price List 
and samples on 
request. 


DD, UhTo 
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Try and get it out / 


It’s one of those E-Z bolt anchors 


Some of the Places 


The E-Z Bolt Anchor is WHERE USED 


easy to install but no mat- 





° e Shaft Hangers Motors 
ter how great the strain it Theatre Seats Machines 
° . ° Switchboards Engines 
will never pull out. This Sprinklers Conduit 
- Floodlights Piping 
feature and others are Pneumatic Tubing Radiators 
° e Transformers Signs 
bein g£ advertised to your Overhead Track Counters 
° ° ° Ornamental Lanterns Canopies 
customers resulting In in- Conveyor Frames Blowers 
° Jib Cranes Gutters 
creasing orders each Rolling Doors Railings 
° Lamp Posts Banisters 
month. You can cash in on Inscription Tablets Hinges 
° ° Fire Doors Shutes 
the business we are build- Ventilation Ducts Chain Blocks 
P Smokestack Guys False Ceilings 
ing as, Machine Guards Downspouts 
Elevator Shafting Trolley Guys 


We desire this business to come through the jobbers and have arranged a generous profit 
basis upon which E-Z Bolt Anchors may be handled. Here is a real opportunity for jobbers 
to take on a profitable and easy selling line with unlimited possibilities. 


WRITE FOR OUR DISTRIBUTORS PROPOSITION 


and let us explain the selling assistance we are pre- 
pared to give you in your territory. 


KEMPTON MFG. CORP. 


148 West 23rd Street, New York, N. Y. 












































INDUSTRIAL DISTRIBUTOR and SALESMAN 

















FOUNDED IN I910 BY ELMER CRAWFORD 




















ssociations Make Constructive 


Plans for Y ear Ahead 


Inaugurating a Program to Put Merchandising Data into the 

Hands of Distributors’ Salesmen, and Organizing Manufacturers 

by Industry to Co-operate with Distributors Through Local Groups 
Are Outstanding Features of the Convention. 


propositions as local groups, the organization 
of manufacturers by industries, trade practice 
conference procedure, resale price maintenance, and 
selling helps for distributors’ salesmen marked the 


, S\HOROUGH. discussions 


triple convention of The Na- 
tional Supply and Machin- 
ery Distributors’, Southern 
Supply and Machinery Deal- 
ers’, and American Supply 
and Machinery Manufactur- 
ers’ Associations held May 
7, 8, and 9, at Atlantic City. 
About 400 distributors and 
manutacturers attended. 
From the standpoint of 
constructive effort this 
year's meeting was one of 
the most successful ever held 
in the history of the three 
organizations. A spirit of co- 
operation prevailed. 
Manufacturers pledged 
themselves to lend every 
possible assistance to dis- 
tributors in the sale of their 
products. They are organ- 
izing by industries so that 
problems relating to a spe- 
cific industry can be 
thrashed out more easily. 


such important 


assistance possible. 








The Convention Urge:: 


Distributors to expand local-group ac- 
tivities. 
Manufacturers to organize by industries. 


. That a plan of putting merchandising 


data into the hands of distributors’ sales- 
men be worked out. 


. The distributor to support manufac- 


turers who back him. 


Looking further into the proposition of 
holding a Trade Practice Conference for 
the industry. 
. Manufacturers to establish and enforce 
resale prices. 


Manufacturers to set up definite national 
policies of distribution. 








Manufacturers also recognize that the salesman 
of the distributor is a mighty important individual 
and that he should be given all the merchandising 
A committee was appointed. 
with R. W. Proctor of The Black and Decker Manu- 


facturing Company as chair- 
man, to work out a plan for 
bringing data to distributors’ 
salesmen which will help 
them do a better selling job. 
Distributors went into the 
local-group proposition thor- 
oughly, and it was agreed 
that a lot of constructive 
work can be accomplished 
through local organizations. 
It is expected that several 
new local groups will be or- 
ganized during the coming 
year and that the activities 
of most groups, new and old. 
will be greatly broadened. 
Several prominent speak- 
ers addressed the various 
meetings, including M. 
Markham Flannery, chair- 
man, of the Trade Practice 
Conference Division of the 
Federal Trade Commission ; 
James A. Emery, general 
counsel, (Cont’d on page 121) 
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The new presidents, left to right, D. D. Peden, Southern; D. C. Jones, American; H. H. Kuhn, National. 


TLL 
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(Convention 


ELL 


Proceedings 


“Told in Brief 


Helping Distributors’ Salesmen Sell 


NE of the outstanding topics discussed at the triple 

mill supply convention had to do with working out 
a plan for putting effective merchandising data into the 
hands of the distributor’s salesman, and generally help- 
ing him to increase his efficiency. So important was this 
activity considered that the American Supply and Ma- 
chinery Manufacturers’ Association decided to appoint a 
committee, under the chairman- 


‘Distributors’ sales managers and salesmen,” he said, 
“are not interested in a great deal of the promotional ma- 
terial they receive because manufacturers in the same 
lines cross each other frequently in this kind of work. 
I believe this salesman work should be a part of our as- 
sociation’s activities.” 

In commenting on the advisability of sending factory 
representatives out with mill supply salesmen, Mr. 
Ruether stated that the experience of his company 

; had been that salesmen resent 


























sup of R. W. Procter, The Black (Oe - this sort of help. 
& Decker Manufacturing Com- : “We are using direct mail to 
pany, to work out the details. The 1929-1930 Officers help our distributors’ salesmen,” 
Mill supply salesmen, in the remarked Frank J. Hill, Greene, 
opinion of L. G. Puchta, The National Tweed & Company. “We, too, 
Queen City Supply Company, H.H. Kuhn President have found that sending our rep- 
must be instructed regarding the H. E. Ruhf Virat Vice-President resentatives around with distrib- 
items they are to sell. It is im- ak _ ° utors’ salesmen is very unsatis- 
possible for a mill supply house a ANNE Tere factory.” 
sales manager to instruct his men “Very few manufacturers’ 
on every item handled. For this American salesmen,” said E. S. Grant, 
reason, this job of instruction is D.C. Jones President Dodge Manufacturing Corpora- 
the manufacturer's. _ ? F.H.Payne First Vice-President tion, “are qualified to instruct the 
B. F. Ruether, The Mechan- : WC All Second Vice-Presi - distributor and his salesmen. If 
ical Rubber Company, was of the Seatetieee— ane Seen manufacturers in the same line 
opinion that the question of in- : G+ T- Bailey Treasurer only had confidence enough in 
structing distributors’ salesmen : each other, they might hire a 
should be given careful consid- 3 Southern competent sales instructor who 
eration. Mr. Ruether felt that D. D. Peden President could really do a thorough edu- 
some definite plan for this work a : : ‘ cational job.” 
should be determined upon, and : C. J. Salm First Vice-President “The trouble with most man- 
that every manufacturer should : C©- W. Beckner Second Vice-President ufacturers,”’ remarked F. E. 
adhere to it. a aol Shurts, American Swiss File & 
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Tool Company, “is that they do not always pick the 
right kind of distributors. The average distributor is 
carrying too many lines, and therefore simply cannot 
do an outstanding job on any particular line. Our ex- 
perience has been that the best distributors are those 
who specialize on a few lines.” 

“One big trouble with the average mill supply sales- 
man,’ added F. J. Hill, “is that he spends too much 
time and effort on purchasing agents. If a salesman 
is going to get anywhere, he must go out into the plant 
to do his job. It is up to the manufacturers to get dis- 
tributors’ salesmen to spend less time with purchasing 
agents, and go out into the plant, where they can do 
selling jobs on the proper men.” 

D. C. Jones, The Lunkenheimer Company, explained 
the method followed by his company in helping distrib- 
utors’ salesmen to know its line. Lunkenheimer distrib- 
utors send their best salesmen to the Lunkenheimer plant 
for a three-day conference. After a salesman is taken 
through the plant, he is given instructions on what he 
has seen. Entertainment is provided for the salesmen 
every evening. 

The Lunkenheimer Company holds three or four con- 
ferences a year with distributors’ salesmen, and it is in- 
teresting to note that, in many instances, the same 
salesmen return year after year. This plan has been 
followed for five or six years and from each conference 
direct results can be traced. The theory worked on, of 
course, is that the better a salesman knows his product, 
the better he can sell it. 

H. J. Behr, Boston Woven Hose & Rubber Company, 
stated he believed that the job of instructing distributors’ 
salesmen is the problem of the individual manufacturer, 
because two manufacturers of a similar line of goods 
inay use entirely different methods. 

R. W. Procter agreed with Mr. Baer that getting a 
story to the salesman is an individual job. However, he 
added, if manufacturers could get distributors to put the 
manufacturers’ sales ideas to their own salesmen, a 
great deal of good could be accomplished. The biggest 
job the manufacturer has is to get distributors’ salesmen 
to call on the men in their prospects’ plants instead of 
spending too much time with purchasing agents. Un- 
less they do this, a real selling job cannot be done. 

Mr. Procter told of a test which had been made among 
distributors’ salesmen in the automotive industry. In 
this test, a questionnaire was passed out among the sales- 





Groups of officers and members of executive committees of National and Southern Associations. 

group, standing, left to right, Arthur Yorke, T. E. Hazell, P. G. Maddock, A. E. Douglas, W. T. Todd, Jr.; seated, 

H. E. Ruhf, H. H. Kuhn, E. B. Hunn, G. A. Fernley. Southern Association group, standing, left to right, W. E. Given, 
T. C. Keeling, W. W. Doe; seated, A. M. Smith, C. W. Beckner, D. D. Peden, ©. J. Salm. 
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James A. Emery, left, who 
addressed a joint session of 
the Southern and Ameri- 
can Associations on the 
tariff question. 

















M. Markham Flannery, 

right, discussed trade prac- 

‘tice conference procedure 

before the opening session 
of the convention. 














men, and they were asked to write down the 25 lines 
they liked to sell best. The average salesman, pointed 
out Mr. Procter, could not even mention 25 lines he 
was selling. In fact, he could only name 12 lines. 

Mr. Procter was very much in favor of laying out a 
program, whereby the manufacturer would plan the 
story for the distributor to turn over to his salesmen. 
The association approving the idea, President Dixon C. 
Williams appointed Mr. Procter chairman of a com- 
mittee to work out a plan. The other members of the 
committee will be announced later. 

B. M. Hiatt, the Irwin Auger Bit Company, Wilming- 
ton, Ohio, told members of the Southern and American 
Associations of a plan his company has put into effect 
for bringing merchandising data to its customers. 

“Before going into the details of the plan which our 
company has inaugurated, I wish to tell briefly our views 
of the distributor,” Mr. Hiatt remarked. ‘““We thoroughly 
believe in the distributor. He is necessary. Take the 
mill supply field for example. One industrial distributor 
informs me that fully 75 percent of the orders he re- 
ceives are rush orders. How many manufacturers of 
industrial goods could supply their consumers with the 
articles needed within so short a time as normally elapses 
between placing an order and receiving shipment from 
the distributor? If it is impossible to distribute cheaper 








At left, in National 
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ARENT we trying to distribute goods too far 
away from home? I think that in many cases 
we are, and I believe it will eventually come to the 
point where we will all see the value of confining our 
activities to our natural territories. 
* * * 

I want to emphasize the importance and value of 
group meetings of distributors. In my opinion, the 
best results will be secured from meetings with rep- 





“Concentrate on Natural Territories” 
W. W. DOE, Retiring President 


Southern Supply and Machinery Dealers’ Association 


resentatives of manufacturers’ groups if we deal with 
not more than two or three groups at one meeting. 
* * * 
I believe that a house will benefit greatly if it estab- 
lishes definite terms of sale and adheres to them. 
* * * 
If we could have a trade practice conference and 
work under its rulings, I think our industry would 
be greatly benefited. 











direct to the consumer, why do it? Why not secure the 
fullest co-operation from distributors who are serving 
your trade and back them up 100 percent? 

“We save ourselves the time that we might spend in 
hesitating between systems of distribution,” continued 
Mr. Hiatt. “Also our trade knows just where we stand 
in the matter. Every hardware dealer in the country 
rated over $5,000 receives 6 pieces of mail. In each 
mailing, half of the space is devoted to the economy of 
buying from the wholesaler. We explain why the whole- 
salers’ functions can be performed by him more econom- 
ically than they can be assumed by either the retailer or 
manufacturer. Furthermore, we furnish our dealers 
with merchandising data to help them become better mer- 
chants. We are getting results, too, and expect to con- 
tinue our efforts along these lines.” 

“Profit is that-which is left after the entire cost of a 
transaction has been deducted,” said William T. Todd, 
Jr., Somers, Fitler & Todd Company, in his talk before 
the National Association on Thursday morning, May 9, 
on the subject : “Getting Salesmen to Think in Terms of 
Profit.” 

“When we speak of profit on sales, we almost invari- 
ably think of gross profit, which I believe is a fallacy. 
My suggestion would be that we think in terms of net 
profit. If we could impress on our membership the ad- 
visability of doing this, we would be getting somewhere 
on the question of prices.” 

Mr. Todd brought out the fact that every member of 


a supply house organization, from the chief executives 
down to the truck drivers, is in reality a salesman, for 
he has the opportunity to spread good will for his organi- 
zation, which in the end helps to bring profits. 

The sales executive must think in terms of net profit 
and determine upon prices at which goods should be sold 
to secure it. He believed a one or two-price policy 
should be maintained. Salesmen must be educated as to 
why the prices determined upon are necessary, and this 
education is the greatest duty of every sales executive, 
in Mr. Todd’s opinion. 

Use care in selecting good lines, be sure that they are 
of such a nature that there will be a satisfactory sales 
volume on them in your territory and that tlie lines you 
select will carry a good net profit, Mr. Todd suggested. 
Gather your salesmen together and tell them why you 
have chosen your lines. Give them the history of the 
manufacturer of a line, tell them why it is one of merit, 
and discuss with them the possible sales volume and the 
places where sales are most likely. Mr. Todd recom- 
mended monthly sales meetings, at each of which only 
one line is discussed. Tell the salesmen beforehand what 
line will be discussed, keep special records of sales on 
this line for a period after the meeting, and advise mem- 
bers of the sales force as to what has been sold in the 
line by other salesmen, he advised. Salesmen are in- 
spired by the knowledge that others are selling a line in 
large quantities. Much of the business resulting from 
one of these meetings naturally is not received at once, 








WE must make a larger place in the sun and oc- 
cupy it or else sink into innocuous desuetude. I 
long to see a greater and growing interest among 
our members in the work we are seeking to do. Your 
participation by way of inquiries and suggestions is 
invited. 
* #* 
Economic conditions have been and are constantly 





“We Must Meet New Conditions” 


D. C. WILLIAMS, Retiring President 


American Supply and Machinery~Manufacturers’ Association 


changing and we must be aleri to meet the new 
emergencies. 


* * * 


Our plans contemplate activities never before un- 
dertaken by us in widening the scope of the associa- 
tion work and its mutual benefits to us and our dis- 
tributor friends. 
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Tt IS my firm conviction that there is nothing in 
the present situation to warrant the criticism or 
the speculation that has existed about the future of 
the distributor. 

It is true that the distributor faces many problems, 
but he is gradually finding their solutions. 


Manufacturers can aid us in many ways, and I 
wish to suggest for their consideration the following: 
1. The suggestion and maintenance of resale prices 





**How Manufacturers Can Aid Us” 


E. P. WELLES, Retiring President 


The National Supply and Machinery Distributors’ Association 


that provide a margin which will give the distributor 
a fair and equitable profit. 

2. The adoption of a policy of dealer distribution 
that is all the name implies. 

3. Discontinuance of the practice of using so many 
outlets that it is impossible for any of them to secure 
a satisfactory volume of business. 

4. Placing distributors in all sections of the coun- 
try on the same basis through the allowance of the 
usual cash discount of two percent and freight. 








but salesmen get busy right away, and in the following 
month most of the “hot stuff” comes in. 

Mr. Todd said it is his company’s experience that these 
meetings increase the salesmen’s interest in the lines dis- 
cussed, and that they push them harder. 

The speaker explained that his company does not pro- 
vide any of its outside salesmen with costs, and that it 
has educated its representatives to the point where they 
know they can’t cut prices. None of the salesmen are 
allowed to make any change in prices without calling Mr. 
Todd or some other designated executive. 

President Welles then told briefly of his company’s 
sales meetings. These are held for an hour every Tues- 
day morning, and are never allowed to run over that 
time. There is a docket arranged for each meeting and 
this is adhered to strictly. There are present at the 
weekly meetings, certain of the executives, the head bill 
clerk, the salesmen and the salesmen’s understudies (for 
each salesman has an understudy in the office). Mr. 
Welles said he found best results could be secured by 
working on one line at a meeting. Much attention is 
paid to net profits at all these meetings, he declared. 

H. H. Kuhn, The Hardware & Supply Company, not 
satisfied with the way his company’s monthly sales 
meetings were going, decided to quit presiding at the 
sessions, at least for the time being. He had one of the 
older salesmen preside at the first meeting under the 
new arrangement. One of the salesmen brought in a 
belt lacer and sought to sell it to the other salesmen. A 





Left to right, D. C. Jones, president, American Association; 
G. T. Oliver, treasurer; R. K. Hanson, secretary-manager. 
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second “sold” valves with samples he had secured from 
the manufacturer. A third tried to sell his cohorts on 
hangers. The results of the meeting were highly pleas- 
ing to Mr. Kuhn. 


Distributor-Manufacturer Relations 
Have Improved 


66 URING the past eighteen months it has been 


very pleasing to note an increased interest 
on the part of manufacturers generally in the prob- 
lem of distribution, and I think I am safe in saying 
that more thought has been given to distribution in 
the recent past than for a great many years,” said 
Edward P. Welles, retiring president of the National, 
in his address opening the joint session on Tuesday 
morning, May 7. 

“Manufacturers generally are realizing the impor- 
tance of closer scrutiny of the manner in which 
their products are distributed, and this has been 
benficial to the members of our association, and, I 
feel, likewise to the members of the Southern Asso- 
ciation. 

“It is my sincere hope that the distributors of the 
country have, in a practical manner, shown their ap- 
preciation of the efforts of manufacturers to conduct 
the distribution of their products along lines which 
are beneficial to distributors.” 

J. L. Pitts, Brown-Roberts Hardware & Supply 
Company, Limited, in an address before the Amer- 
ican Association, made a plea for closer co-operation 
in the industry. 

“There is no questioning the fact,’ stated Mr. 
Pitts, “that year after year we meet together and re- 
cite our difficulties, but do but little that is really 
constructive. Much verbosity, but little action is 
evident. There is enough brain and I believe enough 
fairness in our group to analyze our troubles and 
then sit around a table and set up a remedy for them. 
We must take constructive action, and it’s going to 
take the effort and co-operation of all of us to do it. 
Let’s find out what the trouble is and then let’s 
remedy it. The only way to accomplish such a pur- 
pose is through unselfish, sensible co-operation.” 

L. G. Puchta also stressed thé necessity for co- 
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They all smiled prettily for the camera man. Here we have, 
from left to right, L. A. Clark, W. H. Clark, P. R. Ridings, 
Philip Schaeffer, F. E. Shurts and H. E. Torell. 


operation between distributors and manufacturers. 

“Co-operation to get any place must be honest,” 
said Mr. Puchta. “If a manufacturer decides to sell 
through distributors, he should confine his efforts 
entirely to them. Co-operation, to get any place, 
must be honest. I believe also that co-operative ef- 
forts will be most fruitful if a plan similar to that of 
the Bolt, Nut and Rivet Manufacturers’ Association 
is followed. Let manufacturers in similar lines or- 
ganize and work with distributors through local 
groups. 

“One thing the average manufacturer needs to do 
is to survey his territories and then place distributors 
properly. And in picking distributors he should 
make sure that they have the right qualifications to 
do a real job on his line.” 

“We are building up a closer contact with our 
manufacturing friends in the American Association 
in an honest and business-like effort to establish 
manufacturer-dealer distribution, which, from our 
viewpoint, is the logical method of bringing to the 
industrial consumer the products of the manufac- 
turer,” said Alvin M. Smith in his annual report as 
secretary of the Southern Association. 

“Our efforts sometimes meet with discouragement, 
but on the whole we have made gains. Sometimes a 
manufacturer whom we have succeeded in commit- 
ting to a policy of dealer distribution also becomes 
discouraged. One large manufacturer whom we had 
recently convinced said that his readiness to co- 
operate with us had not met with entire success— 
possibly through some failure on his part to give 
complete co-operation; possibly on account of our 
failure to give him complete co-operation. 

“The secretary of the American Association and 
your secretary’s office are coordinating their efforts, 
and we are hopeful of continually improving relations 
between ourselves and the manufacturers, and co- 
ordinating our sales policies in a way that will prove 
beneficial to both. 

“We do not hold with a nuntber of writers in our 
line who are constantly setting up straw men in an 
effort to prove that manufacturers and dealers are 
not coordinating. We are sometimes inclined to 
think that some of the manufacturers and dealers 
who take this position are failing somewhere in their 
methods of manufacturing and distributing their 
products. We are fully convinced that dealer dis- 
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tribution is the most economical method for the 
manufacturer to follow, and this is borne out by 
the selling policies now used by a large number of 
reputable manufacturers who distribute their prod- 
ucts entirely through the distributor.” 

Fred W. Glover, Textile Mill Supply Company, 
Charlotte, North Carolina, reported by mail for the 
textile committee of the Southern Association. He 
said that relations with the manufacturers are getting 
better all the time. Most of the unfair competition 
is coming from supply houses, and most of those 
guilty of unfair practices are new concerns. 

The executive committee of the National Associa- 
tion authorized the appointment of a group of com- 
mittees to confer with manufacturers for the purpose 
of establishing more satisfactory conditions, In order 
to place before manufacturers the views of distribu- 
tors from all sections of the country, it was decided 
to invite the Southern Association to appoint similar 
committees to work with the National Committees. 

“The National Association,” stated Secretary 
George A. Fernley in his annual report, “has long 
maintained that the alleged economies of many so- 
called short-cuts are fictitious, and that when manu- 
facturers attempt to sell direct they must assume the 
obligations, responsibilities, services, duties, and 
functions of the distributor, which materially inflate 
their costs. A tremendous amount of publicity has 
recorded the fact that distribution costs can be trans- 
ferred from one agency to another, but not elimi- 
nated. As a result, we are hopeful that as time 
passes, the distributor will be accorded the recogni- 
tion to which he is unquestionably entitled.” 

Mr. Fernley pointed out further that a distributor 
individually has the right to question a manufacturer 
as to his sales policy, and to discontinue dealing with 
him for reasons sufficient unto himself. 

“Many manufacturers are not dealing fairly with 
the distributor,” said T. C. Keeling. “Some manu- 
facturers haven’t changed their discounts in 30 
years. Even though our overhead costs average 
over 20%, a lot of manufacturers expect us to operate 
on margins of from 15 to 20%. 
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Forward March! Look like a squad of rookies, don’t they? 
Left to right, they are as follows: F. J. Hill, J. M. Bates, 


D. P. Forse and P. O. Boylan. 
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“The responsibility for curtailing price-cutting, of 
which there is plenty going on, rests with the manu- 
facturer. The distributor cannot control the situa- 
tion, but the manufacturer can by refusing to sell 
the fellow who insists on shading prices. 

“We like to feel that we are a part of the manufac- 
turers’ organizations and we want to co-operate in 
every legal way possible with them.” 

“Manufacturers are making it easier for distribu- 
tors to co-operate with them by organizing by in- 
dustry,” said B. F. Reuther. 


The American Association Adopts a Plan 
T THE opening executive session of the Amer- 
ican Association, it was decided to incorporate 
the organization, raise the annual dues from $50 to 
$75, and set up a definite plan of action for the future. 
R. Kennedy Hanson outlined the following plan 
which was unanimously adopted: 1. The exhibiting 
of products to break down sales resistance. 2. The 
establishment of a code of ethics for the industry. 
3. The organization of the association by industry. 
4. Having representatives present at local group 
meetings of distributors. 

By way of comment, Mr. Hanson said he hoped 
that within six months after the convention there 
would be started a series of meetings rotating 
throughout the country, the result of which would 
be much closer co-operation between distributors and 
manufacturers. 


Impetus Given Group Organization 
UCH emphasis was placed on the value of local or 
regional group organizations of distributors. Nu- 
merous local groups are now functioning effectively, and 
more will be organized during the coming year. 

It is expected that distributors’ groups will be even 
more effective in the future than they have been in the 
past, since the manufacturers’ association is planning to 
organize its membership by groups according to lines 
manufactured. Thus, local or regional groups of dis- 
tributors will be able to take up problems arising in 
various lines with the proper manufacturers’ groups. 





Tell us the joke, boys. Judging from the way they’re laugh- 

ing, it must have been a good one. In the group, left to right, 

are H. M. Schramm, R. B. Skinner, Melrose Holmgreen and 
R. D. Sampson. 
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Mrs. Don S. Brisbin had plenty of escorts here, didn’t she? 
The others in the group, left to right, are M. Brisbin, Wil- 
liam Campbell, A. R. Smith, F. W. Shaw and F. A. Dewey. 


T. C. Keeling, Nashville Machine & Supply Company, 
retiring chairman of the executive committee of the 
Southern Association, stated that he believed it should 
be a settled policy of the association to foster group 
meetings of distributors. He believed there is nothing 
more important, for these meetings gradually improve 
the general tone of business. The association could start 
out on a small scale by having distributor group meet- 
ings with manufacturers’ groups, he said. He believed 
the association should start out by holding such meetings 
with say three industries:and establish what is consid- 
ered a standard in the distribution of these lines below 
the Mason and Dixon line. 

On motion of N. J. C. Lester, C. M. McClung & 
Company, Knoxville, Tenn., seconded by J. M. Bates, 
Moore-Handley Hardware Co., Birmingham, Ala., Sec- 
retary Alvin M. Smith of the Southern Association was 
instructed to arrange group meetings in certain defined 
sections of the South for the discussion of the prob- 
lems before distributors in each district. Representa- 
tives of groups of manufacturers whose lines are to be 
discussed will be requested to attend these meetings, and 
distributors who are not members of the association will 
be invited to be present. It was also decided that the 
executive committee should from time to time supply 
Mr. Smith with certain definite objectives for these 
group meetings. 

“T have been a firm believer in local or sectional groups 
for many years and could cite indefinitely the benefits 
of this type of organization,” said George Puchta, The 
Queen City Supply Company, Cincinnati, chairman of 
the committee on local and sectional associations, in his 
report to the National Association. 

“T made the suggestion three or four years ago that 
the association should impress on its members the ne- 
cessity for and benefits of this type of organization, and 
Mr. Radcliffe (W. J. Radcliffe, The E. A. Kinsey Com- 
pany, Cincinnati) and I offered to go anywhere to give 
to others the benefits of our experience. We were in- 
vited different places, and everywhere we went local 
associations were formed, and none of them have dis- 
banded. I am sure the committee is still willing to work 
along this line if called upon. 

“Those territories in which local groups have been 
formed are gaining benefits that distributors in unor- 
ganized sections are not enjoying, and I believe local 
groups can accomplish more in the future than they 
have in the past. Under this plan of organization, the 
members of a group have the (Continued on page 70) 
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Three Factors 
Essential to 
Creative Selling 


]. Get your customer’s 
confidence. 


2. Sell your customer on 
yourself and on your 
house. 


Give your customer 
personal as well as 
general service. 











tion, one of the most serious mistakes a sales- 

man can make in this business is to sell a cus- 
tomer something that he does not actually need. 
That is fatal for the reason that it destroys the con- 
fidence of the customer in the salesman; and with- 
out confidence, it is impossible to build up a profitable 
repeat business. 

I find that the really worthwhile sales are made 
through practical suggestions to my customers as to 
their needs—needs which they themselves may not 
know about. But the minute a salesman suggests 
and sells something that his customer does not need, 
he has made a mistake that may take years to over- 
come; because sooner or later the buyer is going to 
find out that his confidence has been abused. 

The really worthwhile business that an industrial 
distributor’s salesman gets is that which he creates. 
It is valuable business for the reason that if it is 
properly created it renders the customer a definite 
service; and it is valuable from a purely selfish 
standpoint, for the reason that it is business which 
is not open to competition. Really creative business 
is that which the purchasing agent does not himself 
know exists. Not knowing, he cannot well give it 
to a competitor, even if he should wish to do so. 

It is my belief that in the industrial supply field, 
low-pressure methods are the most satisfactory in 
the long run, for the reason that in the final analysis, 
getting business evolves itself down to the proposi- 
tion of customer confidence. Where a fellow must 
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J UDGING from my own experience and observa- 


Studying My Customer’s Re- 
quirements Before Trying to 
Sell Them Enables Me to Get 
a Lot of Business Which Or- 
dinarily Might Go Unnoticed 


call upon the same firms and individuals week after 
week, month after month, he must have their whole- 
hearted confidence, if he expects to hold his own or 
to increase his sales; and if he expects to gain and 
keep that confidence, it is better to lose an occasional 
sale that could have been made by high-pressure 
methods, rather than abuse or hazard that customer 
confidence. 

Nearly 75 per cent of my sales are the result of 
suggestions I make to the purchasing agent or plant 
manager as a result of my having made an inspec- 
tion of a plant in search of possible sales. Without 
having the absolute confidence of my customers it 
would be impossible for me to get in their plants 
and even if I did get in their plants they would not 
accept my word for their needs, 

Since nearly 75 per cent of my business is from 
suggestions made, based on actual knowledge of 
needs in a plant, nearly 75 per cent of my sales are 
creative. Therefore, if I were not able to get into 
a plant, make my regular surveys, and talk to the 
foremen and the workers, I would miss practically 
all of this business. Some of it no one would get, 
and the plant would go on operating without the time 
and labor-saving equipment which practical sugges- 
tions provide. That which would eventually be 
given out would at best be divided between some 
other salesmen and myself, no doubt, because the 
purchasing agent would feel no obligation toward 
me since I had not served him in the capacity of in- 
specting his plant and pointing out his needs. 

The orders which the manager or purchasing agent 
have in mind represent anybody's business who can 
get it; but the business which you yourself create 
through talking with workmen rightly is your own, 
and the average purchasing agent recognizes that 
fact and credits you with it accordingly. But all of 
this simply leads back to the basic fact that the first 
and most important essential in securing creative 
business is to gain and hold the unquestioned con- 
fidence of your customer. 

Recently, I made my regular call at a cotton mill 
in my territory. When I reached the office I learned 
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usiness 


By LLoyD CADDELL 


Salesman, Alabama Machinery and Supply 
Company, Montgomery, Alabama 


that the manager, who also did all the purchasing, 
was out of town and would not be back for a couple 
of days. Instead of leaving at once, however, I went 
on back into the mill, knowing that it would be 
entirely satisfactory with the manager who long 
ago had extended me that courtesy. 

I greeted the superintendent of the mill and we 
talked for some time about his job, and then about 
possible needs in the plant. He reached into his 
desk and drew out a large, smudgy, finger-marked 
sheet of paper. On it were charts and rough pen- 
ciled sketches. 

“Here’s something you might be interested in,” 
he commented with a grin. “As you know, we've 
been havin’ a helluva lot of trouble with the bearin’s 
on these high-speed machines for quite a while. 
We've got to have some specially treated ball- 
bearin’s in there before we can eliminate that trouble. 
Now here’s my idea—” 

He poured over the rough chart he had made and 
explained to me in minute detail just the nature of 
the trouble he had been having and just what he 
thought would be the best remedy. He asked for my 
ideas and we discussed the problem from every 
angle. 

Now the factory manager—the man who actually 
places the orders—did not even know that the super- 
intendent had in mind changing the bearings on 
these machines; and naturally he did not know he 
was in the market for them, Yet I did. I not only 
knew he was in the market, but I knew just what he 
needed. 

When I left that plant some two hours later, I had 
a complete list of equipment made out that would 
be necessary in making this change of bearings. I 
also had the promise of the superintendent that he 
would not say anything about it until I got back the 
following week. He willingly did this because I 
not only gave him a little service on this particular 
problem but on others in the past. The result was 
that in little or no time, upon my next visit to this 
plant, I landed a $2,000 order for bearings and acces- 
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sories from a man who did not even know he was 
in the market. Yet this.service strengthened his con- 
fidence in my house and in me, because it was valu- 
able to him. 

Because I have the confidence of the managers I 
call on, I do not even go to the office of a mill or 
plant, in some cases, until I have spent an hour or 
two talking with the foremen and the workmen in 
the plant. I talk to the users of equipment first. I 
get them to tell me their troubles... And they tell 
me, in many cases, before they tell the manager, be- 
cause they hesitate to run to a higher-up every time 
they have a little difficulty with worn machinery 
or need additional equipment to enable them to turn 
out better work. 

After they tell me their troubles and give me their 
suggestions, I then have something definite to talk 
about when I go in to the office. I sit down and tell 
the manager or purchasing agent what he needs. In 
some cases he gives me the order on the spot. In 
other cases, he takes my notes, consults with the 
foreman or superintendent; and if they decide to buy, 
he saves the order for me or mails it in. 

Last of all I solicit the orders for materials already 
on the want list, but the amount of such business is 
small indeed compared to that which is created by 
going into the plants and discovering needs for new 
supplies and equipment. 

In the last analysis, the business which you ac- 
tually create yourself is the profitable business and 
that on which competition very seldom enters into 
the picture. I have long since made up my mind 
that mere order-taking does not pay. It’s the crea- 
tive business that boosts the profit and volume col- 
umns and that’s the business I am after. 

In summing up, I find that there are three general 
factors essential to successful creative selling: 1. 
Get your customer’s confidence; 2. Sell your cus- 
tomer on your house and on yourself; and 3. Give 
your customer personal as well as general service. 
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[DISTRIBUTORS | 


Render 
Finanaal Assistance 


and Advice 


to Consumers. 


N ADDITION to the principal functions of the 

industrial distributor described in the preceding 

articles, he renders other valuable and distinct 
services to his customers. One of them takes the 
form of financial assistance in the way of credit, while 
another deals with advice and market tips which his 
salesmen and other members of the organization fur- 
nish from time to time. 

Credit established once for all. That credit accommo- 
dation is almost indispensable to business in general 
and to many consumers in particular is a truism 
which is not subject to dispute. Without this inti- 
mate assistance many consumers would be consider- 
ably handicapped in their manufacturing operations. 
3ut in buying direct from factories, consumers will 
find it necessary to pay cash on receipt of invoice 
or to buy on c.o.d. terms instead of the usual credit 
period extended by the industrial distributor. Even 
when credit is extended by the producers, the terms 
are likely to be too short. The manufacturers are 
too far away from the consumers and therefore find 
it difficult and expensive to keep in touch with local 
conditions. Furthermore, consumers’ orders are 
often too small to justify the expenditure incident 
to a careful investigation of the credit risk for the 
purpose of establishing a credit limit, There is also 
added expense in checking up on the accounts at 
periodic intervals and in the collection of stubborn 
overdue accounts. For these reasons, their terms of 
credit are much tighter than those obtainable from 
distributors. Even where credit is granted, shipments 
will be delayed pending investigation by the credit 
department. 

Instead of establishing credit with a large number 
of manufacturers and subjecting himself to numer- 
ous inquiries and delays, the consumer establishes 
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his credit once for all when he patronizes the dis- 
tributor. This results in economy of operation as 
well as convenience. 

Aid in distress. Furthermore, in concentrating his 
purchases with a few distributors instead of scat- 
tering them among a large number of manufac- 
turers, the consumer becomes a preferred customer, 
deserving of considerable attention. Especially is 
this important when his financial condition becomes 
acute. If the consumer is worthy of assistance, he 
will generally find the distributor willing to grant 
extensions and otherwise help him to extricate him- 
self from his financial embarrassment. The average 
consumer’s account means too much to the distribu- 
tor from whom he obtains numerous items. The 
manufacturer, on the other hand, is not likely to be 
so willing to carry a consumer over a period of 
financial stringency. The account is too small to 
justify any special consideration. Atttendance at a 
number of creditors’ committee meetings has con- 
vinced me that the small creditors are usually the 
most troublesome and the most vociferous, probably 
because they have so little at stake and no doubt 
feel that the larger creditors will pay them off in 
order to enable them to carry out whatever plans 
they deem necessary to effect a settlement that is just 
and warranted by circumstances. The larger credi- 
tors are invariably more considerate of the embar- 
rassed debtor and may go to some lengths in order 
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The distributor helps his cus- 
tomers over rough spots 


to bring about an adjustment that is equitable to 
both debtor and creditors. 

The industrial distributor enables consumers to 
concentrate their buying and to collect their equip- 
ment and supplies under a single credit arrange- 
ment. They thus buy in large amounts and become 
valuable customers whose orders are given imme- 
diate attention and to whom the best possible serv- 
ice is made available. An earnest effort is likely 
to be made to retain such customers under all cir- 
cumstances, even though it may become necessary 
to help them financially during a period of stress and 
strain. 

Advice and market tips. The industrial distributor is 
also in an excellent position to give sound advice 
and market tips to his clients. He and his salesmen 
are indeed a fountain of profitable information on 
which consumers may well capitalize and of which 
none of them can afford not to take advantage. 
Many progressive distributors have some specialty 
salesmen who either do some particular kind of 
work or specialize in the handling of certain goods. 
In the first case, such salesmen may attempt to cul- 
tivate the foremen of the factories in order to in- 
terest them in new ideas that may mean dollars and 
cents to their employer. In the second case, such 
men are well qualified to furnish all the technical 
information concerning the goods they handle that 
the purchasing agent or superintendent may care 
to acquire. In the absence of such salesmen, it is 
not uncommon for the department heads to play 
that role. It is obviously impossible for the aver- 
age salesman of a supply house to be an expert on 
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The sixth of a regular monthly feature on 
aS industrial distribution. 
article are available at cost on request. 


Reprints of this 


By THEODORE N. BECKMAN, Ph. D. 


Professor of Marketing, Ohio State University 
Author of “Wholesaling,” “Credits and 
Collections in Theory and Practice,’ and 
Co-author of “Collection Correspondence 

and Agency Practice.” 


all lines carried by his firm. The department head 
or the specialty salesman, on the other hand, usually 
possess extensive knowledge of the products in their 
respective departments. They can thus furnish all 
the data and information that might be requested. 

Besides, the industrial distributor is well informed 
as to market conditions. He knows the markets as 
well as the territory in which he operates. Through 
his salesmen or sales promotion letters, he thus 
passes on valuable information and market tips. 
When he learns of an important change on any 
product, involving a rise in price or the like, he 
does not, as a rule, hesitate to pass it on to his cus- 
tomers, for he realizes that his success is closely tied 
up with that of his trade. Finally, because of their 
personal contact with so many consumers, the dis- 
tributor’s salesmen are in a position to analyze a 
customer’s needs and make proper and _ correct 
recommendations. 


Superior quality of advice. It should be pointed out 
that while some of this advice and information may 
be obtained from the manufacturer’s salesmen, it is 
doubtful whether it is likely to be as unbiased. To 
be sure, many instances may be cited when superior 
advice was obtained from manufacturers’ direct rep- 
resentatives, even when it worked to their detri- 
ment. On the whole, however, it stands to reason 
that their advice will be colored somewhat by the 
possibility of securing an immediate order. The 
distributor’s salesman, on the other hand, is apt to 
be more disinterested. He may care very little 
whether a consumer buys one kind of a drill or an- 
cther kind as long as he buys some kind of a drill, 
assuming that there is need for a drill. He gener- 
ally handles several different makes and is interested 
in selling the one which is likely to prove most 
satisfactory. His advice is therefore apt to be un- 
like that of a manufacturer’s salesman with a single 
kind of drill for sale. 
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ELL the BUYER— 
Don’t Let Him Sell You 





ANY a purchasing agent has persuaded a 
M salesman to drop a perfectly sound, logical 
argument, by means of flimsy and obviously 
illogical excuses, put into convincing language. If 
a buyer sells me the idea of withdrawing from com- 
petition, his battle is half won. I always figure that 
it is my job to sell the buyer and not let him sell me. 
None of us salesmen has to think very hard to see 
how ridiculous some of the excuses that are given 
for not buying our products. 
are as follows: 

“1. We bought the product you are handling sev- 
eral years ago, and did not find it satisfactory. 2. 
Your chief competitors are larger, and have been in 
business longer than your company. 3. Your com- 
petitors buy our product, so we will have to buy 
from them. 4. We gave you the last order, so will 
have to give this order to some of the other firms 
who deserve a chance at our business. 5. We can- 
not talk to you today, because we have no requisi- 
tions. 6. We do not need any of your product today. 
7. You cannot tell us anything about your product 
for we have all the necessary data, 8. Your guaran- 
tees are not broad enough.” 

When a purchasing agent pulls these time-worn 
excuses for not buying on me, I always try to be 
ready with an answer that will get him into a buying 
mood. Let’s take up each buying excuse in the 
order shown above. 

1. The fact that a prospect bought an item of a 
particular manufacturer several years ago and it 
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Some typical evasions 


When You Fold Up Your Catalog 
and Walk out the Front Door 
Without an Order or Without 
Having Had an Equitable Oppor- 
tunity to Secure an Order, Your 
Prospect Has Sold You Instead of 


You Selling Him 


By P. W. HUDDLESTUN 


Salesman, W. J. Holliday and Company, Indianapolis 


proved unsatisfactoty does not necessarily mean that 
it will be unsatisfactory today. 

Production methods and engineering standards 
vary so rapidly in modern business that judgments 
based on experiences in the past, are not entirely 
justifiable. Any buyer should be reasonable enough 
to see that new machinery and new management 
might change a product in a few years, so that it 
would be completely unrecognizable. 

2. Age and size are not necessarily criterions of 
quality today. Quality can be demonstrated only by 
use, and any consumer interested in the lowest ulti- 
mate cost of material should be willing to allow a 
demonstration of any product offered to meet his 
requirements. 

3. The theory of reciprocation in business has 
been worked to a standstill, much to the disgust of 
operating engineers, master mechanics, maintenance 
managers, and repairmen. The fellow who depends 
upon reciprocal ties for securing business, is stand- 
ing on a very weak footing. The experienced buyer 
will seldom admit any virtue in reciprocal purchas- 
ing, and in some instances, such as railroads, will 
find mention of the subject extremely provoking. 

4. The principle of “passing the business around,” 
is as ancient as the salesman’s plea, “I ought to get 
some business just for coming out here.” It simply 
is not entltled to a place as a motivating reason for 
placing business today. Orders should be placed for 
economic reasons, not social, and the best answer to 
such a suggestion is: “When (Continued on page 119) 
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Along the Board Walk 
With Conventionites 

























Right: A smiling 
foursome. Left to 
right, C. H. Beck- 
ner, Mrs. B. F. 
Ruether, Mr. Rue- 
ther and Mrs. L. 
J. Larzelere. Even 
the ladies had 
canes. 


| Right: Out 
_ for a_ ride. 
4 Mrs. H. P. 
Nelson, 
Mrs. G. M. 
North and 
Mrs. F. H. 
Payne rambling along in one of the 
board walk taxis. 


Left: Can you blame the 
boys for smiling, when 
they have such a fair 
companion? We see, 
left to right, H. B. Bur- 
low, William T. Todd, 
Jr., Mrs. Kenneth R. 
Todd and Harry J. Cas- 
per. A fine group, we’d 
say, wouldn’t you? 





























Left: Bert escorts 
the ladies. B. H. 
Ackles appears 
mighty happy as he 
strolls down the 
board walk with 
Mrs. George A. 
Fernley (left) and 
Mrs. Ackles. 


Right: From the city of au- 
tomobiles. Alex Paton, Mrs. 
Paton (left) and Mrs. 
Charles E. Allinger were 
among the Detroit represen- 
tatives on the board walk. 
Alex must have just pulled 
a good one, judging from the 
attitude of the ladies. 





Above: Know these folks? Well, 

for fear there might be one or two 

who don’t, we'll inform you that 

they are, left to right, Mr. and Mrs. 

H. E. Ruhf, Mrs. H. H. Kuhn and 

Mr. Kuhn. Incidentally, they all 
hail from Ohio. 
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Above: Mr. and Mrs. 
W. S. Blun. 


Above: Mr. and Mrs. George C. 


Right: Left to right, Pearson. 


W. H. Fisher, J. E. 
: Henry, S. A. Ellicson, 
“ Mrs. Don S. Brisbin 
‘ and Mr. Brisbin. 





Below: Left to right, Mr. and 

Mrs. T. N. Somershield, A. D. 

Rose, Mrs. H. C. Ellsworth 
and Mr. Ellsworth. 





Above: Left to right, S. G. 
Harlow, Mrs. Carl Lubken and 
Mr. Lubken. 


Left: Irving W. Lemaux and 


* 
Mrs. H. L. LaRue. 
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Along the Board Walk 
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Above: A happy dozen. Left to right, A. R. Webber, Mrs. C. J. Sein, Mr. Salm, Mrs. 

Webber, W. A. Slack, Mrs. Harry Barrett, Mr. Barrett, Herbert Edge, Mr. and Mrs. 
G. M. Lawther, E. W. Graham and Horace Armstrong. 





Left: Sorry 
we cant 
place the 
first lady. 
The others 
are, left to 
right, Alvin 
M. Smith, 
J. M. Hottel 
and Mrs. 
Smith. 


Mrs. T. C. Keel- 
ing, J. F. Rawls. 


Right: Left to right, Mr. and Mrs. 
E. E. Ross, Mrs. D. W. Beckwith 
and Mr. Beckwith. 


Left: Mr. and Mrs. E. H. 
Ball. 





JUNE, 1929 








Below: Strutting their stuff. 
George A. Allen (left), F. I. 
Camp and Mrs. Camp walk 
right into the camera. Both 
of the gentlemen appear right 
at home with their canes, 


don’t they? George admits 


privately that he would like 

to tote a walking stick regu- 

larly if he thought he could 
get away with it. 






© 
Vr id 


Right: The “Mill Supplies” 
gang. Standing, left to 
right, Albert E. Paxton, 
E. N. Grantvedt, D. G. Pil- 
kington, Howard Ehrlich, 
Edward J. McOsker and 
Victor Hanson. Kneeling, 
H. E. Thayer (left) and 
Arch M. Morris. “Pete” 
and Arch apparently 
couldn’t stand the water, 
so they ducked, but the rest 
of the boys didn’t seem to 
mind it a bit. 


Along the Board Walk 


Left: The Queen City trium- 
virate. Here we have three of 
the men who make the wheels 
go ’round at the Cincinnati 
supply house, and, incident- 
ally, play an important part 
in convention activities. Left 
to right, A. C. Blaisdell, 
George Puchta and Lawrence 
G. Puchta. 





Above: Four of the “big shots. 


” 


Left to 


right, Edward P. Welles, Dixon C. Williams, 


M. Markham Flannery and 


W. Doe. 


They sure were smiling broadly. 
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, Above: Who are they? 


Why, none other than 
the honorable associa- 
tion secretaries them- 


selves. Left to right, 
we have Alvin M. 
Smith, George A. 


Fernley and R. Ken- 
nedy Hanson. These 
hard working men had 
just begun to swing 
into action when the 
picture was taken. Bet 
they were fagged out 
before the convention 
was over. 





Above: “Know ’em? 
Say, are you trying to 
kid us?” That’s what 
our readers would say 
if we asked them if 
they could identify 
these two gentlemen. 
However, being the 
thing to do, we must 
identify them. The 
shorter gentleman is 
P. O. Boylan, better 
known as “Pete,” 
while his companion 
is H. F. Seymour. 
Could you imagine 
anyone more non- 
chalant than they are? 
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~A Conveyor Belt that has— 
*‘Long Life’’ 


—Because it’s made the Whitehead Way, with 
best materials and workmanship, from duck 
foundation to wear-resisting tough rubber 
cover. 


Whitehead Conveyor Belts run straight and 
true to trough. They have the great tensile 
strength necessary to withstand the heavy 
pulls exerted by gravity where countless tons of 
crushed stone, rock, clinker, cement, ore, etc., 
are carried over long spans at steep inclines. 


Also furnished with special heat resisting cover 
where advisable. 


Conveyor belt repairs are costly; adjustments 
halt an entire line of production, and increase 
the charge per ton of material handled. Long 
Life as applied to Whitehead Conveyor Belts 
means uniniterrupied service over a maximum 
period. When you sell this belting you are 
giving user satisfaction—the surest index to 
repeat sales! Write us. 


Whitehead Products 


x (Conveyor & Transmission) —Steam 
Air Hose—Water Hose—Suction 
Fire Hose(Under- 
riters)—Sand Blast Hose 


LIT 
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Mill Hoss Oil Hose Suction & Dis- 
charge Tubing—Sheet Packings 
Washers & Valves—Diaphragms—Dredg 
ing Sleeves—Moulded Goods 
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The Whitehead Bros.Rubber Co. 
“MECHANICAL RUBBER GOODS, SINCE 1873 ° 


Trenton,New Jersey 













































































Editorial < 





Albert E, Paxton, Managing Eabtor 


Making Our Bow 


ITH this issue, Mitt SupPLIES WITH 
WHICH IS CONSOLIDATED INDUSTRIAL 
DISTRIBUTOR AND SALESMAN makes its formal 


bow. In line with the intention of the pub- 
lishers of the consolidated magazine, that it 


shall contain all the best features of Mitt Sup- 
PLIES and INpusTRIAL DISTRIBUTOR AND 
SALESMAN, its predecessors, the long estab- 
lished custom of the old Mitt Supp ies of 
reporting completely the triple mill supply con- 
vention, is followed in this, the first issue. 
This issue, however, can hardly be consid- 
ered a criterion of what is to follow. Because 
of the great amount of space devoted to our 
report of the triple convention, the number and 
variety of other features which will be char- 
acteristic of future issues are greatly curtailed 
this month. In future numbers, it is our in- 
tention to publish a well-balanced magazine, 
containing carefully selected articles of interest 
and value to mill supply house executives, 
salesmen and employes generally. There will 
also be news of the supply houses, manufac- 
turers and associations, and business tips for 
distributors, while especial attention will be 
given to new products of interest to the field. 


Almost unanimous approval has greeted the 
announcement of the consolidation of MILL 
Suppiies and INpusTRIAL DISTRIBUTOR AND 
SALESMAN into one publication. It is generally 
recognized that the move was a logical one. 
Where the old Mitt Suppttes was principally 
of interest to supply house executives, and IN- 
DUSTRIAL DiIsTRIBUTOR AND SALESMAN was 
directed primarily to supply house salesmen, 
the consolidated magazine will have the inter- 
est of both equally at heart. There will be ar- 
ticles of particular interest to the executive 
and others directed especially to salesmen. But 
since there is a community of interest between 
executives and their salesmen, each should be 
interested in matters which are vital to the 
other. Therefore, every issue of the maga- 
zine will he replete with material of value to 


all. Under the new arrangement, the way to 
reach mill supply distributors is made much 
easier for manufacturers, for they will be able 
to send their messages to both executives and 
salesmen through the medium of one maga- 
zine. 

With its enlarged staff, Mitt Suppties will 
be in a position to effect a complete coverage 
of the field through personal calls. It will also 
he in a strong position to render effective mer- 
chandising service to advertisers and readers 
alike. 

As time goes on, the publishers will not only 
welcome suggestions and criticisms from read- 
ers—they earnestly solicit them. This is your 
magazine, and we seek to please you and 
help you in every possible way—an ambition 
well expressed in our slogan, “One magazine 
a complete service to the field.” 








* * 2K 


Give the Salesman Ammunition 


HAT can be done to help salesmen sell ? 

This question was one of the most im- 
portant discussed at the recent triple conven- 
tion held in Atlantic City. Both manufacturers 
and distributors recognized the fact that the 
distributor’s salesman is a mighty important 
individual and deserves every bit of coopera- 
tion and help that can be thrown his way. 

Instead of labeling the average mill supply 
salesman as a mere order-taker, the conven- 
tion went on record as recognizing that he has 
a tough job in selling hundreds of items but 
that he can and will sell those items which he 
knows best. 

Many times order-taking on the part of a 
mill supply salesman can be laid right at the 
manufacturer’s door. If a distributor’s sales- 
man is not really selling a line, the chances are 
he doesn’t have a very thorough knowledge of 
it. And whose fault is that? 

But, you may say, it is humanly impossible 
for any one mill supply salesman to know 
enough about all the lines his house carries to 
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do even a half-hearted selling job on most of 
them. True, but you can rest assured that, 
other things being equal, he is going to sell 
those lines which he knows most about and on 
which he is given the most constructive as- 
sistance. Therefore, it becomes each individ- 
ual manufacturer’s job to see to it that his line 
is one of those which his distributors’ sales- 
men know best. 

Manufacturers are becoming more and more 
aware of this fact, as is evidenced by the action 
taken at the recent convention in appointing a 
committee to work out a plan to put merchan- 
dising data into the hands of distributors’ sales- 
men. 

Mitt SuPPLiEs is very much interested in 
this forward step. We believe in the mill sup- 
ply salesman and are pledged to do what we 
can to assist him. We also believe that manu- 
facturers can do a great deal of constructive 
work, through their newly appointed com- 
mittee, by laying out a program designed to 
put selling facts at the disposal of salesmen. 

Mill supply salesmen want to do a real job. 
They want to create sales, not just take or- 
ders, for they realize that creative sales are the 
profitable ones. As Lloyd Caddell, salesman, 
Alabama Machinery and Supply Company, 
Montgomery, Alabama, says in this very issue, 
“The orders which a purchasing agent has in 
mind represents anybody’s business who can 
get it; but the business which you yourself 
create through talking with workmen out in 
the plant, rightly is your own. The average 
buyer recognizes this fact, too, and credits 
you with such business accordingly.” 

Mr. Caddell makes the statement elsewhere 
in his article that 75% of his sales grow out 


of suggestions he makes, based on actual 
knowledge of needs in a plant. 
There are many other salesmen like Mr. 


Caddell. He is not an exception to the rule. 
Industrial distributors’ salesmen want to sell 
and will sell provided they are given the proper 
selling ammunition. 








What Shall We Call Ourselves? 


A innocent bystander at the Atlantic City 
convention would have been impressed 
by one thing in particular. He would have 
heard men spoken of as being industrial dis- 
tributors, wholesalers, dealers, jobbers, mill 
supply jobbers or just plain distributors. He 
would have thought that perhaps there were 
half a dozen associations represented, until he 
had awakened to the fact that all these terms 
apply to the same kind of animal. 

It would appeal to such an observer that it 
would be less confusing if one name could be 
generally used in speaking of the people who 
distribute industrial supplies, tools and equip- 
ment. Selecting such a name and making it 
stick is a hard job. But if one were selected, 
and all used that name or term in their letter- 
heads, literature and by word-of-mouth, little 
by little it would become established, and the 
others would drift into disuse. 

So important was this matter deemed in the 
electrical industry, where the terms jobber, dis- 
tributor, and wholesaler were used indiscrimi- 
nately, that the association of that industry, 
formerly known as the Electrical Supply Job- 
bers’ Association, changed its name last -year 
to the National Electrical Wholesalers’ Asso- 
ciation. The members of the organization are 
making considerable progress already in be- 
coming known as wholesalers rather than job- 
bers. Among other reasons for their desiring 
the change was the fact that the term jobber 
is today hardly descriptive. It originated in 
early times when a jobber was just what the 
name expressed—one who dealt in job lots. 

It might not be out of order for our asso- 
ciations to give some thought to this matter. In 
many fields, dealer and distributor mean two 
entirely different things. In ours, because we 
serve the consumer, they happen to mean the 
same thing. Distributor, or rather, industrial 
distributor, seems to us to be most nearly in- 
dicative of the function performed. Are there 
other opinions? Let’s hear what they are. 
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“What’s Selling 
in My Territory?” 


Based on reports from dis- 


tributors, comparing volume 


of business for the month 
ending May 15, 1929, with 
business during the corres- 
ponding period of 1928. 


Item 


Belting, Composition 


Belting, Rubber 


Belt Fasteners and Lacers 


| Chain Blocks 


poste 


i 
|} Compressors 


Electric Tools— 
etc. 


Wheels, Wire 


Iron and Steel Bars 


Ladders, Safety 


Machine Tools and 


Mechanical Rubber 
100ds 


Mechanics’ Handtools 
Nuts, Bolts, and Rivets 


Packing 


Paints, Lacquers, etc. 


Paint Spraying Equip- 


Pipe and Pipe Fittings 
Pumps 

Sandpaper, Emery Cloth 
Saws 

Shop Supplies 
Transmission Equipment 
Trucks, Lift Trucks 
Vises 


Valves 


Poorer | Better | Poorer|\Better 
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* Better comparison than last month 


KEY TO CHART 


No Change 
Better 

5% better 

Poorer 

5% poorer 








MIDDLE EAST 
ENGLAND | ATLANTIC | CENTRAL 


* 


WEST 
CENTRAL |SOUTHERN | WESTERN 


* 


Better |Poorer| Better | Poorer| Better |Poorer| Better 


* 
* 


* 
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SAW— MACHINE KNIFE and FILE 


DIVISION OF 


SIMMONDS 


SAW ano STEEL CO. 

















DISTRIBUTOR CO-OPERATION 


--AND PROTECTION-- 


At the meeting of Supply Dealers at Atlantic City, one very live topic of 


discussion was the co-operation and protection given by manufacturers to 
distributors of their products. 


The various Divisions of the Simonds Saw and Steel Company take this 
opportunity to emphasize and repeat that this organization goes to the 
utmost limit in this work and recognizes the Distributor as a vital and 
necessary part of its organization covering all classes of products where 


the Distributor is the logical and economical point of contact with the 
consumer. 


What is most essential is that the consumer be given convenience and 
satisfaction and that this be done in a way that will give Distributor and 


Manufacturer alike a just and fair profit regulated only by the amount 
and kind of service each performs. 


Genuine Distributors of Simonds Saws, Knives and Files, Alta Electric 
Saws and Abrasive Grinding Wheels, have this complete co-operation and 
protection and profit sharing in their designated trade. 


Simonds Saw and Steel Co.. 


Fitchburg, Mass. 
Eight Factories Established 1832 
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A few of the Black and Decker group: R. W. Procter, R. D. 
Black, S. Duncan Black, W. C. Allen, and L. H. Belling. 


(Continued from page 55) 
opportunity to discuss conditions as 
they are at home.” 
the fact 
that the national and group organiza- 
tions of distributors could work to- 
gether to their mutual benefit, and he 
stated his belief that association offi- 
cers could do a great deal of good 
by getting around to visit the various 
groups. He said, however, that the 
mistake should not be made of in- 
cluding in local or sectional associa- 
tions only those distributors who were 
members of the National or some 
other association. He discussed the 
benefits that could be gained through 
contacts established and friendships 
formed among distributors in a group. 
Distributors in Cincinnati co-operate 
to the greatest degree in their local 
group, he said, but the confidence that 
had been established had to be built 
up, and such confidence would have 
to be built up in all new groups. 

President Welles said that the Na- 
tional Association owed a debt of 
gratitude to Messrs. Puchta and Rad- 
cliffe for their 


Mr. Puchta emphasized 


connection 
with local and sectional organizations. 


work in 





T. C. Keeling, center, with two manufac- 
turer friends, J. F. Rawls and W. C. 
Henning. 


He said that one of the advantages 
of being a member of the National As- 
sociation lies in the fact that mem- 
bers benefit from the activities of 
groups in all sections of the country. 

In his annual report, Secretary 
George A. Fernley commented in part 
as follows regarding local associa- 
tions: “Because of the good they 
have accomplished, local associations 
should be organized in_ territories 
where they do not now exist. A plan 
of organization approved by counsel 
will be sent anyone interested, and 
members of our official board will 
gladly extend any assistance they can 
to those contemplating the formation 
of such a group.” 

J. E. Webster, general manager, 
Ducommun Corporation, Los Ange- 
les, told of the work of the regional 
distributors’ organization in Califor- 
nia. 

“The success of the California dis- 
tributing business,” said Mr. Web- 
ster, “is due largely to association 
work. We meet every week or two 
and discuss the most intimate parts 
of our businesses. A paid secretary 
issues a report of every meeting to 
members. 


“In comparing some of the business 
statistics of members of our group 
with those reported by the National 
Association I note the following,” 
continued Mr. Webster: “Our over- 
head costs are from 3% to 4% lower; 
net profits 3 to 5% greater; and our 
salesmen are paid about 35% more. 
The reason for these favorable com- 
parisons is that our local group really 
functions. In California, 
faith in our competitors.” 


we have 


“Let’s get this picture over with,” say G. H. Babcock, R. C. 
Duncan, L. D. Bailey, E. B. Hunn, and J. L. Hagar. 


Business Appraisals Are 
Valuable 
Association was 


, ee Southern 
fortunate in hearing an interest- 


ing talk on “Business Appraisals and 
Fixed Property Accounting,” by B. 
W. Lemley, president, Coats and 
3urchard Company, Chicago. 

“A business appraisal will tell the 
value of a business to its owners,” 
said Mr. Lemley. “It is extremely 
valuable for insurance purposes, in 
cases of mergers, and in studying 
over places where earnings can be in- 
creased without increasing charges. 

“Too little attention is put on prop- 
erty insurance,” continued Mr. Lem- 
ley. “A business should be insured 
to the full real value of the property. 
If you under-insure, you are gambling 
on your stockholders’ investment. On 
the other hand, you should be care- 
ful not to over-insure, because then 
you are wasting the assets of your in- 
vestors. When you over-insure, you 
are simply charging operations with 
an excess premium.” 


Trade Practice Conference 


Procedure Discussed 
HE JOINT session, opening the 
triple mill supply convention, was 





P. M. Smith, A. C. Langston and Farn- 
ham Yardley seem to be enjoying the 
sea breezes. 
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Quali 


Penberthy Quality is not one of those things that have to 
be taken more or less on faith. 





It is a positive factor demonstrated daily by Penberthy 
Products in efficient boiler and engine room service. It is 
the chief reason for the large volume of repeat orders for 
Penberthy Products and the basis for the flow of business 
to the supply houses that handle them. 


Penberthy Products are sold exclusively through the 
jobbing trade. 


PENBERTHY INJECTOR COMPANY 


"SIN 1880 DETROIT “WINDSOR ONT. 
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There are always two Problems 
In Distribution— 


One We have Solved for 30 Years! 


OU must merchandize 

in the field, meeting 
immediate local demands, 
and anticipating the future. 
Your procedure is dictated 
by specific type of equip- 
ment within your locality, 
predetermined quantity, 


andprice; and you have spent 
years in meeting merchan- 
dizing problems. 


We have the problem of 
making sheet and piston 
packings of high quality for 
all requirements; to make 
uniform packing at mini- 
mum production cost; to 
satisfy you and your cus- 
tomers, and allow a fair 
profit margin for you as 
Distributor. We have done 
this for 30 years. 





ASBESTOS 


HIGH PRESSURE RUBBER BACK 
ROUND AND SQUARE BRAIDED 
BRAIDED AND TWISTED VALVE STEM 
AIR PUMP AND THROTTLE 

ASBESTOS METALLIC GUM CORE 
MANHOLE AND HANDHOLE GASKETS 


SLAB CUT RI 


CROSS DIAGONA! 
HOLLOW CENTER 


FLAX 


SQUARE BRAIDED AND 
WATERPROOF HYDRAULIC 

OVAL AND ROUND GUM CORE 

GENUINE EAGLE PACKING 


C. J. SHEET 
RED SHEET 





DUCK AND RUBBER 
UT RINGS 
LOW PRESSURE SPIRAL 
L 


FINE DUCK WHITE FRICTION HYD. 
COLD WATER SQUARE TUCKS 


SHEET PACKING 


MOLDED RUBBER PIECES 
SLUSH PUMP RINGS 


PACKER RUBBERS 
SLUSH PUMP SLEEVES 


SPECIAL ITEMS 
ACID PACKING 


HIGH AND LOW PRESSURE DIAGONAL 


COMPRESSED ASBESTOS SHEET 
GASKETS AND RINGS 
WOVEN ASBESTOS SHEET 

RED AND BLACK 


























JUNE, 1929 


MILL SUPPLIES 


73 











PACKINGS 























Located on the main line of the New 
York Division of the P.R.R., and the 

laza of the new Tacony-Palmyra Bridge, 

hiladelphia, this new plant of the 
Linear Packing & Rubber Company in- 
cludes over 10,000 square feet of produc- 
tion space and facilities for full control of 
all rubber compounds needed, together 
with equipment for producing the neces- 
sary rubber cements used in packing 
manufacture. 





The plant was purchased to supplement 
the main headquarters at Marshall & 
Berks Streets, and places Linear in the 
position to make molded rubber items for 
the Oil Industries, as well as various 
special types of molded rubber goods, in 
addition to the present complete line of 
packings for all machine requirements, 
certain acid conditions, air, water, am- 
monia, and steam. 


LineatPacking & Rubber Co.ine 


PISTON AND SHEET PACKINGS 


MARSHALL AND BERKS STREETS 
TLADELPHIA 
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given over to a discussion of trade 
practice conference procedure. The 
Honorable M. Markham Flannery, 
director of the trade practice confer- 
ence division of the Federal 
Commission, was the principal 
speaker. At the conclusion of the 
meeting, each association appointed 
a committee to consider the advisabil- 
ity of holding a trade practice con- 
ference for the mill supply industry. 
Definite action, however, was de- 
ferred until after the results of sim- 
ilar conferences in the bolt, nut and 
rivet and plumbing and heating in- 
dustries are known. 


Trade 


Mr. Flannery spoke in part as fol- 
lows: 

“The term ‘trade practice confer- 
ence’ as used by the Federal Trade 
Commission is but another way of 
saying self-regulation of business, by 
business and for business. 

“By self-regulation | mean work- 
able, fair rules adopted by an indus- 
try for the conduct of its own busi- 
ness, and for the purpose of fearlessly 
and freely accomplishing this, the 
trade practice conference procedure 
provides an open forum, nation-wide 
in scope, under the auspices of the 
government, and presided over by a 
disinterested, impartial umpire before 
whom industry lays its cards on the 
table, face up, and says to the world, 
‘This is what we desire to do,’ and to 
the commission, ‘Can we do it?’ 

“The commission answers in the 
form of a published statement and 
its answer is ‘yes’ as to rules of a 
certain class and ‘no’ as to rules of 
another class. It says ‘no’ only to 
that class of rules which if put into 
effect would violate the law. Its an- 
swer is ‘yes’ to two other classes. In 





H. C. Dunn, who addressed the National 
Association on analyzing costs. 


other words, an industry in a trade 
practice conference condemns in res- 
olution form such practices as in the 
judgment of the conferees the indus- 
try should abandon. These resolu- 
tions after due consideration by the 
full commission are classified or 
grouped according to the practices 
which they condemn. 

“Group 1 resolutions condemn 
practices which are in and of them- 
selves illegal. These are affirmatively 
approved by the commission, which 
approval is tantamount to saying that 
the commission will issue and prose- 
cute its complaint against the users 
of such practices. 

“Group 2 resolutions condemn 
practices with reference to the legal- 
ity or illegality of which the commis- 
sion expresses no opinion. Whether 
some practices condemned by Group 
2 resolutions are illegally unfair is 
not always easy to determine. For 





Distributors W. J. Foss and L. E. Tracy do the board walk with manufacturers 
J. A. Machin and H. G. Watson. 


the most part practices condemned by 
Group 2 resolutions are not illegal 
but are bad business practices which 
have, through trade practice confer- 
ences, been eliminated, to the lasting 
good and financial benefit of many 
industries. In fact, Group 2 resolu- 
tions have been the most valuable and 
profitable of all the rules adopted by 
industry.” 

Discussing the effectiveness of 
those rulings in Group 2 which are 
not enforceable by law, Mr. Flannery 
gave examples of how such rulings 
operated successfully in other indus- 
tries, due to members realizing the 
value of adhering to them. 

“The various subjects covered by 
some four hundred rules, thus far 
adopted in trade practice conferences, 
may be divided under approximately 
50 general heads,” continued Mr. 
Flannery. ‘Under these heads may 
be mentioned rules condemning prac- 
tices which unduly influence sales, 
such as commercial bribery; selling 
below cost and misrepresentation ; in- 
ducing breach of contract; enticing 
employes; appropriating values cre- 
ated by a competitor; false advertis- 
ing; price discrimination; substitu- 
tion ; free service, and numerous other 
practices which interfere with or pre- 
vent honest and fair competition. 

“Let it be clearly understood, how- 
ever, that a trade practice conference 
does not and cannot change the law. 
If an act is illegal neither the indus- 
try nor the commission, nor any act 
other than an act of Congress, can 
make it legal. 

“A trade practice conference is not 
a panacea for all the ills of business, 
but if a bona fide desire exists in an 
industry to better conditions and if 
the conference is properly prepared, it 
affords opportunity to discuss frankly 
and freely its difficulties, and, as has 
been pointed out, to receive at least 
the tentative opinion of the commis- 
sion on resolutions passed, which, if 
accepted, are regarded as rules of 
business conduct for the entire in- 
dustry. It is the most efficient method 
yet devised for self government of 
business.” 

Secretary R. Kennedy Hanson of 
the American Association said that 
because of the diversity of lines in the 
mill supply industry, it would be best, 
in case a trade practice conference 
were held, to call the different branches 
into conference separately. It was 
the plan of the American Association 


rey 
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Another One Hundred Per Cent 
STOCKHAM JOB 








Villa Riviera Apartments, Long Beach, Cal. 
GENERAL CONTRACTORS: Kinne & West- 
erhouse, Los Angeles, Cal. 
ARCHITECT: Richard D. King, Los Angeles. 
PLUMBING AND HEATING installed by 
H. I. Stiller, Los Angeles. STOCKHAM JOB- 
BER: N. O. Nelson Mfg. Co., Los Angeles 
and St. Louis 





In this beautiful fourteen-story building every fitting—cast 
iron, malleable and drainage—is a Stockham Fitting. With a 
product that is uniformly accurate and reliable, with ade- 
quate stocks available in all parts of the country and with a 
policy of selling only through established wholesalers, it is 
highly profitable to standardize on Stockham Fittings. The 
N. O. Nelson Mfg. Co. is the Stockham distributor responsible 
for this new 100% Stockham job. 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in Boston, New York, Chicago, Houston, Tulsa, Los Angeles 








Be sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage Screwed—Flanged Standard—Extra Heavy—Oil Country Malleable 
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R. A. Potts, E. O. Peek, A. B. Weddington, and D. W. Stockham were one of 
the well known groups promenading on the board walk. 


to organize members by industry, and 
each branch would adopt its own code 
of ethics. Speaking further, Mr. 
Hlanson asked what would happen if 
rules established in a trade practice 
conference were not observed. 

Mr. Flannery explained that rules 
passed in a trade practice conference 
are reported to the Federal Trade 
Commission. ‘he commission stud- 
ies the rules, divides them into Groups 
l and 2, publishes them and sends 
them out to every member of the 
industry, together with a blank agree- 
ment for acceptance of the rules. 
Whether or not a member of the in- 
dustry accepts the rules, the commis- 
sion will bring a complaint against 
him if he violates any in Group 1. 
The facts will be put before him and 
he will be informed that he must dis- 
continue the practice complained oi 
or be prosecuted. Violations of some 
of the Group 2 laws might also be 
violations of the law. However, Mr. 
Flannery pointed out that the polic- 
ing of the industry is largely left up 
to the industry itself. 

Alvin M. Smith made the point that 
some purchasing agents are not only 
attempting to dictate price, but terms 
of sale. Mr. Smith asked if purchas- 
ing agents could be made to livé- up 
to rules which might be set up in a 
trade practice conference. 

Mr. Flannery made clear that if 

industry expected purchasing 
agents to live up to its rules, it would 
have to invite the purchasing agents 
into the conference and secure their 
acceptance of the rules. 

Answering 
Larzelere as 


all 


a question from L. J. 
to how an_ industry 
accepting a set of rules could secure 


enforcement of these rules on those 
in the industry who did not agree to 
them, Mr. Flannery explained that 
the Federal Trade Commission would 
bring action against violators of all 
Group 1 rules. Group 2 rules, how- 
ever, would not be enforced generally 
if they worked a hardship on the in- 
dustry as a whole. ‘Thus if 10% 
industry did not adhere to a 
Group 2 rule, it would not be en- 
forced on the remainder if such en- 
forcement would work a hardship on 
them. 

T. C. Keeling asked what the dis- 
tinction was between a price agree- 
ment and an agreement to abandon or 
reduce service. 

Mr. Flannery said that an agree- 
ment with reference to prices is a vio- 
lation of the anti-trust laws, while 
an agreement to abandon or reduce 
service is not. 

At the end of the discussion, the 
following trade practice conférence 


of an 


committee was appointed: B. H. 
Ackles, H. H. Kuhn and H. E. Ruhf 
of the National Association; Alvin 
M. Smith, D. D. Peden and George 
Winship of the Southern, and D. C. 
Jones, W. H. Fisher and C. O. Dray- 
ton of the American. 


Analyzing the Costs of 
Distribution 

DDRESSING The _ National 

Supply and Machinery Distrib- 
utors’ Association at its meeting on 
Wednesday morning, on the subject, 
“Analyzing Distribution Costs,” H. 
C. Dunn, business specialist, domes- 
tic commerce division, United States 
Department of Commerce, spoke in 
part as follows: 

“To a neutral observer, a cross- 
section view of distribution methods 
and policies in general must seem to 
be a collection of customs and tradi- 
tions. . . . Isn’t there need for sim- 
plification—simplification to those 
channels and practices which analysis 
shows to be most profitable to each 
institution and industry? Isn’t the 
confusion as to what is the one best 
method largely caused by constant 
trial and error, experiments, daily op- 
portunism—determining major poli- 
cies on the basis of competitor’s poli- 
cies, rather than on a basis of known 
facts of profitableness? Isn’t it the 
same philosophy that creates hun- 
dreds of varieties, sizes and dimen- 
sions of some commodity, the most 
practical uses of which are confined 
to only a few of those sizes and di- 
mensions?’ What seems to be needed 
is some simple method of control-— 
experience organized, or records that 
will keep distribution simplified to 
the methods, volume and territories 





Miss Anita Williams, escorted by C. W. Clark, an unidentified conventionite, and 
W. B. DeSilva. 
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Crescent Belt Fasteners 
Give the Kind of Service that Creates Confidence 


Your customers’ confidence in you and the house you 
represent is measureably increased when these cus- 
tomers have benefited by using a product YOU have 
recommended. And, today, confidence is more than ever 
necessary to a satisfactory volume of business. 


It is very important, however, that you know why 
Crescent Joinings last as long as the belt—why there 
are belts in service today 
that have run for ten 
or more years with the 
original Crescent Joining 
intact. 


It is just as important 
to know why the sales of 
Crescent Plates and 
Crescent Rivets build 





volume through the customer confidence they create 
—why a single order of materials for making Cres- 
cent Joinings leads to more orders for this and other 
products. 


To make it easy for you to quickly assimilate all the 
information you need, we have gone to a lot of expense 
to put essential data in usable form. Just ask for 
Salesmen’s Data Books 
and you’ll receive some 
information about belt 
joinings that will open 
your eyes to new oppor- 
tunities. Crescent Belt 
Fastener Company, 
247 Park Avenue, New 
York, N. Y. 
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A. L. Brow, Mr. and Mrs. W. C. Hunter, and H. A. Burdorf out for a brisk walk. 


that are best suited to the circum- 
stances and produce the required 
profit. 

“T believe that there may be room 
for a new type of engineering—profit 
engineering. If I were to define the 
profit engineer’s duties, I would di- 
vide them into two principal func- 
tions: 

“1. Simplification, based on peri- 
odical surveys of the varieties, sizes 
and dimensions of products manu- 
factured or handled; on the concen- 
tration of markets by volume and 
cost, the same of prospects and cus- 
tomers. 

“2. Clearing house for all data 
pertaining to the industry and those 
industries providing sources of sup- 
plies and those industries consuming 
the product. 

“This information would be di- 
gested from all trade journals, con- 
vention speeches, university and gov- 
ernment research activities and books 
specializing on these subjects. This 
would be a constant research as a 
regular, organized daily routine. 

“In the solution of problems of 
production, science has played an im- 
portant part. Why shouldn’t it do 
likewise for distribution? Science is 
organized knowledge. Organized 
knowledge implies research and an- 
alysis. It implies getting to the bot- 
tom of things, searching for the fun- 
damental laws that cause things to be 
as they are, or do as they do. 

“When science is applied to the 
problems of distribution, it reveals 
that one of the answers to profitless 
distribution is the concentration of 
effort where it produces the highest 
returns. Out of this principle, the 
idea of simplification was born. 

“When concentration 


on effort 


which produces the highest return be- 
comes the distribution policy, then 
profitable business, rather than vol- 
ume only, becomes the measure of 
achievement. This is only another 
way of saying turnover of invest- 
ment, whether that investment is in 
salesmen, advertising or commodities. 
It is the definition of efficiency—the 
antithesis of habitual trial and error. 

“When profitable application of ef- 
fort becomes the rule, market re- 
search becomes a prerequisite to dis- 
tribution plans. Purchasing power 
and consumer-preferences of either 
actual or potential customers are not 
evenly distributed. A survey of the 
manufactures of an east central city 
shows that when its 474 manufac- 
turers were classified by size, 17, or 
about 314%, represented over 58% 
of the purchasing power of the entire 
474. Fifty-seven represented 24% of 
the total purchasing power, and the 
balance, or 400, represented but 18% 
altogether. Should equal sales effort 
be proportioned to each? 

“It seems more often the rule than 
Wi dah 

Be 


the exception to find that 80% of the 
business is done on 20% of the varie- 
ties offered or that 80% of the sales 
income comes from 20% of the effort 
applied. This disproportionment of 
returns on the investment seems to 
hold whether the subject of the analy- 
sis be an area, an industry, a manu- 
facturer, a wholesaler or a retailer. 
“Tt would seem that the problem 
confronting distributors is to buy in 
such quantities and varieties as to 
provide a steady, even flow of mer- 
chandise to the consumer without 
building up unnecessary surplus 
stocks. It would seem that the prob- 
lem of the manufacturer or the pro- 
ducer is to coordinate his activities to 
correspond. In this, probably, lies 
the approach to the solution of some 
of our distribution problems, and to 
me it is one of the most important 
factors of modern distribution. 
“Manufacturer, distributor and 
merchant should indelibly burn into 
the forefront of their thinking that 
in the last decade business in this 
country has changed from a seller’s 
to a buyer’s market. The consumer 
no longer finds it necessary simply 
to accept the goods which are offered 
him. The successful manufacturer 
or merchandiser must study the con- 
sumer demands of his market.” 


Taking the ‘‘Sell’’ Out of 
Direct Selling 
6¢é E ARE faced with direct- 
selling competition in Cali- 
fornia,” commented J. E. Webster, 
Ducommun Corporation, Los Ange- 
les, “but we are constantly licking it. 
The members of our regional asso- 
ciation control a business of about 
$42,000,000, and every member is 
sold on the (Continued on page 86) 





W. R. Milnor, L. T. Williams, M. T. Williams, L. E. Tracy, Charles Bond, and 
C. C. Bond make up this prosperous appearing group. 
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EKATURES 
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The new Ames perfected R-MOR-D 
handle 


Big, roomy grip, for all day comfort 
Smooth sides and rounded edges 


Strong as an ox, yet lighter than 
regular Wood Dee 


[= 


The steel casing completely covers 
the wooden fork and stem 


ae 


Identified by signature “Oliver Ames” 
and new FOUR STAR label 


Straps marked showing brand 





The famous Ames Bend, that takes 
the bend out of the back and gives 
perfect balance 


9) APR EER: el aan 
- em 


And with Ames quality you would 
expect — 


Lacquered handles of selected second 
growth Northern Ash, each one in- 
dividually wrapped. Heat treated 
blades of special alloy steel. The 
finest shovel that 155 years of 
specialized experience can pro- 
duce. 


The complete “All Star” Ames line 
includes the genuine O. Ames 
Four Star, the Ames 3 Star and 
the Ames 2 Star, to meet every 
need. Remember this fact — 








AMES SHOVEL AND TOOL COMPANY 
NORTH EASTON <> MASSACHUSETTS 
ST. LOUIS, MISSOURI - - - ANDERSON, INDIANA mn 
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Who Was Who at the Convention 


Aprasive CO., THE, Philadelphia, S. M. 
AL AMO IRON WORKS, San Antonio, M. Holm- 


AL EX! ANDE R BROTHERS, INC., Philadelphia, 


Machin, H. G. Watson 
ALLE >t & G. beim Hartford, Conn., E. R. Daw- 
son, 
oe "M ‘AC HINIST, New York, J. A. 
cG 
AMERICAN PULLEY CO., THE, 


Philadelphia, 
B. E. 4 


Baker, A. Chandler, F. E. Huxley, W. R 


Simpson 
AMERICAN SCREW CO., Providence, R. I., 
W. F. Henning 


— — AN SWISS FILE & —— oe. Eliza- 
a » * . Schaeffer, F. E. Shu 

AMERIC AN SUPPLY & MACHINERY MANU- 

4g" — RS’ ASSOCIATION, Pittsburgh, R. 


K 

APPLE TON CAR MOVER CO., Appleton, Wis., 
G. S$ h 

ARKANSAS — Dial CO., Pine Bluff, 
Ark., W. W. Ta 

ARMSTRONG- SLUM MFG. CO., Chicago, H. J. 


Blu 

ARMSTRONG BROTHERS TOOL CO., Chicago, 
H. Armstrong, L. Armstrong 

ATKINS & CO., E. C., Indianapolis, E. W. Clark, 
N. A. Gladding, C. S. Haggarty, E. S. Norvell 


Barner ADAMSON CO., Philadelphia, G. H. 
BALDWIN = CO., Charleston, W. Va., 


Baldw 
BALDWIN TOOL WORKS, Parkersburg, W. Va 
H. Cunningham 
BARRETT.CHRISTIE CO., Chicago, H. Barrett 
BARTON & SON aoe H. H., Philadelphia, A. D. 
Barton, O. V. Mah 
Beals McCARTHY "& ROGERS, Buffalo, A. B. 


BELCHER & Loon HARDWARE CoO., 
Providence, R. I., H. F. Rothemuch 

BELLAMY- McKIM CO., Boston, M. C. Sargent 

BELMONT PACKING & RUBBER CO., Phila- 
delphia, O. ta" bd oe 

BENSON CO., L. A., Baltimore, L. 

BERKSHIRE. MIL L SUPPLY CO., 
Mass., H. J. Foss, M. M. Hapgood 


A. Benson 
Pittsfield, 





BE an & CO., CHARLES H., Chicago, Mr. and 


Welles 
BETHLEHEM STEEL CO., Bethlehem, Pa., F. R. 


Boc 
BIDDLE P PURCHASING CO., New York, F. A. 
emz 
BLACK & ‘DEC KER MFG. CO., THE, Towson, 
Md., W. C. Allen, T. H. Belling, R. D. Black, 
S. D. + +h a — A. D. Geiger, R. W. 


Procter, 
INC., Harvey, Ill., W. P. 


BLISS & TAUGHLIN. 
Mitchell 

BOND CO., CHARLES, Philadelphia, C. C. Bond, 
C. Bond, Miss Florence Bond, W. R. Milnor 

BOND FOUNDRY & MACHINE CO., Manheim, 
Pa.. 1. TF. Willson M. T. Williams 

BOSTON WOVEN ‘HOSE & RUBBER CO., 
Cambridge, Mass., H. J. Behr, W. I. Lewis, F. E. 


Walker 
BOYER-CAMPBELL CO., THE, Deiroit, Mr. and 
Mrs. W. W. Campbell, Mr. and Mrs. A. R. Smith 
BRIERLY-LOMBARD CO., Worcester, Mass., 


T. G. Hancock 
ry yo = BASCOM ROPE CO., St. Louis, 


A. Dun 

BROWN. ROBERTS HARDWARE & SUPPLY 
CO., LTD., Alexandria, La., J. G. Pitts 

BROWN & SHARPE MFG. CO., Providence, R. I., 


C. W. Machon 
BUNTING BRASS & BRONZE CO., Toledo, E. N. 
Beisheim 


Carey MACHINERY & SUPPLY CO., Bulti- 


more, G. C. Carey 

CARTER &CO., a x. New York, T. D. Haubner, 
Mrs. essica Wyt 

CHANDLER & FARQUHAR CO., Boston, F. A. 
Chandler 

CHICAGO BELTING CO., Chicago, E. H. Ball, 
H. Dickerman, J. G. Starr, A. J. Weis 

CHICAGO NIPPLE MFG. CO., Chicago, M. 
Bedingfield, E. O. Fs Dixon C. Williams, 
Miss Anita William 

a eg PULLEY & SHAFTING CO., Chicago, 

llicson 

an penny art CO., Jamestown, N. Y., 
C. Dailey, H. B. Laudenslager 

CLEVELAND TOOL & SUPPLY CO., THE, 
— C. C. Coventry, Mr. and Mrs. H. E. 

uhf 





CLEyRL ARE TWIST DRILL = Os THE, Cleve- 
lan G. Berrington, H. G. 

CLIPBER BELT LACER CO. real Rapids, 
Mich., P. J. Edwards 

COATS’ & ‘BURCHARD CO., Chicago, A. B. 


Benedict, B. W. Lemley 
pe gee MFG. CO., THE, Cleveland, 
COLUMBUS ~ ot oe CO., THE, Colum- 
us, O 


Cc. W 
COLUMBUS McKINNON CHAIN .e THE, 
Tonawanda, N. Y., Mr. and Mrs. D. S. Brisbin, 


F. W. Shaw 
COUCH & HEYLE CoO., INC., Peoria, Iil., L. E. 


Forbes 

CRAWFORD & SON, M. B., Oswego, N. Y., E. F. 
Crawford 

CUSHMAN CHUCK CO., Hartford, Conn., Mr. 
and Mrs. H. W. Hultgren, H. E. Sloan 


Danser MFG. & SUPPLY CO., THE, Weston, 
W. Va., W. C. Danser 
a gm FILE i: sea, A. L. Brow, 
Hager, J. M. Hottel 
D AMOND R ‘BBER. CO., THE, Akron, Ohio, 


DICK CoO., . INC.. } & J., Passaic, N. J., J. H. 
DILLON 8 SUPPLY CO., Raleigh, N. C., C. A. 


DIXIE" MILL SUPPLY CO., New Orleans, Mr. 
and Mrs. C. J. Salm 
— “MFG. —"- » Mishawaka, Ind., E. S. 


Grant, F. T. O'H 

DONNELLEY & SONS CO., R. R., Chicago, C. F. 
Beezley, a . W. Gurr 

DUCOMMUN CORP. Los Angeles, G. E. Webster 

DUNCAN & GOODELL CO., Worcester, Mass., 
H. S. Ramsdell 


Ewprre MACHINERY & SUPPLY CORP., 
Norfolk, Va., W. L. Graham, Mrs. E. B. Hawkes 


FasrerKa BELTING CO., Boston, Mr. and 
Mrs. . P. Brennan, Mr. and ‘Mrs. . Codman 
PAPNIR BEARING CO., THE, New Britain, 
, R. N. Hemenway, "C.F. Stanley 
FAIRBANKS CO., THE, New York, J. A. Cleary, 
G. M. Naylor (Continued on page 82) 
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With teeth unequalled, strength 
unmatched -- they ripped their 
name to fame! 


J) . 
YSN 

Al ~—— ~\ The same gray dusk that softly lowers over the 
: gently rolling pastures of the nearby lowlands, daubs 
aH Wa | . and splotches murky darkness among the rough rocky 
Sa dens and thickets of Loch Lomond’s shore. Green eyes 
glow in pairs—a high, weird, barking call in the dis- 
tance—padded feet hurry toward the South—here’s 
the stronghold of a mighty wolf pack—the gathering 

of the Wolves of Lenox! : 


In a fearsome chorus of barks and savagely snapping 
jaws, they break from the Highland forests—sweep 
with the matchless speed of the wind down thru the 
pastured flocks. Nothing stood before their strength 
and speed—nothing could check the toll of their 
gleaming teeth—when the Wolves of Lenox raided. 























HOPS throughout the country that demand of 

S hack saw blades, high speed, long life, and the 

economies of increased production have turned 

to the Wolves of Lenox. Their popularity is sweeping 

the country as the name of that famous wolf pack 
swept thru the hills of old Scotland. 


Each blade uniform in quality and workmanship — 
attractively packaged —- well advertised — priced to 
build up for mill supply dealers a rapidly moving, 
profitable account. 


Let us tell you of a sales plan we use to introduce these 
blades and to build steady sales for you. 


“The Toolv.in the Plaid Bow” 


AMERICAN SAW & MFG. COMPANY 
Springfield, Mass. 





Send today for 
your copy of 
“The Story of the 
Wolves of Lenox’’ 
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FARQUHAR MACHINERY CO., Jacksonville, 
Fla., L. J. Larzelere 

FLEXIBLE STEEL LACING CO., Chicago, 
H. Pes i. H. L. Coats 

FOSS W. J., Springfield, Mass., C. H. Bump 

on KLIN HARDWARE CO. ; New York, G. L. 


PRICK & LINDSAY 


CO., Pittsburgh, A. G. 
Harlow 
FULTON SUPPLY CO., 


Atlanta, G. Winship 


GeneRAL lal ty & MACHINE CO., 
Meridian, Miss., A. B. Weddington 

GENERAL W WHEELBARROW CO., Cleveland, 

M. Le 

— SUPPLY CO., Savannah, Ga., W. S. 

GOODYEAR TIRE & RUBBER CO., Akron, 
Ohio, P. Stevens, W. C. Winings 

GRATON & KNIGHT CO., Worcester, Mass., 

Cc 


GREENFIELD TAP & DIE 


E CORP., " Greenfield, 
Mass., F. H. Payne 


Ha MPDEN GRINDING WHEEL CO., Spring- 
field, Mass., Mr. and Mrs. T. N. Somershield 

HANSEN & YORKE CO., INC., New York, 
A. Yorke, Mrs. Isabella Yorke 

HARDWARE & oo te CO., THE, Akron, Ohio, 
Mr. and Mrs H. Kuhn 

HARRIS & CO., ASAMUEL. Chicago, L. A. Clark, 


W. H. Clar 

HEWITT GUTTA PERCHA RUBBER CORP., 
Buffalo, C. L. Bowly : 

HOE & CO., INC., R., New York, H. W. Blair, 
E. Foster, H. G. Stoddard 

~ | CO., Trenton, N. J., Mr. Green, 
C. H. Swoger, Miss Edith M. Swoger 

HYATT ROLLER BEARING CO., Newark, N. J., 
G. H. Woolley, Jr. 


Inpranapouis BRUSH & BROOM MFG. 
.. oo. J. W. Crossman, C.E. Foster, 


rein? RUGER™ BIT CO., THE, Wilmington, 
Ohio, B. M. Hiatt 


ENKINS BROS., New York, F. Yardley 
JOHNSON & JOHNSON, New Brunswick, N. J., 


T. E. Hicks 
eS DICKEY CO., Pitts- 


bu: D. P. For: 
JUNE MAC HINERY CO., THE D., Waco, Texas, 
Mr. and Mrs. G. G. Boothe 


Kunsey CO., THE E. A., Cincinnati, A. E. 
Douglas, W. J. Radcliffe 


Larr ABEE CO., INC., JOHN E., Amsterdam, 
Y., E. W. Leavenworth 
LESCHEN & .. — ROPE CoO., A., St. 
Cc 
LEU,INC., HARRY P., Orlando, Fla.,L. McCarthy 
LIBBEY GLASS MFG. co. Toledo, J. A. Carson, 


R. W. Rogers 

LUMEN BEARING 7. = P. J. Hoeffler, 
M. B. Patch, R. D. 

LUNKENHEIMER con THE, Cincinnati, H. A. 
Burdorf, D. C. Jones 


Louis, 


M: ADDOCK & CO., Philadelphia, P.G. Maddock 
MANNING, MAXWELL & MOORE, INC., New 
York, E. W. Graham 


MASON REGULATOR CO., THE, Boston, 
MacLeod, K. Morrison 
McCLUNG & co, Me pee. Tenn., 


N. J. C. Lester, Margaret M. Lest 
McGRAW-HILL PUBLISHING CO. » New York, 
I. Fellner 
McLEOD ae he og & BELTING CO., Greens- 
boro, N. C., W. T. McLeod 
McMASTER- CARR SUPPLY CO., 
J. A. Delaney 
MECHANICAL RUBBER CoO., 
J. F. Rawls, B. F. Ruether 
MEDART CO., THE, St. 
W. G. Kessling 
— & CO., 
B. Hunn 
MILL & FAC og ILLUSTRATED, New York, 
H. Conover, Jr., M. G. Farrell, B. P. Mast, E. M. 


Chicago, 
THE, Cleveland, 
Louis, 5. E. 


Henry, 


THE C. S., New Haven, Conn., 


Stanley 

MILL SUPPLIES, Chicago, H. E. Ehrlech, E. N. 
Grantvedt, V. Hanson, E. J. McOsker, A. M. 
Morris, A. E. Paxton, D. G. Pilkington, H. E 
Thayer 

—n METAL CO., Chicago, G. H. Bab- 
cock 

MOORE-HANDLEY HARDWARE CO., Bir- 


mingham, J. M. Bates 

MORSE TWIST DRILL & MACHINE CO., 
New Bedford, Mass., F. O. Lincoln 

MORTON & CO., E. D., Louisville, E. D. Morton 








Clarence E. Foster, Charles E. Curtis, 
and James Delaney stroll down the 


board walk. 


NasxviLte MACHINE & SUPPLY CO., 
Nashville, Tenn., Mr. and Mrs. T. C. Keeling 
NATIONAL SUPPLY & MACHINERY DIS- 


TRIBUTORS’ ASS’N, Philadelphia, G. A. 
Fernley, H. R. Rinehart 
a a TUBE CO., Pittsburgh, N. C. Moser, 


R. P. Nelson, A. 8. Robinson 
NICHOLSON FILE CO., Providence, R. I., J. H. 
ollier 


Outo VALLEY PULLEY WORKS, THE, 
Maysville, Ky., . Browning 
— BROTHERS, INC., , York, H. E. 


D 

OLIVER IRON & STEEL CORP., Pittsburgh, 
G. T. Barclay 

OSBORN MFG. CO., sae, Cleveland, P. F. 
Smith, C. W. Titgemey 

OSTER MFG. CO., THE, "Cleveland, A. S. Gould 


Pace, STEELE & aoe CO., THE, New 
Haven, Conn., F. H. Pag 

PARK KER CO... THE CHARLES, — Conn., 
G. A. Allen, Mr. and Mrs. F. I. Cam 

PATTISON SUPPLY co., W. M.. Cleveland, 
Mr. and Mrs. P. O. Boylan 

PEDEN IRON & STEEL CO., Houston, D. D. 


Peden 
PERRY SUPPLY CO., Birmingham, P. M. Smith 
PIDGEON-THOMAS IRON CO.,Memphis,Tenn., 


P. Pidgeon 

PITTSBURGH GAGE & SUPPLY CO., Pitts- 
burgh, H. J. Casper 

ee STEEL CO., Pittsburgh, H. F. 

auke 

POSITIVE LOCK WASHER CO., Newark, N. J., 
D. W. Beckwith, E. E. Ross 

POWER aa wee Chicago, B. F. 
Damon, D. R. 


POWER TRANSMISSION ASSOCIATION, 
Philadelphia, W. S. Hays 


Quaker CITY RUBBER CO., Philadelphia, 
W. Schultz 
QUEEN CITY SUPPLY CO., THE, Cincinnati, 
A. C. Blaisdell, G. Puchta, L. G. Puchta 


Ray COMPANY, THE, Detroit, Mr. and Mrs. 
B. H. Ackles, Mr. and Mrs. A. Paton 

REED MFG. CO., Erie, Pa., E. Barnett 

tae RUBBER CO., THE Youngstown, 

, C. P. Conklin, R. M. Gattshall 

RICHMOND he a MFG. CO., 
Richmond, , J. L. Job 

ROGERS- BaTLEy HARDWARE CO., Chatta- 
nooga, Tenn., L. D. Bailey 

ROOT, NEAL & CO., B uffalo, G. F. 

ROSS- -WILLOUGHBY Co. Cco., . THE, Tees, Ohio, 

r. an rs. 

RUSSELL, BURDSALL ‘& WARD BOLT & NUT 

CO., Port Chester, N. Y., R. B. M. Cook 





L. D. Bailey, F. E. Walker, and W. I. 
Lewis caught in a jovial mood. 





ScHreREN CO., CHARLES A., New York, T. 
L. Chapman. 
SEES & FABER CO., INC., Philadelphia, R. W. 


Sees 

SHERMAN MFG. CO., H. B., Batile Creek, Mich., 
A. H. Warner, Jr., Mr. and Mrs. A. R. Webber 

SIMONDS SAW & wg > CO., Fitchburg, Mass., 
R. D. Baldwin, R. Shaffer 

o 2 F- ?— — New York, D. W. Mc- 
Allen, W. Mcllroy 

a “CHUCK CO., New Britain, Conn., 
R. ner, A. E. Thornton 

SMITH. COURTNE Y CO., Richmond, Va., Mr. 
and Mrs. M. Smith, Miss Dorothy Smith 

SMITH & PEARSON. INC., Auburn, N. Y., Mr. 
and Mrs. G. C. Pearson 

es gee shige ag & TODD CO., Pittsburgh, 

7, W. T. Todd, Jr. 

STACY "SUPPLY 0. S., Springfield, Mass., 
W. W. Peacock, G. W. y 

— “we PRESSED | = CO., Jenkintown, 

STANDARD SHOP EQUIPMENT CO., Phila- 
delphia, Mr. and Mrs. H. Cadwallader, Jr., H. 
Cadwallader, 3rd 

STANDARD wir & EQUIPMENT CO., 


Philadelphia, V. d, W. B. Ingersoll 
a PIPE «) FIETINGS CO., Birming- 
ham, R. A. Potts, J. W. Stanfiel, D. W. "Stockham 


STRATFORD OAKUM co., GEO., Jersey City, 


em, 2 
STRELINGER CO, °THE CHARLES A., Detroit, 
and Mrs. C. E. Allinger, A. T. Harland 
STRONG. CARLISLE & HAMMOND Co., THE, 
Cleveland, H. H. Smith, H. W. Strong 
ee SUPPLY CO., Bluefield, W. Va., 


. M. Archer 
SWARTWOUT CO., THE, Cleveland, Mr. and 
Mrs. D. K. Swartwout 
SYRACUSE SUPPLY CO., Syracuse, N. Y., 
P. Ridings, H. E. Torell 


Tavtor & co., INC., WM. H., Allentown, Pa., 
T. E. Hazell, R. F. P. "Yoder — 


TAYLOR: PARKER CO., Norfolk, Va., 
Parker 

TEMPLETON, KENLY & CO., Chicago, H. B. 
Burlow 

— CORP., New York, G. S. Baker, A. J 


Sparks 
TORCHWELD EQUIPMENT CO., Chicago, 


TRACY CO., LEWIS E., Boston, L. E. Tracy 

TRIMONT MFG. Co... Boston, W. M. Paterson, 
Miss Ann Paterson. F. D. Taylor 

TURNER SUPPLY CO., Mobile, H. M. Schramm 


Union MFG. CO., el Britain, Conn., G. V. 
Murphy, F. J. Wacht 

UNITED STATES “CHAIN & FORGING CoO., 
Pittsburgh, W. H. Reid 

UNITED STATES ELECTRICAL TOOL CO.. 
Cincinnati, W. B. De Silva, R. Forbes 


Van DORN +. TOOL ‘e Cleveland, 
. B. Austin, L. H. Bellows, R. G. Horner 
VICTOR SAW WORKS, INC., Middletown, N. Y., 

Mr. and Mis. Carl Lubken, i. J. Wallace 
VINCENT STEEL PROCESS CO., Detroit, K. H. 
Behringer 
VONNEGUT HARDWARE CoO., 


Indiana polis 
F. H. Hess, E. G. Vonnegut 


W ALKE CO., THE HENRY, Norfolk, Va. 
R. S. Page 

WALWORTH CO., Boston, W. E. Stevens 

WAPPAT GEAR WORKS, Pittsburgh, A. J. 
Schmitt, L. J. Taylor, F. W. Wappot 


WARREN BELTING CO., Worcester, Mass., 
W. A. Place 
IRON STORES CO., Milwaukee, 


bet og 
. Curtis 

waar ie oa KENTUCKY ss 
& SUPPLY CO., Huntington, W. Va., C. 
aoe 

WHITE TOOL & SUPPLY CO., Cleveland, Mr. 
and Mrs. H. C. Ellsworth, Mr. and Mrs. E. F. 
Nash 

WHITMAN & BARNES, INC., Detroit, H. Z. 
Callender, M. J. Kearins, F. W. Oliver 

WILLIAMS & CO., J. H., Buffalo, A. S. Maxwell, 
J. H. Williams 

WOOD'S SONS CO., THE T. B., Chambersburg, 
Pa., W. H. Fisher, G. R. Washinger 

WRIGHT MFG. CO., Bridgeport, Conn., 
Stean, H. F. Wright, Ww. F. Wright 


me: Ve 


Yaue & TOWNE MBG. CO., Siamford, Conn., 
A. Dewey 

yosT MFG. CO., Meadville, Pa., F. M. McArthur 

YOUNG & VAN N SUPPLY CO., THE, Birming- 
ham, W. M. Given 
YOUNGSTOWN SHEET & TUBE CO., THE 
Youngstown, Ohio, W. W. Brown, W. W. Ford 
W. E. Meub, W. C. Neidlinger 


Se 


: 
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‘*PIONEER”’ Steel 
Hanger costs less to 
stock than any other 
and is now so well 
introduced that it al- 


FAVORITE 





These unique specialty lines — widely 


advertised — respond wonderfully, you 
will find, to a little push and pep. 








‘*HALLOWELL’’ 
Steel Collars are rec- 
ognized to be the best 
made. Their quality, 
combined with their 
high polish and low 


- - price, explains their 
most sells itself. Mil- ~ 

lions in actual use. 2 — a — great popularity. 

Stea y repeat busi- — ane 
ness brings sure profits. 








“UNBRAKo 


ATLL 





“UNBRAKO” Hollow 
= Set Screws stand up 
under strains that 
wreck other screws 



















— similarly tested and 
= . naturally the “UN- 

Patd. Pats. Pend. ey - ; ae _ —— 

New uses are being ? » See, very popular — in 

found right along for other words—it’s easy 

the ‘‘UNBRAKO”’ ‘“HALLOWELL” Steel Table for Sorting, Wrapping, Assembling, Inspecting,— to sell. 

Socket Head Cap in other words, every wholesale house, shipping room, mill shop and Factory are 

en = Png excellent prospects.—Go to it. 

ing — and rapidly. 1368 Standard Styles and Sizes of ““HALLOWELL” Steel Work Benches & Tables 

Don’t miss this oppor- 

tunity. 











Pats. Appl. For 





Patd. Pats. Pendg. 


“HALLOWELL” Steel Truck—One of 2745 
Standard sizes and styles. Stake pockets 





“HALLOWELL” Steel Benches save time and 


money. No carpenter to hire—no lumber. to} buy. 
and similar corner fixtures are all inter- ‘“HALLOWELL” Steel Bench Legs have Can’t splinter or burn. Rugged—built tohlast for 
changeable. The “HALLOWELL” Steel become very popular because they can years. Standard lengths easily joined forgcon- 
Top is smooth and will not splinter, never be picked up from stock, ready for use. tinuous benches. Steel Bench Drawers protect 
gets soggy; no screw or nail heads to scratch As they are rigid as rocks, give absolute tools. Complete line of Steel Benches, Steel 
and tear. The ‘“HALLOWELL” is easy to satisfaction and cost little, it’s no wonder Tables, Steel Tool Stands—all lines in stock 
push, they are ready sellers. 


ready to ship. 





STANDARD PRESSED STEEL CO.‘ 


[itdiae—== a Samet 


__BRANCHES BRANCHES \. 
Pencuscss] JENKINTOWN, PENNA. [aura] 
| ‘ a | 127 Broad St. 

Or LoUIs. Mo. BOX 16 BOSTON. MASS. 
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AA New Blade 
of Exceptional 
Uniformity — 
For Hand Frame and 

Heavy Power Machines 


Here are the HIGH SPEED STEEL blades that out-perform all others, 
~~substantial time and money savers, the source of constant satisfac- 
tion to the men who use them . . . that is the Milford High Speed Steel 
Blade. 


A year of design and perfecting precedes their introduction to the 
trade. We offer them after months of competitive tests have proved 
their superiority. 


MILFORD HIGH SPEED STEEL BLADES reached the high 
average of 1214 cuts per blade against the nearest competitive blade of 
nine cuts. Daily, for three months, all blades were tested on a belt- 
driven power hack-saw machine operated at 80 strokes per minute, 
120 pounds pressure, without lubricant. A standard Chrome Nickel 
test bar S. A. E. 3140 was cut as a basis for comparison. 


We guarantee their satisfaction. Order a dozen for a thorough trial. 


HACK SAW BLADES 
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distinctive 
box and 


Look for 


the saw tooth 
design now used 
on all Milford and Milflex boxes 


This superior High Speed Steel blade now comes to you 
in the distinctive new box with overall saw tooth design 
in orange and blue. The top label in red and blue will 


Write hereafter indicate Milford High Speed Steel Blades. 
for Hand frame sizes are packed one-half gross to a box. 
Price Power sizes one dozen to a box. 
List For the heavy power machine sizes, each blade is 


packed in an individual glassine envelope printed in red— 


MILFORD HIGH SPEED STEEL 


The Henry G. Thompson & Son Co. 


Established 1876 
New Haven, Conn., U. S. A. 


ee | 
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Oliver Mahan, R. A. Shaffer, H. H. Smith, and A. D. Barton seem full of the old 
“wim and wigor.” 


(Continued from page 78) 
idea of supporting manufacturers 
who really stand behind the distri- 
butor. 

“Just recently a manufacturer who 
was selling through distributors com- 
plained that he wasn’t getting his 
share of the business, so he opened 
up a stock-carrying branch with the 
idea of going direct for business. 
Distributor after distributor, 21 in 
all, told this manufacturer they were 
through with him, and 60 days later 
he closed his branch. 

“Another manufacturer,” Mr. 
Webster went on, “who was doing a 
business of about $620,000 through 
members of our association, persisted 
in selling our customers, too. After 
repeated warnings, without results, I 
called the manufacturer into my of- 
fice and told him our company was 
through buying from him. At the 
same time, several other distributors 
in our territory, who were also hav- 
ing trouble with this manufacturer, 
on their own initiative, discontinued 
buying from him. 

“It’s all a matter of being sold on 
the policy of supporting manufactur- 
ers who have a definite sales policy 
recognizing the distributor and actu- 
ally carry out that policy,” concluded 
Mr. Webster. 


Support Manufacturers 
Who Back Distributors 
J L. PITTS emphasized the ne- 

e cessity of laying down a definite 
policy for determining who is a dis- 
tributor and who isn’t. 

“Many manufacturers,” said Mr. 
Pitts, “have been misled into accept- 
ing a concern as a distributor when it 
really isn’t. 

“We distributors,” he continued, 
“must distinguish between manufac- 


turers who really support the dis- 
tributor and those who don’t. The 
manufacturers we support must have 
definite national sales policies. The 
manufacturer who sells through dis- 
tributors in certain sections of the 
country but direct in others does not 
deserve our support. In other words, 
we don’t want to back the fellow who 
is trying to carry water on both 
shoulders.” 

Dixon C. Williams pointed out that 
his company always tries to sell 
through legitimate distributors, but 
sometimes is fooled by consumers 
who set up fictitious distributing or- 
ganizations so that they can get the 
benefit of distributors’ prices. 

The distributor himself is largely 
to blame for a lot of direct-selling 
competition, Alvin Smith maintained. 
Mr. Smith said in part: 

“Some manufacturers are selling 
consumers direct at prices 5 to 10 
percent above the distributor’s cost, 
and yet distributors continue to buy 
from them. Other distributors are 
buying from manufacturers who are 
selling large consumers at 5 percent 


lower than the prices the distributors 
themselves must pay. 

“T have never been able to make 
myself believe that the railroads or 
any other large buyers are entitled to 
an extreme price,” continued Mr. 
Smith. “There is no reason why they 
should buy direct, and they couldn't 
if manufacturers would refuse to sell 
them direct.” 

W. W. Taylor, Arkansas Mill 
Supply Company, made the point that 
if manufacturers would make a 
proper price distinction between the 
distributor and consumer, the distrib- 
utor would not worry about direct- 
selling competition. 


The Situation in Various 
Important Lines 
EVERAL manufacturers  dis- 
cussed conditions in their lines as 
affecting distributors before sessions 
of The National Supply and Machin- 
ery Distributors’ Association. 

Col. Frederick H. Payne, Green- 
field Tap & Die Corporation, dis- 
cussed the tap and die situation. He 
said manufacturers in that field real- 
ized after the armistice that it was 
necessary for them to put their 
houses in order, and this most of 
them had done. He believed manu- 
facturers and distributors had now 
generally put their houses in order 
and were rendering a real service. 
Speaking for his own company, Mr. 
Payne said the average orders it had 
received in 1928 were the best they 
had been since 1920, and that the first 
four months of 1929 were 20 percent 
ahead of the same period last year. 
The art of manufacturing in the tap 
and die field had progressed more 
since 1920 than it had in the 25 years 
preceding. Much progress had been 





This good natured group consists of A. G. Harlow, E. H. Ball, A. G. Weis, F. M. 
McArthur,-and J. G. Starr. 


F 
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Valve buyers everywhere 
read Jenkins advertising 


Jenkins publication advertising is now reaching 
nearly a million prospective valve buyers in all sections 
of the country. Month after month it is going to 
architects, engineers, contractors and superintendents; 
is emphasizing the merits of Jenkins in the several 
services for which they are recommended, and then 
directing the valve buyer direct to the local supply 
house. 


Are you taking the fullest advantage of this 
advertising and sales promotion effort by handling the 
Jenkins line? Write us . . . no obligation. 


JENKINS BROS. 


80 White Street, New York, N.Y. 133 No. Seventh Street, Philadelphia, Pa. 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago, I\! 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


Jenkins 


VALVES 
Since 1864 
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Conveyor Belting is 
Pertormance 


True running, smooth surface,no move- 
ment in any direction of parts or 
material carried. 











Almost negligible percentage of stretch 
with absolutely no shrinkage, elim- 
inates necessity of gravity take-up. 


Square wear-resisting edges, only 4-in, 
clearance required, no_ selvages, 
folds, or stitching to break. 





Water, steam and weatherproof, resists 
vapors and chemical action, stands 
high heat tests. 















Sanitary, is non-porous, can be cleaned 
with hot or cold water, or with steam. 


Lightness and flexibility for economy in 
operating cost, grips and hugs pul- 
leys, there is no slippage at high or 
low speeds. 


Strength, durability, uniform thickness 
and density, it outwears any other 
belt of equal thickness. 





FABREEKA BELTING COMPANY 
20 East Street. Boston, Mass. 
New York: 461 Eighth Ave., Chicago: 529 So. Franklin St. 


3010 
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P. G. Maddock tells a good one, as C. Carter Bond, Edward Hicks, and R. W. 
Sees listen in. 


made in simplification, and in the 
case of his own company, its cata- 
log today is not as large as one of 
the divisions was 15 years ago. 
Colonel Payne said he believed that, 
through manufacturers working with 
distributors’ committees in each dis- 
trict, the volume of tap and die sales 
could be greatly increased. Repre- 
sented in the tap and die association 
are about 50 percent of the tap and 
die manufacturers and about 80 per- 
cent of the volume in that industry, 
he said, in reply to a question. 

S. Horace Disston, Henry Disston 
& Sons, Incorporated, discussing 
files, said it is the function of manu- 
facturers to manufacture goods at 
the proper quality and price, and that 
they are not, and should not be, 
equipped to distribute their products 
to the consumer. The manufacturer, 
however, should not be asked to han- 
dle retail business at wholesale prices. 
He urged those distributors who fol- 
low the practice to stop trying to get 
an additional five or ten percent on 
the buying end, and get it on the 
selling end. Distributors should use 
care in selecting the proper lines and 
sources of supply, and both distribu- 
tors and manufacturers should play 
the game 100 percent, with all cards 
on the table. 

Files are useful and necessary, and 
the need for them is constant, he said. 
Price cutting does not increase their 
consumption or the demand for them. 
lle urged upon distributors the ne- 
cessity for securing an adequate 
profit on small orders. Quite a little 
has been done in the way of stand- 
ardization in the file industry, but 


much more can be done, he said. He 
would like to see the file industry 
simplified to the bone. Mr. Disston 
expressed a willingness to get to- 
gether with distributors wherever 
possible, and suggested to distribu- 
tors the value of a thorough analysis 
of their customers. 

William Jeffery, managing director 
of the Hack Saw Manufacturers’ As- 
sociation of America, spoke on the 
distribution of hack-saw blades. Mr. 
Jeffery said the manufacturers in that 
industry had done fairly well in the 
way of co-operation, and that all but 
two manufacturers were now in the 
association. When the association 
first began to function, there were 
certain trade practices needing cor- 
rection. One was that of asking and 
granting secret rebates. Another was 
that business was done in a multi- 


plicity of sizes. Many requests were 


received from supply houses for spe- 
cial sizes, but distributors were im- 
pressed with the value of reducing 
their inventories as much as possible, 
with the result that there are but few 
requests for special sizes today. 

Mr. Jeffery advised distributors 
that where the manufacturer is pro- 
viding them with a stable market and 
fair prices, they are doing themselves 
no good if they ask for price prefer- 
ence. Distributors have done a great 
deal, through their local and sectional 
associations, to provide manufactur- 
ers with a way to meet distributors 
in various sections of the country, 
and there is now a good opportunity 
for distributors and manufacturers to 
meet and understand each other’s 
problems. He said he believed there 
is a growing realization that the prac- 
tice of taking business at a price is a 
bad one. 

E. N. Beisheim, Bunting Brass & 
Bronze Company, Toledo, Ohio, 
spoke on phosphor bronze, cored and 
solid bars. Mr. Beisheim said that 
in his opinion distributors would se- 
cure greater volume and profits by 
handling lines that are advertised in 
trade magazines. There is a 
greater volume possible in bearing 
metal than the average distributor 
realizes, he declared. The speaker 
did not believe metal produced by a 
local foundry under the distributor’s 
own brand name would bring the re- 
sults desired. There is too much 
competition from direct sellers. The 
practice of some distributors in not 
cutting lengths, he believed to be a 
good one. 

The wrench and drop forged tool 
situation was discussed by Horace 





A. S. Gould, R. M. Gattshall, P. O. Boylan, and A. M. Morris hold a confab by 
the seashore. 
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H. L. Coats, left, and H. J. Beach, right, escort Mr. and Mrs. K. H. Behringer on 
a sight-seeing tour. 


Armstrong, Armstrong Brothers 
Tool Company, Chicago. Mr. Arm- 
strong said simplification had brought 
increased profits to the manufacturer 
taking advantage of it, and that it 
had also helped the distributor. He 
urged distributors to do all they can 
to keep orders for specials from com- 
ing in. He said the distributor should 
be mainly interested in business on 
goods carried on his shelves and 
listed in his catalogue. He advised 
against contracting for the sale of 
wrenches and other items for six 
“month or yearly periods, stating that 
under such conditions prices get 
pretty close to list. Wrench manu- 
facturers have made progress with 
distributors’ sectional groups, and he 
believed conditions were better than 
they had been since 1920. He was 
sure manufacturers would be glad to 
take up matters requiring attention 
with other distributor groups. 

Don S. Brisbin, Columbus McKin- 
non Chain Company, Tonawanda, 
New York, said he was somewhat 
proud of the situation in the indus- 
trial chain business now, although he 
wasn’t so proud of the situation ex- 
isting several months ago. Manufac- 
turers had gotten together and had 
developed a good plan, although there 
were still a few weak points in the 
set-up. He said he wished distribu- 
tors would feel free to write to their 
sources of supply for the purpose of 
straightening out any difficulties that 
arise. He was highly appreciative of 
the support chain manufacturers had 
received from distributors. 


D. W. Stockham, Stockham Pipe 


& Fittings Company, Birmingham, 
Alabama, said he thought both the 
valve and fittings markets were in the 
best condition they had been in some 
months, although he was not so fa- 
miliar with the valve situation. He 
thought the fittings situation was 
firm, especially in the industrial field. 
There is a greater demand for fit- 
tings than there has been in two or 
three years, better merchandising 
methods are being used and profits 
are better. The only cloud on the 
horizon is the manufacturer selling 
direct at prices that cut out the inde- 
pendent distributor. 

He believed the mill supply dis- 
tributor is best qualified to sell the 
industries in his locality, although 
manufacturers sometimes see a ne- 
cessity for selling direct at reasonable 
prices. Some manufacturers state 
that the mill supply distributor is not 


equipped to sell fittings, on the 
ground that he has not sufficient tech- 
nical knowledge. In most cases, 
however, Mr. Stockham believed the 
distributor was best fitted to sell 
them if he had the necessary technical 
knowledge. In such cases, the dis- 
tributor should be protected by the 
manufacturer. 

H. F. Seymour, The Columbian 
Vise & Manufacturing Company, 
Cleveland, said vise manufacturers 
have worked with the idea that there 
should be a good profit for the dis- 
tributor. He said that distributors 
should support manufacturers who 
establish a resale price. His company, 
and most other vise makers, believe 
thoroughly in dealer distribution, he 
declared. Distributors should carry 
sufficient stocks to fill all ordinary re- 
quirements. During the last four 
years vise manufacturers had been 
simplifying their lines with the result 
that unnecessary types were gradu- 
ally being eliminated, and this was re- 
acting to the benefit of the distribu- 
tor. 


Association Reports Show 
Cost of Doing Business 


ISCUSSING the Southern As- 

sociation report on the cost of 
doing business, Alvin M. Smith, sec- 
retary of the Southern Association, 
spoke in part as follows: 

“Only a few of the firms report- 
ing showed an adequate profit. What 
can be done to average a net profit 
by our members that will fairly com- 
pensate them for the service they 
render? We all have endeavored to 
convince our customers that we are 
rendering them a valuable service, 





We don’t know what B. F. Damon, G. S. Fish, G. H. Babcock, and R. M. 
Gattshall were looking at, but from their expressions, we’d judge it was pretty good. 
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BUY YOUR ENTIRE LINE FROM YOST 


The 24 different styles of Yost Vises cover every 
purpose for which a vise can be used. 109 sizes 
mean that your customer can have exactly the 
size and style of vise he wants. 





CONSTRUCTION 


A Yost Vise is strongest where the strain is great- 
est. Only metal of finest quality and which is 
tested constantly is used in Yost Vises. 





It is carefully distributed to give utmost strength, 
endurance and efficiency—relieve excessive strains 
—reduce wear to a minimum. 


SALES POLICY 


Sold through the distributor and backed by a 
“Make Good” guarantee. A Yost Vise must make 
good or Yost does. 
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When your customer wants a vise—the best made 
—sell him a Yost and make a friend. 





Yost Mfg. Co., ae Meadville, Penn’a 
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Mr. and Mrs. H. G. Larisch accompany Mr. and Mrs. H. C. Ellsworth on a 
saunter down the board walk. 


that we are sellmg them more eco- 
nomically than they can buy direct 
from the manufacturer, and that our 
large and complete stocks are the 
means of saving them considerable 
money. If we have convinced our- 
selves of this situation, why can’t we 
convince ourselves of the necessity 
for getting an adequate profit, and set 
about to do it?” 

The average cost of doing business 
in 1928, shown in reports to the 
Southern Association, was 21.92 per- 
cent with interest, and 18.97 percent 
without interest. 

The overhead expense report of the 
National Association for 1928 showed 
an average expense of 21.98 percent 
for 1928, compared with 22.54 per- 
cent in 1927, 21.32 percent in 1926, 
20.77 percent in 1925 and 21.13 per- 
cent in 1924. The average gross mar- 
gin for 1928 was 22.47 percent, com- 
pared with 22.83 percent in 1927, 
21.82 percent in 1926, 21.60 percent 
in 1925 and 21.69 percent in 1924. 
The average turnover in 1928 was 
3.88 times, compared with 4.13 in 
1927, 4.04 in 1926, 3.83 in 1925 and 
3.52 in 1924, 


Why Profits Are Small 


OPIES of “The Distribution of 

Mill Supplies,” a survey of 
some of the practices and methods 
which are responsible for the lack of 
adequate net profits, conducted by 
the National under the 
supervision of Robert L. Hobart, 
were distributed with the request that 
the survey be given careful thought, 
and that comments be sent in to the 
offices of the National. 


\ssociation 


Some of the reasons why profits 
are not what they ought to be, as 
pointed out in Mr. Hobart’s survey, 
are direct-selling competition, com- 
petition from price-cutting distribu- 
tors, the use of too many distribu- 
tors by manufacturers, competition 
from manufacturers’ agents, the lack 
of knowledge of costs and an inade- 
quate turnover. 

The executive committee of the 
National Association has decided to 
base much of the association’s work 
during the coming year on the facts 
developed in the Hobart survey. 


The Single-Association 
Question 
N AN early meeting of the Na- 
tional Association, George Puchta 
again brought up the question of con- 
solidating the National, Southern, 
and American Associations into one 


organization. This proposition, you 





will remember, was voted on last fall 
and passed by the American and 
Southern, while being defeated by the 
National. 

After a thorough discussion, in 
which opposing viewpoints were 
brought to light, a vote was taken, 
which resulted in the proposition 
being decisively defeated by a vote 


of 33 to 14. 


Transmission Association 


Cooperates 
W S. HAYS, executive — sec- 
retary of the Power Trans- 
mission Association, addressed the 


associations on what his organ- 
ization is doing to assist distribu- 
tors. He spoke in part as follows: 
“In recognition of the great im- 
portance of industrial distributors, 
the Power Transmission Association 
has a special dealers’ relation commit- 
tee of representative members of 
your organizations to advise its mer- 
chandising advisory committee and 
engineering committee. By direct 
service, such as gathering facts on 
mechanical power _ transmission, 
translating them into selling language 
and then broadcasting these facts to 
industry consistently and  convine- 
ingly, through data books, trade 
magazine publicity, booklets and ar- 
ticles dealing with performance, talks 
before trade associations, regional 
meetings of distributors and distribu- 
tors’ salesmen (at which time talks 
and pictures of a nature to bring 
accurate sales knowledge before sales- 
men are presented) this organization 
is endeavoring to assist mill supply 
distributors in every possible way. 
“The Power Transmission Asso- 
ciation program for this year is defi- 
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Jack Ruf catches flies as he strolls down the board walk with Mrs. A. C. Langston, 
C. O. Drayton, and H. Z. Callender. 
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EK. C. ATKINS & CO. 


Home Office and Factory 
402 SOUTH ILLINOIS STREET, INDIANAPOLIS, INDIANA 


Branches Carrying Complete Stocks of Blades in the Following Cities 


Atlanta, Ga. Chicago, Il. Memphis, Tenn. New Orleans, La. Portland, Ore. Seattle, Wash. 
Minneapolis, Minn. New York, N.Y. San Francisco, Cal. Vancouver, B.C. DParis, France 
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SHERMAN. 
The Hose Clamp 
That Cannot Rust 








HEAVY WROUGHT BRASS 


Sliding tongue in groove insures 
uniform grip on hose and pre- 
vents bulging. 


Stiff, heavy ears form a nut lock 
which prevents nut from turning 
when tightened. Can be held in a 
vice and drawn tremendously tight. 


Made in all sizes and packed in 
strong, plainly labeled cartons. 
We carry the largest stock of hose 
clamps in the world, which insures 
prompt deliveries. 


DEALERS—Send for sample and 
attractive selling booklet. 


H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 


Largest Manufacturers of Brass Pipe Fittings in the World. 





A complete Flat Bead line from new pat- 
terns available for immediate shipment. 
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HEN costs menace profits— call 

on the Kester line, of Flux-core 
Solders. In the Kester line, is a solder 
for every purpose, with the flux right 
in the core of the solder—simplifies the 
operation—saves both time and money. 


Behind Kester Solder is our Research 
and Experimental Department — at 
your service to help you choose the 
best flux-core solder for your particu- 
lar operation. Write us today. No 
obligation. 


KESTER SOLDER COMPANY 
Formerly CHICAGO SOLDER COMPANY 
Established 1899 


5215 Wrightwood Avenue, Chicago, IIl. 


KESTER, SOLDER 
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Newark, N. J. 
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A Steady Demand Is Leading 
the Way! 


Industry is turning more and more 
to the use of those production 
facilities that have proven their 
merit in quality, economy and per- 
formance. Thus, the growing 
demand for the best is leading 
the way to Rahmann Leather 
Belting. 

Rahmann has a reputation that 
is built on more than 34 years of 
service to industry. Six different 
brands of Rahmann Belting are 
made to withstand the most severe 
conditions of heat, water, fumes 





ROWER TRANSMISSION ASSOCATION 


and steam without loss of power. 
To sell the right Rahmann Belt 
means looking ahead to future 
repeat orders. 

Adding to the shift toward Rah- 
mann that has been caused by the 
demand for the best, we have 
arranged a sales aid that is giving 
effective assistance to dealers 
throughout the country. 

Write for catalog giving illus- 
trated descriptions of Rahmann 
products, and for information on 
how we help you sell them. 


Geo. Rahmann & Co. 


31 Spruce Street 


:: New York, N. Y. 





Syracuse, N. Y. 
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nitely planned and organized for the 
purpose of working with the supply 
distributor and his salesmen to the 
limit. At the present time the asso- 
ciation, through its merchandising 
advisory committee and engineering 
committee, is engaged in compiling 
data on all phases of mechanical 
power transmission, including shaft- 
ing, belts, pulleys and other appli- 
ances. With this data in hand, the 
distributor’s salesman can talk to 
buyers with perfect assurance that 
he can make a case not only for him- 
self but for the customer’s benefit 
as well. We urge each of you to have 
your salesmen, in their contacts with 
power users, ascertain facts and in- 
formation desired and tell us, so that 
our service can be of utmost value. 

“The Power Transmission Associ- 
ation is now helping distributors to 
prescribe the proper drive. Perhaps 
the most important thing for the dis- 
tributor to remember is that accurate 
reporting of conditions is important 
if the customer is to get satisfaction 
and the distributor added 
and a reputation for service. 
an order for 


business 

Before 
transmission 
equipment is accepted, operating con- 
ditions should be known. Don't sell 
a belt but the belt. This is of particu- 
lar importance where an order can- 
not be filled from stock and must go 
to the factory for filling. Before ac- 
cepting the specifications of the buyer, 
assuming the buyer knows just what 
he needs, the added precaution by 
the salesman of reporting conditions 
to be met may enable him to supply 
a more suitable drive equipment. 


power 


“In view of the personal contacts 
made and the happy relationships 
with power users enjoyed by your 
salesmen it is possible through intelli- 


‘ 
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W. L. Graham, H. M. Ramsdell, W. P. Brennan, and W. C. Winings were right 
in step when the camera caught them. 


gent salesmanship to show a plant 
engineer where by installing proper 
equipment, he will, in the final analy- 
sis, make great savings in power 
transmission in his plant. 

“Modern industrial marketing re- 
quires accurate data. If you can show 
a power user definite dollars savings, 
he will buy equipment and supplies 
you recommend. If you do it often 
enough, you increase your sales. An 
exhaustive survey of sales of me- 
chanical power transmission equip- 
ment shows at least 50% sold through 
distributors. It is self evident that 
manufacturers and distributors should 
work together to serve their ultimate 
customers. If you give the service 
necessary to build up sales to power 
users, there is no doubt but that the 
sales of transmission equipment and 
supplies to power users by mill sup- 
ply houses will increase. 

“Thus you can see why it is es- 
sential that we learn through you 
from your salesmen, what assistance 
they need in the way of ‘data. 


“With basic data, sales manuals, 
letter catalogs and exchange of in- 
formation, the distributor’s position 
with his customer will be greatly 
strengthened. ‘The salesman 
knows is the salesman who sells.’ 
Often a service, perhaps in the form 
of a suggestion, based on informa- 
tion which the customer does not 
have, will not only lift a job out of 
competition but set up an account 
that will stick with you.” 


who 


Where Shall We Meet 
in 1930? 


Hi Southern Association dis- 

cussed locations for the 1930 
convention. Several cities were sug- 
gested and each had its backers. At- 
lanta, Houston, and New Orleans 
were all considered, but the final vote 
was for New Orleans. While the 
date for the 1930 convention was not 
set, it is expected to be held in April 
or May. 


Let’s Standardize Our 
Terms of Sales 

66 FE STRONGLY recommend 

that an effort be made to 
standardize our terms,” said Secre- 
tary Smith in his annual report to the 
Southern. “We can no longer con- 
tinue to sell our merchandise on 
terms that we have extended for so 
many years past, for the reason that 
a great many manufacturers, par- 
ticularly those making heavy lines, 
have either withdrawn cash discounts 
entirely or have reduced them to a 
point where it does not pay to take 
advantage of them. In addition to 
this, the manufacturers have stand- 
ardized rules covering. returned 
goods, 


(Continued on page 102) 





I. W. Lemaux hobnobs with four well known Pittsburghers: Mrs. K. R. Todd, 
H. J. Casper, K. R. Todd, and W. T. Todd, Jr. 
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PATENT AS 


PRESSED STEEL 


EVERY WHERE 


is are cutting 


Handling Costs 


N deck, on dock, on station platform, 

in warehouse, mill and store 
wherever ‘‘American’”’ pressed steel hand 
trucks are put to work, a new conception 
of hand truck service follows in their trail. 


**American’’ trucks are real personalities 
among hand trucks. Light, yet strong 
with the strength of STEEL ¢ / fleet- 
footed, trim and business-like in their 
bright red coats they stand out 
from them all. 


| a 


Distinctive in design, in service, in econ- 
omy <¢ 4 **American’’ hand trucks 
are built to wear without repair. 


They are the modern answer to your 
handling problems; and they will prove 
it on the job, side by side with any other 
hand trucks built. Give them a trial. 


THE AMERICAN PULLEY CO. 
PRESSED STEEL: 
HANGERS HAND TRUCKS 
-ELLANEOUS STAMPINGS 


4200 Wissahickon Ave., Philadelphia 


Company Warehouses: 
New York, Boston, Chicago, San F acisco, Seattle 
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BOX TRUCK 


These 
DISTINCTIVE FEATURES 


—contribute to make the ‘‘American’”’ 
Pressed Steel Hand Truck the finest ever 
offered to American Business. 


THE AMERICAN PULLEY COMPANY 


1200 Wissahickon Avenue Philadelphia 


MERICAN 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
REG. U. S. PATENT OFFICE 








steal nose extends 


12 MODELS 


There are twelve standard- 


ized models of ‘‘American” 
trucks which serve practi- 
cally every individual hand 
truck need. Write for illus- 
trated catalog describing 
box trucks, bag trucks, bar- 
rel trucks, railroad trucks, 
cotton trucks, grain trucks, 
stevedore trucks and others 
comprising the complete 
**American”’ line. 
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‘Your BED is Your 


BEST M. 


“Troubles that would be laughed away 
by rested brains are bungled into bigness”’ 


Says Bruce Barton 


NE reason for the world’s tribulations 
is lack of sleep. Men who ought to be 
firm-nerved and resolute are vacillat- 

ing and irritable. 

Troubles that would be laughed away by 
rested brains are bungled into bigness. 

The world is too much ruled by tired-eyed 
men. 

If you want to prove this to yourself look 
at the flash-light pictures taken. They help 
to explain why government and business are 
not more efficient. 

Dr. Richard Cabot hit the nail on the head 
when he said: “To avoid overeating and alco- 
hol and the cigarette habit are matters of self- 
control. But to get the sleep one needs 
(which means all that one can possibly soak 
into one’s system in twenty-four hours) often 
takes courage—the courage to refuse invita- 
tions, to invite ridicule, to seem odd or ‘puri- 
tanic.’ I believe that more minor illnesses are 
due to lack of sleep than to any other recog- 
nizable factor. A person catches cold, gets 
lumbago, is constipated or headache-ridden 
because his vitality is below par, his physical 
expenditure beyond his physical income. 
Sleep would set him square with the world; 
but to get sleep means sacrificing the eve- 
ning’s fun. This he won’t do, and so-he runs 
in debt, and is chronically edging toward a 
breakdown.” 


HEN Perseus, the last king of ancient 

Macedonia, was confined as a prisoner 
at Rome, his guards wished to put him out of 
the way without leaving any marks on his 
person or bringing down the displeasure of 
their superiors. 
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Harris & Ewing 


They accomplished their purpose by keep- 
ing the poor fellow awake day and night. 

Napoleon sent 30,000 of his trained veter- 
ans to Haiti to reduce the negroes led by 
Toussaint L’Ouverture. A few months later 
a bedraggled 5,000 withdrew. 

What had happened to the other 25,000? 
Shot? Toussaint did not have ammunition 
enough to shoot very many. 


HE adopted a simpler and more effective 

plan. Night after night he would 
threaten an attack. All night long a few of 
his men would continue the pretense—and 
all night long the French would toss in sleep- 
lessness. 

They had faced the best men of Europe and 
won; they could not conquer the loss of sleep. 

“Those who are habituated to full and reg- 
ular sleep are those who recover most readily 
from sickness,” says Dr. Benjamin W. Rich- 
ardson, and adds: “The observation of this 
truth led Menander to teach that sleep is the 
natural cure of all diseases.” 

Menander was right. We should have 
fewer doctor bills; fewer deaths of middle- 
aged men; fewer quarrels—yes, even fewer 
wars—if the nerves of all men were kept 
toned and sweet by a generous measure of 
sleep. 

In all literature there is no finer line than 
this: “He giveth His beloved sleep.” 








© McClure Newspaper Syndicate 
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National Pipe and Supplies 


Association Meets 
The Pipe Industry Adopts a Set of Rules for Its Trade 


HILE the adoption of rules 

for a Trade Practice Con- 

ference by the National 
Pipe and Supplies Association was 
probably the outstanding accom- 
plishment of the twentieth annual 
convention held in Pittsburgh, May 
13, 14, and 15, the entire meeting 
was characterized by a free ex- 
change of ideas. 


The Trade Practice Conference 


was conducted by Charles H. 
Marsh, federal trade commissioner, 
assisted by the Honorable M. 


Rules for the 
unanimously 
adopted and are now in the hands 
of the Federal Trade Commission 
for classification. 


Markham Flannery 


conterence were 


\V. C. Hanson, retiring president, 
IX. G. Schafer Company, Washing- 
ton, in his annual address pointed 
out that group one rulings adopted 
by the conference merely interpret 
the present law and can doubtless 
be enforced by the Federal Trade 
Commission. On the other hand, 
group two rulings simply consti- 
tute an excellent code of business 
ethics, which if adopted and ob- 
served by the entire industry, 
might correct many existing evils. 

Mr. Hanson also told of the prog- 
ress which had been made in the 
industry the past year in holding 
local group meetings and urged 
the furtherance of these meetings 
during the coming year. He also 
touched upon the pipe barometer 
sponsored by the association. 
Forty-nine cities in a dozen or 
more states are reporting pipe con- 
ditions in their respective terri- 
tories, which reflect prices and gen- 
eral business conditions. The scope 
of this barometer is being increased 
each month and eventually it will 
cover the entire United States. 

H. Willoughby, chairman of the 
pipe committee, Crane Company, 


Practice Conference 





The New Officers 


C.F. PRMVOP.  isiccccess President 
j. H. Borton..... lst Vice-President 
J. C. McEwen...2nd Vice-President 
R.. KR. Bamson.....<600008: Secretary 


H. b. Andrews.......... Treasurer 











Columbus, Ohio, touched upon the 
pipe barometer, local group meet- 
ings, and the resale price policies 
adopted by pipe manufacturers. 

“Group meetings in the interest 
of pipe,” said Mr, Willoughby, 
“have been held in 46 jobbing cen- 
ters with good results. 

“During the coming year, the 
pipe barometer will be increased 
in scope, and group meetings, in 
co-operation with the Central Sup- 
ply, Eastern Supply, and Southern 
Supply and Machinery Dealers’ 
Associations, will be held with the 
idea of encouraging distributors to 
know their costs as well as the 
merchandise they are selling. 

Mr. Willoughby also commented 
briefly on the efforts being put 
forth by pipe manufacturers indi- 
vidually to curb price cutting by 
establishing resale price policies. 
In his opinion, these efforts will 
help greatly in reducing price cut- 
ting. 


H. UTZ, vice-president, Jen- 

ekins Brothers, New York 
City, stressed the necessity of fair 
dealing on the part of both distribu- 
tor and manufacturer. 

“T want to suggest,’ Mr. Utz 
stated, “that a better understand- 
ing and thorough co-operation be- 
tween manufacturer and reseller be 


brought about. The salesman of 
the manufacturer should not try 
to take advantage of distributors so 
that he may get a little extra profit. 
His price should be based on a 
mutual trade, so that both distrib- 
utor and manufacturer can profit. 

“On the other, the distributor’s 
buyer should feel he owes the man- 
ufacturer some consideration and 
not insist on extra discounts, thus 
leaving one manufacturer compet- 
ing against another until none has 
made a profit. 

“The tendency toward direct 
selling on the part of some manu- 
facturers is threatening the very 
existence of the distributor. Cer- 
tain large consumers do and will 
continue to buy direct from manu- 
facturers whether we like it or not, 
but the distributor must help com- 
bat direct-selling competition by 
selling the goods of manufacturers 
who are honestly trying to use 
him as a medium of distribution.” 


THER interesting talks were 

given by H. W. Seymour, Crane 
Company, Chicago, who emphasized 
the necessity of knowing costs; A. M. 
Maddock, Thomas Maddock’s Sons 
Company, who told of the situa- 
tion with pottery; W. M. Cosgrove, 
American Radiator Company, who 
spoke on boilers and radiators; W. 
M. Byrd, Jr., who took up the ques- 
tion with pottery; W. M. Cosgrove, 
Spang, Chalfant and Company, 
Incorporated, who spoke on steel 
pipe; H. F. Mattern, Reading Iron 
Company, who discussed iron pipe ; 


H. E. Speakman who considered 
plumbers’ brass goods; R. E. 


Sargent, Standard Sanitary Manu- 
facturing Company, who went into 
detail in regard to the enameled- 
ware industry ; and M. W. Dennison, 
Braman, Dow and Company, Boston, 
who reported as chairman of the fit- 
tings committee. 
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Bassick steel stationary caster Bassick steel shaft-bearing castet 
equipped with the Baco Wheel 


OW 
Bassick Steel Truck -Casters 


with the New 


“BACO™ Wheel 


is insured by a tough tread of 
special composition rubber. 
Its resilience saves floors, elim- 
inates noise. ¥ 




















TREAD WILL NOT 
COME OFF 


By a patented process of ad- 
hesion this tough tread be- 
comes an integral part of the 
wheel itself. It cannot work 
loose. 


ENDURING 
STRENGTH 

is the result of using a body of 
special Bakelite, formed under 
unusually great pressure. This OILLESS BEARING 
ye The Morraine oilless bearing 
requires no lubrication. It is 
found in none but Bassick 
Casters. 


The wheel that 


actually saves floors 


The wheel that lasts as 
no other protective wheel 


. .. and eliminates noise ever could before 


T last... the right wheel in the right —_Here’s real floor protection for you, and relief 
caster, for trucks. Unbreakable Bakelite | from noise. And endurance beyond your 
on a Morraine oilless bearing with a special greatest expectation. Let us prove it to you. 


composition tread of tough, resilient rubber You'll be more than satisfied with their easy- 
that can’t work loose. rolling efficiency. 


Shall we send you prices and further information? 


BASSICK 





CASTERS 


THE BASSICK COMPANY . Bridgeport - Connecticut 


For 33 years, leading manufacturer of high grade casters for warehouse and factory, for office and home 
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ELECTRIC TOOL 


Division of 


SIMONDS 


SAW AND STEEL CO. 


o—¢ 


DISTRIBUTOR 
COOPERATION 


and 


PROTECTION 





When you want to know 
the satisfaction of selling 
an Electric Hand Saw of 
absolute highest quality 
with most liberal guaran- 
tee of satisfaction by sale 
on approval, with an in- 
viting profit for the 
Dealer, write us about 
any open territory for 
the sale of Alta Electric 
Saws. 


When you work with us 
you will find your inter- 
ests as a distributor most 
carefully guarded and 
protected. 


GEAR WORKS, we. 
7524 MEADE STREET 


PITTSBURGH _::_~—s—~ PPA. 





Three more representatives of The Black 
and Decker Manufacturing Company, 
Towson, Maryland, hesitate a moment 
jto have their pictures snapped by the 


“Mill 


Supplies” staff photographer. 
| These gentlemen are, left to c< A. D. 
‘Geiger, E. N. Stuart and J. K. Courin. 
' These Black and Decker okey sure stick 
together like glue. 


(Continued from page 96) 
claims for adjustments and 
other evils as have crept in. 


such 


“If our terms are to be thirty days 
or sixty days, with two percent dis- 
count for cash for payment in ten 
days on those lines of goods upon 
which the manufacturer allows this, 
we should confine ourselves to those 
terms, and on the few heavier lines, 
where the discount has been with- 
drawn or reduced to one-half of one 
percent, or one percent, we might 
well consider segregating these items, 
selling them on the same terms. . . 

“Our practice covering returned 
goods is not standardized, and we are 
constantly being imposed upon, 


where, if we stood together as a unit 
in each community and refused to ac- 
cept returned goods without good 
reason, and followed the manufac- 
[turer’s practice of making an arbi- 
trary deduction for putting goods in 
shape to be restored to stock, it seems 





[Dixon C. Williams and his granddaugh- 
ter, Miss Anita Williams. 











A well known group. Seated, J. M. Hot- 
tel and Harry Barrett; standing, R. C. 
Duncan and A. L. Brow. 


to us that we could easily enforce a 
standard practice. These and other 
things which we can and should do 
can be brought about through group 
conferences, where in every territory 
the entire group working that section 
could be brought together to take up 
these problems, and any others on 
which we may legally do so, and 
which would certainly increase our 
profits considerably.” 


Our Tariff Administration 
Needs Changing 

J AMES A. EMERY, general 

counsel, National Association of 
Manufacturers, Washington, in an 
address before a joint session of the 
American and Southern Associations, 
urged that changes in the administra- 
tion of the country’s tariff be brought 
about to meet the ever changing eco- 





The board walk at Atlantic City afforded 
a splendid opportunity for those who 
like to “strut their stuff’—and others, 
too—to carry the canes which were 
handed out at the convention as souve- 
nirs. It was a mighty pleasant sight to 
watch the conventionites promenading 
and drinking in the fresh sea breezes. 
Even the women seemed to enjoy car- 
rying canes, as witness Mrs. H. E. Ruhf, 
shown in the accompanying picture with 
her husband and P. G. Hoeffler. 


ETERS renee 
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moment of leisure. 


nomic conditions throughout the | 


we rid. 


“We are now engaged upon the | 


dificult and complex problem of 
tariff revision,” said Mr. Emery. 
“This has engaged our attention on 
an average once every six years dur- 
ing the last half century. Whatever 
the form of the bill, there will be in- 
evitable disagreement, both political 
and economic, with rates and sched- 
ules, but upon one feature there 


ought now to be unanimous agree- | 


ment. That is upon the necessity 
for retaining and improving admin- 
istrative rate adjustment machinery 


within what are called ‘flexible’ pro- | 


visions of the law. 

“One of the significant features of 
tariff policies of all the chief coun- 
tries of Europe and the British Col- 
onies is the creation or the improve- 
ment recently of instrumentalities 


for tariff adjustment. Our tariff, too, | 


must be adjusted. 

“Congress, however, can no more 
deal with a vast number of inter-re- 
lated items constantly affected by eco- 
nomic (Continued on page 108) 





“It’s a gay life,” say C. C. Coventry, 
W. W. Gurr and C. F. Beezley, Jr. 


C. E. Allinger and V. C. Boyd in a | 





GRINDING WHEEL 


| 
| 
| 























DIVISION of 


SIMONDS 


SAW AND STEEL CO. 





Distributor Co-operation 
and Protection 


There are several unusual advantages enjoyed by dis- 
tributors of 


ABRASIVE 
GRINDING WHEELS 


These advantages include not only territory or trade 
protection and liberal profits, but what is probably of 
even greater importance, a service of grinding wheel 
selection by experts that guarantees your customer as 
near complete satisfaction as can be found in grinding 

_ wheels today—that’s what holds your trade and makes 
your profit continuous. 


ABRASIVE COMPANY 


Tacony and Fraley Streets 
'PHILADELPHIA, FA. 


| 
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“Have You Heard 
That--?” 


Up-to-the-minute news from 
the field about industrial dis- 
tributors, and their salesmen 





Long-Lewis Open Birm- 

ingham Branch 

The Long-Lewis Hardware Com- 
pany, Bessemer, Alabama, has 
opened a branch in Birmingham, 
Alabama. The new store occupies 
a two-story structure at Fifth Ave- 
nue and Ninth Street, North. This 
building, measuring 200 by 140 
feet, and which was erected by the 
Long-Lewis Company, is fireproof 
and equipped with modern labor 
saving devices and display fixtures. 
An advantage of the site is its lo- 
cation on the A. B. & C. railroad 
tracks. 

A complete line of mine and mill 
supplies, paints, roofing, auto ac- 
cessories and tires, toys, household 
hardware, agricultural implements, 
cement, lime and plaster will be 
carried at the Birmingham store, 
which is under the management of 
J. H. Crowe, vice-president. W. A. 
Shepard is assistant manager. The 
Long-Lewis Hardware Company 
will cover all of northern Alabama 
from the Bessemer and Birming- 
ham houses. 

* es @ 


Globe Machinery and Supply 
to Build 
The Globe Machinery and Supply 
Company, Des Moines, has awarded 
a general contract to Arthur H. Neu- 
mann and Company for a one-story 
and basement plant, 130 by 132 feet. 
It is estimated that the building with 
equipment will cost approximately 
$40,000. 
K * k 


C. P. Rogers Heads Century 
Old Firm 

Directors of Beals, McCarthy and 
Rogers, Incorporated, Buffalo, have 
recently elected Charles P. Rogers 
president, succeeding the late Eugene 
J. McCarthy. Mr. Rogers has been 
connected with the business since 
1880. He has served as secretary- 
treasurer and vice-president. 


The firm was organized in 1826, 
when Buffalo was a small village, by 
Samuel F. Pratt and Edward P. 
Beals, under the name of Pratt and 
Company. Tools, nails, horseshoes, 
and a few stoves made up the stock 
in trade of that first store. Today it 
is a million dollar corporation with 
acres of warehouse floor space and 
doing a large business in a number 
of states and several Canadian prov- 
inces. 

The steel warehouses of this com- 
pany, opened in 1925, are of the lat- 
est design and are equipped so that 
prompt service may be given. Along- 
side the warehouses is a private rail- 
road siding of 700 feet of double 
track, and there is a_ truck-height 
loading platform 250 feet long. 
Among the modern devices used by 
the company are electrically driven 
cranes, car pullers, a beam shear, bar 
cutters, angle cutters, a disc saw, 
plate shear and automatic scales. 

In 1919 the company made 20 de- 
partment heads and principal em- 
ployees shareholders in the business. 
This step has been justified through 
stimulation of a fine feeling of re- 
sponsibility and spirit of enthusiasm 





Charles P. Rogers, who has been elected 
president of Beals, McCarthy and Rog- 
ers, Buffalo, New York. 


within the organization. Mr. Rogers, 
in taking the leadership of this busi- 
ness, intends to preserve the high 
ideals of fair dealing, integrity, re- 
liability and courtesy which were es- 
tablished 103 years ago. 


* * x 


Boyer-Campbell Represented 
at Safety Congress 

The Michigan Safety Congress 
was held at Detroit on May 7, 8, and 
9. F. D. Phillips, sales manager, 
Boyer-Campbell Company, Detroit, 
which occupied three booths, states 
that the attendance was very good 
and that it offered many sales possi- 
bilities to the distributor. 

Many new devices were exhibited, 
such as non-skid mats, vacuum lift- 
ers for the handling of sheet metal, 
both in stock and part form, as well 
as various type guards for punch 
presses and circular saws. 


* * * 


Van Horn Takes on De Walt 
“Wonder Worker” 

The Oliver H. Van Horn Com- 
pany, Incorporated, New Orleans, 
Louisiana, has taken on a new 
line, the De Walt “Wonder 
Worker,” a multi-purpose wood- 
working machine made by the De 
Walt Products Corporation, Leola, 
Pennsylvania. 

x * x 


Neal Company Takes on 
Additional Space 

The R. C. Neal Company, Incor- 
porated, Buffalo, New York, an- 
nounces that it has taken on 2,000 
square feet of additional space at 72 
Pearl Street, adjoining its present lo- 
cation. This company has also re- 
cently taken over the distribution of 
the products of the Connecticut 
Broach and Machine Company, Elgin 
Tool Works, Davis Boring Bar Com- 
pany, Manufacturers Equipment 
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Company, and Taft-Peirce Mamutac- | (pasa teteetetededectetededetetedeeteteetetetebetetetedeetededetetedetetedeteetetetedebetetdetel 


turing Company. 

The Syracuse office of the R. C. 
Neal Company has been moved from 
107 Gifford Street to 509 S. Clinton 
Street. 


* oO x 


New Jobber Catalogs 
Joseph I. Ryan and Sons Com- 
pany, Yonkers, New York, distrib- 
utors of mill supplies and contrac- 
tors’ supplies, has recently issued 


its 1929 catalog consisting of 260 | 
This catalog has a yellow | 


pages. 
cover with an attractive design 
stamped in black. 

The Hardwicke Etter Company, 
Sherman, Texas, has also recently 
issued a new catalog of 394 pages 
illustrating mill and manufacturers’ 
supplies. 
that it has several colored inserts 
and 
four pages printed in natural colors 
showing leather belting which the 
company manufactures. This book 
also contains 16 pages in four 
colors showing a line of machinery. 
The index is on salmon paper and 
a useful 
printed on blue paper. The cover 
is orange with maroon stamping. 


This catalog is unique in | 


in the front of the book are | 


information section is | 


Both of the above catalogs were | 

. . | 
compiled and printed by the cata- | 
log service division of the Cuneo | 


Press, Incorporated, Chicago, 
* Ok Ok 
Pickett Hardware Buys 
Jamiesen Stock 

The entire stock and good will of 
the Jamiesen Hardware and Supply 
Company, Warren, Pennsylvania, has 
been purchased by the Pickett Hard- 
ware Company of that city. The 
store has been discontinued. 


* * * 


It Takes More Than a Fire 
to Stop Weed Men 
Weed and Company, Buffalo, has 
proved that an organization with the 
proper guidance and the will to do 


can carry on no matter what the ca- 


tastrophe which has befallen it. This 


company has certainly accomplished | 


the seemingly impossible after being 


thrown out of gear by a fire which | 


recently caused approximately $400,- 
QOO damage. 

The fire, which broke out at five 
o'clock on the morning of April 17, 
was concentrated on the fourth floor. 
It was finally conquered at noon by 
twenty-five units of the Buffalo Fire 
Department. 

That same morning Weed and 
Company salesmen were out calling 
on their customary trade in both city 
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Proven 


Valves- 


OWELL Valves have 





Fig. 375 
“White 


ate Valve 


Bronze Star 


been the accepted 
standard for the last 83 


years for water, steam, air, 


gas and oil lines. 


They are more than “‘just 


—First 
—Installations 


valves.’ They are Powell 


“‘“Service-Proven’’ Valves. 
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Fig. 413 
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POWELLYALY 





—are Lasting 


Because of their trouble- 
free service, minimum upkeep 
attention and expense, Powell 
Valves are the choice of valve- 
wise persons who want the 
first installation to be lasting. 


POWELL PRODUCTS 


A complete line of bronze, iron and 
steel Globe, Angle, Cross, Check, Gate 
and Safety Valves. Also Oilers, Lub- 
ricators, Grease Cups, and sundry 
engineering appliances. 





THE WM. POWELL CO. 


2525 Spring Grove Avenue 


CINCINNATI 


OHIO 
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and country, and orders were being 
filled from stocks at the company’s 
Genesee Street store and through the 
branch at Rochester. The sales and 
general offices were housed in four 
different locations, some in_ office 


| space rented in downtown buildings, 


Pour on” these 


selling points 


“Pour it on ’em’’—that’s what 
they say in some states when they 
mean to “give ’em the works” — 
to tell ’em all about a thing. 


And “pour it on” is what you 
can do if you’re selling Atlas Car 
Movers—because Atlas is backed 
by stuff that “pours.” Just take 
these for example: 

peta 
POWER. Comparative tests ; 
(backed by state- 
ments) prove that the Atlas } 
will with 
effort than any other mover. 


sworn 








move cars less 
It is the extra power that 
enables you to sell the Atlas 


for ANY car moving job. 


STRENGTH. The 
sign of durability in 
Atlas is the fact that 
repair and parts re- 
placement business is a 
negligible item with the 
factory. 


surest 
the 


PRICE. With all the 
advantages the Atlas 
the price is no 
higher than that of less 
efficient movers. 


has, 


For the distributor and the salesman who 
sells Atlas Car Movers, we have selling points 
a-plenty—facts—proof of Atlas superiority, 
Just drop us a card, telling us you want selling 
points that you can “pour on ’em. 


APPLETON CAR MOVER CO. 
Appleton, Wis. 














and these were bridged by telephone 
connections installed on short notice. 

However, operation under these 
disjointed conditions was found un- 
satisfactory and a “back to our gen- 
eral offices by May 1” movement was 
organized by Mr. Weed. 

This seemed scarcely possible, as 
the offices had suffered severely from 
the effect of the tons and tons of 
water which had been poured into 
the building. Nevertheless, they were 
dried out, furniture was replaced and 
overhauled, and by Saturday, April 
27, the entire force, each with his 
own bundle of work, moved from the 
scattered temporary locations to the 
general offices, and was ready for 
work there on Monday, April 29. 

For two days and nights those in 


| charge of the buying division worked 





in rooms at the Hotel Buffalo. Over 
1,900 orders were dispatched to man- 
ufacturing centers all over the United 
States, these being sent by air mail 
and special delivery, with requests to 
wire immediately if shipment could 
not be made at once. A specially de- 
signed form printed in red was used. 
This work brought quick results, and 
key stocks of merchandise came 
pouring in from every section, re- 
sulting in the assembly of a new 
stock in a warehouse leased until the 


damaged one is put into shape. The 
company’s report states that “all or- 


ders are receiving good service and 
‘it won’t be long now’ before our 
noted speedy shipping service is in 
full motion.” 


The company reports that from 


| the day of the fire up to May 8 it 








shipped 14,112 orders as against 
15,360 in the same period last year, 
which shows how effectively the 
Weed company “came back.” 

Rome may not have been built in 
a day, but the foregoing goes to show 
that the modern organization is wiped 
out one day only to literally spring up 
the next, bigger and better than be- 
tore. ses & 
Knapp Holds Annual Dinner 

and Exhibit 


The annual exposition and dinner 
of the Knapp Supply Company, 
Muncie, Indiana, held recently, was 
attended by approximately 250 of the 
company’s customers. 

Various kinds of plumbing and 
heating equipment, mill supplies, and 


contractors’ equipment were exhib- 
ited by 24 manufacturers at the 
Knapp Supply Company’s offices on 
Ohio Avenue. Among the firms rep- 
resented were Johns-Manville, Incor- 
porated, Mason Regulator Company, 
Van Dorn Electric Tool Company, 
J. H. Williams Wrench Company, 
Brown and Sharpe Manufacturing 
Company, Lunkenheimer Company, 
Wright Chain Hoist Company, W. 
O. Barnes Hack Saw Company, and 
the Standard Tool Company. 

The dinner which concluded the 
exhibit was held at the Hotel Rob- 
erts. The feature event was a talk 
by Dr. Roscoe Gilmore Stott, lec- 
turer and platform artist. 

e+ © 

Swords Brothers Business 

on Increase 

The Swords Brothers Company, 
Rockford, Illinois, states that its 
volume of business has increased 
slightly in most lines, although prices 


have shown no improvement over 
costs during the year. 
* * 2 


Turner Supply Elects 
Schramm President 

At the annual meeting of the stock- 
holders of the Turner Supply Com- 
pany, Mobile, Alabama, Howard M. 
Schramm was elected president of 
the company, succeeding the late W. 
Marshall Turner. 

Mr. Schramm has been with the 
Turner Supply Company for approx- 
imately 20 years, having started 
working there when only a boy. He 
served in various capacities, finally 
becoming manager of the machinery 
department. Two years ago he was 
elected second vice-president. He 
becomes president at the age of thir- 
ty-five. 

A. C. Denby has been chosen vice- 
president of the company. 





Howard M. Schramm, newly elected 
president of the Turner Supply Com- 
pany, Mobile, Alabama. 
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Joseph H. Cherry, secretary-treasurer 
of the Hardware Contractors and Mill 


Supply Institute of New York, is 

devoting his entire time to the wel- 

fare and activities of the members of 
the institute. 








Mill Supply Institute of New | 


York Grows Rapidly 

When the Hardware Contractors 
and Mill Supply Institute of New 
York came into existence on July 1, 
1928, it had only 12 members. Today 
its membership list includes 50 of 
the leading mill supply houses of 
New York. 

The object of this organization is 
to promote a better acquaintance 
among its members, establish modern 
methods of distribution, and other- 
wise foster improved conditions in 
the industry. An informal social and 
business meeting, in the form of a 
dinner, is held each month. Prior to 
this dinner the members are given 
time to confer with one another on 
matters of moment. Interesting 
speakers present subjects of primary 
importance at each of these meetings. 

The president of the institute is 
William E. Hansen, of the well- 
known firm of Hansen and Yorke, 
Incorporated, New York City. The 
active secretary-treasurer is Joseph 
IT. Cherry, whose office is the head- 
quarters of the institute at 11 West 
42nd Street. 


* * * 


Biddle Visits the Orient 

C. M. Biddle, Biddle Purchasing 
Company, New York City, has been 
spending some time in the Orient on 
a business trip, and is expected home 
shortly. Mr. Biddle has visited Ha- 
waii, Japan, and the Philippines. Al- 
though little is known as yet of his 
experiences, he writes that from his 
observations the Philippines are not 
yet ready for independence. 

Mr. Biddle’s studies during this 
trip are expected to be of great value, 
not only to his own firm, but the en- 
tire industry. (Cont’d on page 110) 
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ONCENTRATE 

your selling efforts on 
the vise with 100% jobber 
‘istribution, backed by: 88 
years of manufacturing ex- 
perience. Your market is 
nation-wide for 


ARKER 
VISES 


THE CHARLES PARKER CO., Master Vise Makers 
MERIDEN, CONN. 








New York Salesroom, 25 Murray St., N. Y.C. 
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' JOBBER’S SALESMAN 


We have never known the body of a Skinner 


Steel Body Independent Chuck to break 
in service 









42 years of prestige and experience 


Cc are behind every one you sell. 


Selling a Skinner Chuck 
means satisfying a 
customer. 






THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN U.S.A, 





| under a 











ALLIGATOR 


TRADE MARK REG.U.S.PAT.OFFICE 


STEEL BELT LACING 


- 





Alligator Steel Belt Lacing is equally effi- 
cient On any thickness of leather and fabric 
belts. Made in 11 sizes to join any belt 
from % inch to % inch thickness. 

Orders for Alligator Steel Belt Lacing are 
orders of profit for the jobber. 


Flexible Steel Lacing Company 
4643 Lexington Street CHICAGO, ILL 


In England at 135 Finsbury 
Pavement, London E. C. 2 
























For Your 
Protection and Ours 


Accept No Substitutes 















|| *George Winship and F. T. O’Hara re- 


flect the board walk sunshine. 


(Continued from page 103) 
| changes than it can deal with the rate 
adjustment administered through an 

Interstate Commerce Commission 
rule made by Congress. 
| Moreover, experience demonstrates 
that it is politically impossible to open 
up a single schedule or rate to revi- 
sion without unloosening the flood- 
gates of general tariff revision. 

“Tt is not suggested that Congress 
abandon its tariff-making authority, 
but that under a policy which it form- 
ulates, the president, with the aid of 
a tariff commission, makes necessary 
adjustments which adapt the protec- 
tive principle to changing economic 
conditions. 

“The protective policy, affirma- 
tively endorsed by the overwhelming 
vote of the electorate, is an endeavor 
to protect American social and em- 
ployment standards by equalizing the 
difference in conditions of competi- 
tion between foreign and domestic 
producers. 

“Why not write this into the law 
and place upon the president, with 
the aid of a tariff commission, the 
duty of ascertaining these differences 


M. B. Patch, W. W. Peacock and T. G. 
Hancock pass in review. 
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T. E. Hazell and F. J. Hill talk over the 
situation. 


and making such necessary changes 
as are required to keep that policy in 
effect.” 


Get Behind the’ Simplifica- 
tion Movement 

N INTERESTING report on 

simplification was given by 

L. G. Puchta, who is a member of 

the planning committee of the Divi- 
sion of Simplified Practice. 

“Simplification brings about a re- 
duction in inventories,’ said Mr. 
Puchta. “It puts more dollars into 
the cash drawer and keeps dust off 
the stock. It merely means cutting 
out a whole lot of sizes and shapes 
that are really unnecessary. 

“The Division of Simplified Prac- 
tice is doing a splendid work,” said 
Mr. Puchta, “but industry is not co- 
operating with it as it should. At 
the present time there are 44 dead 
projects—that is, projects started but 
not followed through. Of these, 26 
are in mill supply items. 

“Something (Cont’d on page 111) 





Three happy manufacturers are Kenneth 
Morrison, W. F. Wright and Eldon 
MacLeod. 
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No Wonder ("Sai 
Charavay ££. 
Fans are in = 
Demand 


And A Fast Selling Line 


Here are just two typical instances of Charavay fan efficiency—just 
what one would expect of a fan built on the same principle that makes 
an airplane propeller so efficient. 


In the Hocking Valley shops at Columbus, a Charavay is carrying off 
the fumes and lint from an electric welder located in a very large room with 
an unusually high ceiling. Experiments with larger and far more expensive 
fans had all failed. Today one small Charavay is doing a-100% ventilating 
job in that room. FAR MORE AIR ON LESS POWER. 


The Ferro Foundry and Machine Company, Cleveland, uses Charavays 
to take away foundry smoke. The fan equipment the Charavays displaced 
had been very costly to install, expensive to maintain, a heavy consumer of 
power—yet unsuccessful. The Charavays, on the other hand, cost far 
less, maintenance is practically nothing, power is only 20% of what it 
formerly totaled, and—most important of all—they are doing a real job. 







More data on these, and other Char- 
avay installations to help you size up 
the sales possibilities upon request. 
Also get attractive dealer proposition. 


ml 


WD 


Hartzell Propeller Co. 


Division of 
Hartzell Industries, Inc. 
612 Craft Street Piqua, Ohio 
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McLaughlin Company Re- 
ports Rapid Growth 

Organized by R. C. McLaughlin 
in December, 1921, the McLaugh- 
lin Mill Supply Company, Ham- 
mond, Indiana, was incorporated 
the following June with a capital 
stock of $50,000. The first big step 
in this company’s progress was 
made in September, 1926, when its 
first warehouse and garage con- 
taining 15,000 square feet of floor 
space was constructed. The re- 
sulting increase in business during 
the following year necessitated the 
addition of more space. This 
brings us to 1927 when the com- 
pany erected its present four-story 
office and warehouse building on 
a site adjoining the first building. 
It is located at 274 Michigan Ave- 
nue and has railroad siding facili- 
ties and contains 35,000 square feet 
of floor space. 

The front portion of the main 
floor is used for display purposes 


SERGE aaa 





MSLAUGHLIN MILL SUPPLY CO 


BER RE AAS 


(Continued from page 107) 

and is equipped with steel counters 
and shelving. The counters are of 
the display type, glass enclosed, 
and divided to allow for the stock- 
ing of goods in the rear section. 
This floor also contains the sales 
room and in the extreme rear the 
shipping room with three shipping 
platforms. The compayn owns four 
motor trucks for deliveries and five 
cars for salesmen. 

The building is equipped with 
elevator service, special racks for 
stocking wire rope, and an over- 
head trolley system for moving 
this rope. A_ shovel stock is 
stored in large wooden bins, each 
having a capacity of 25- to 40- 
dozen shovels. 

In addition to the general lines 
of industrial and contractor sup- 
plies, the company handles non- 
tilting and tilting concrete mixers, 
pavers, caterpillar cranes and 
shovels, gas and electric type, der- 
ricks, pumps and engines, air com- 





Above, to the left, we have a view of the McLaughlin Mill Supply Company, 
Hammond, Indiana, and to the right an interior view of a section of the first 


floor. 
round. 


The peppy looking bunch in the lower picture make the wheels go 
From left to right, they are: R. C. McLaughlin, president; J. J. 


Badalli, secretary-treasurer; L. Freeman, assistant secretary, salesman; H. H. 
Norden, office and credit manager; S. Postlewaite, advertising manager; Ray 
Austgen, store manager; T. Calligan, buyer; E. Tuck, industrial supplies sales- 
man; J. W. Doe, contractor’s supplies salesman; Miss O. Keilman and Miss M. 
Ebert, stenographers; B. Fiksdal, salesman, and C. Dunn, shipping clerk. Miss 
R. Rose, the billign clerk and telephone operator, didn’t get in on the picture. 








Henry J. Fuller, manager of the material 
handling division of Manning, Maxwell 
and Moore, New York City. 





pressors, machine and woodwork- 
in gtools, and electric and hand- 
power cranes. According to Mr. 
McLaughlin, who is present of 
the company, business prospects 
for 1929 are very bright. 

The rapidity with which the Mc- 
Laughlin company is growing is 
only a reflection of what others in 
the industry are doing and will un- 
doubtedly continue to do. 


* * * 


Distributor Develops Mate- 
rial Handling Division 

Manning, Maxwell and Moore, In- 
corporated, New York City, has de- 
veloped its material handling division 
until it is now giving a most efficient 
and unusual type of consulting serv- 
ice to users of material handling 
equipment. Henry J. Fuller, for- 
merly with the Yale and Towne Man- 
ufacturing Company, is now manag- 
ing this division and is devoting his 
entire time and experience to engi- 
neering problems arising in the appli- 
cation of material handling devices. 

After gaining a wide engineering 
experience, Mr. Fuller joined Yale 
and Towne in an engineering capac- 
ity, later to become manager of this 
company’s material handling sales. 
While in this capacity he studied and 
worked upon the handling and con- 
veying systems in many of the larger 
plants in the country. 

+ * * 


Welles Is Honored 

I. P. Welles, president Charles H. 
3esly and Company, Chicago, and 
past president of the National Asso- 
ciation, has just been elected by unan- 
imous vote to the executive commit- 
tee of the Chicago Association of 
Commerce. Mr. Welles held this 
position previously but because of 
other activities the past two years 
was forced to give it up. 
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Special Alloy Steel heat treated 
= -tough and unbreak_ 
able. 


Back and cutting 
edge fuzed integrally 
—patented electric 
process. 


E. G. Vonnegut, center, is in the good 
company of Carl Lubken and J. “ 





Wallace. 


(Continued from page 109) 
ought to be done to correct this situ- 
tion,’ Mr. Puchta continued. “Our | 
association should use what influ- | 
ence it has to push along - projects | 
having to do with mill supply lines.” 


Genuine High Speed Steel 
Cutting edge—greatest cutting 
efficiency. 















The Catalog Question 


HE question of getting out a 

catalog through the National As- 
sociation was taken up by A. C. 
Blaisdell, The Queen City Supply 
Company, chairman of the catalog 
committee. 

“Two plans have been suggested: 
In the first plan, the manufacturer 
participates by furnishing electro- 
types. Each distributor would choose 
what he wanted for his particular 
catalog. Thus, no two catalogs would 
be alike. 

“In the second plan, the printer 





MARVEL 


High - Speed - Edge 
HackSaw Blades 


These improved hack saw blades 
are profitable for Mill Suppliers. 
They can be safely recom- 
mended for any job, are certain 
to give complete satisfaction. 
They are absolutely unbreak- 
able—are guaranteed not to 
break, even in case of accident. 








would furnish the electrotypes free. Their High Speed Steel cutting MARVEL Blades are the 
(Two printers approached on the | edge assures fast cutting and a I Mg egy 
proposition, stated that they had 90% | long life. They cost no more ply x steel cut- 
of the electrotypes which would be | than ordinary high speed steel furnished in sizes for, all 
needed. ) blades. 


carry a substantial margin. 
“Under either of these two plans, | 


| 
. . . | 
the distributor, on a print run of | 
6000 books would save. approxi- | 


mately $5,000.” 
| 
| 


Write today for descriptive circular and territorial proposition. 


ARMSTRONG - BLUM MEG, CoO, 
“The Hack Saw People” 
353 N. Francisco Ave. CHICAGO, U.S. A. 


It was decided to retain the same 
catalog committee, made up of Mr. | 
Blaisdell, C. A. Channon, Great Lakes 
Supply Company, and H. H. Smith, | 
The Strong, Carlisle, and Hammond | 

| 
| 




























Company. (Continued on page 122) 


HACK SAWS 


Marvel Hack Saws are uni- 
versally known for their 
dependability, efficiency, 
long life and low operating 
cost. You see them every- 
where, plugging away day 
after day, year in and year 
out. 








There are MARVEL Saws 
for every need. A complete 
line from the small draw 
cut to the big No. 8 band 
saw. Write for catalog 
today. 


E. T. Grant, with the iron hat, flanked 
by manufacturer G. T. Bailey and dis- 
tributor G. C. Pearson. 
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What’s the News about Manufacturers? 


A department where manufacturers may announce new leterature, 
changes in personnel, news of executives or salesmen, changes 
° . ° > . 2 
in quarters, or any other facts of interest to the trade. Photographs 


Wallace Acquires Interest in 
Towsley Company 

J. D. Wallace and Company, Chi- 
cago, has acquired a controlling in- 
terest in the John T. Towsley Manu- 
facturing Company, Cincinnati, Ohio, 
manufacturers of production wood- 
working machinery and __ factory 
trucks. This gives J. D. Wallace and 
Company a complete line of funda- 
mental woodworking machines from 
the portable to the heavier produc- 
tion machines. 

The John T. Towsley company will 
continue to operate under its own 
name as a division of J. D. Wallace 
and Company. It has been repre- 
sented by a number of prominent 
dealers throughout the country and 
this distribution will be greatly in- 
creased and assisted by more aggres- 
sive advertising and sales effort by 
the J. D. Wallace organization. 

The Towsley organization has been 
incorporated with the following offi- 
cers: H. L. Ramsay, president; Wil- 
liam I. Pfau, vice-president and 
manager at Cincinnati; C. H. Landis, 
secretary, and J. L. Farnum, treas- 
urer. Messrs. Ramsay, Landis and 
Farnum are also connected with 
J. D. Wallace and Company as sales 
manager, secretary and credit man- 
ager, respectively. 

ee -* 


Arnold L. Empey Passes 
Away 

Arnold L. Empey, secretary and 
treasurer of the Foster Bolt and Nut 
Manufacturing Company, Cleveland, 
Ohio, passed away suddenly on May 
13, a victim of heart disease. 

Sefore joining the company in 
1918, Mr. Empey was a practicing 
attorney in Rochester, New York. 
He was in active charge of the sales 
of the Foster organization for the 
last seven years. 

* * * 


Transmission Association to 
Meet in Boston 

The first Boston Regional Meeting 
of the Power Transmission Associa- 
tion will be held June 7 at the Boston 
Chamber of Commerce. 

The objective of this meeting is 
to inform fully everyone in the in- 
dustry of the scope and possibilities 


or cuts are equally desirable. 


of mechanical power transmission 
equipment and the recent and pro- 
posed activities of the association. 
The program will consist of movies, 
addresses, and open discussion about 
transmission equipment and_ related 
problems. 
* 2 * 
W. C. Volk Dies 

W. C. Volk, Buffalo, New York, 
for the past 11 years a representative 
of the Republic Rubber Company, 
Youngstown, Ohio, passed away sud- 
denly on May 7, as a result of a heart 
attack. 

Mr. Volk, who was 56 years of 
age, had spent the best years of his 
life selling mechanical rubber goods, 
having been with the Boston Belting 
Company for approximately 25 years 
prior to his connection with the Re- 
public Rubber Company. 

* Ok Ok 


Black and Decker Men 


Return from Europe 

Robert D. Black, advertising man- 
ager, and W. A. Rowe, production 
manager, Black and Decker Manu- 
facturing Company, Towson, Mary- 
land, have just returned from Eu- 
rope where they spent several months 
at the factory of Black and Decker, 
Limited, Slough, Bucks, England, 
and in visiting many of the European 
markets. They included in their trip 
a visit to the Leipzig Fair, at which 





H. L. Ramsay, president of John T. 
Towsley Manufacturing Company, Cin- 
cinnati, Ohio. 


the Black and Decker Manufactur- 
ing Company had an exhibit of its 
portable electric tools. 

The company announces _ that 
Charles Strom, who was formerly 
with the Fiske Tire and Rubber 
Company, has joined its export sales 
department and, after a short stay at 
the factory in Towson, will repre- 
sent the company in foreign markets. 

* * OX 


Wright Moves Eastern 
Offices 
The Wright Manufacturing Com- 
pany, manufacturers of Wright 
chain hoists, trolleys and cranes, re- 
cently moved its New York offices to 
new quarters in The New York Cen- 
tral Building at 230 Park Avenue. 
. * « 


Mechanical Rubber Issues 
Catalog 
The Mechanical Rubber Com- 
pany has just issued a new catalog 
of more than 23 pages of formulas, 
charts, tables, and other forms of 
material pertaining to the proper 
application and use of belting, hose, 
packing and molded goods. 
* Ok Ox 


Gladding President of 
Old Guard 

N. A. Gladding, E. C. Atkins and 
Company, Indianapolis, has been 
elected “president of the Old Guard 
Southern Hardware Salesmen’s As- 
sociation, the members of which are 
salesmen and sales managers who 
have traveled selling hardware and 
related lines to the hardware jobbing 
trade in five or more of the southern 
and southeastern states for fifteen 
years or longer. The election took 
place at the association’s recent con- 
vention at Biloxi, Mississippi. 

es 


Lothrop Made Timken 


President 

At a meeting of the board. of di- 
rectors of The Timken Roller Bear- 
ing Company, Canton, Ohio, on May 
7, Marcus T. Lothrop was elected 
president of the company, succeeding 
H. H. Timken, who becomes chair- 
man of the board. Other officers 
elected were W. R. Timken, J. G. 
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Marcus T. Lothrop, newly elected pres- 
ident of the Timken Roller Bearing 
Company, Canton, Ohio. 


Obermier, J. W. Spray, T. V. Buck- | 


walter, and H. J. Porter, vice presi- 
dents, and J. F. Strough, secretary- 
treasurer. 

Another of the company’s old- 
timers who has been advanced is Judd 
W. Spray, vice president and general 
sales manager, who was made one of 
the directors at the recent annual 
stockholders meeting. 

Mr. Lothrop started with the Tim- 
ken company in 1911, as metallurgist, 
and for the past 18 years has been 
intimately connected with its affairs, 
being closely associated with H. H. 
Timken. During that time he has oc- 
cupied various capacities successively 
in metallurgy, research, in charge of 
operations, and, for the last few years 
as vice-president and general man- 
ager in charge of all operating and 
sales. 


Mr. Spray has been with the com- | 


pany for 14 years in various capaci- 
ties, having been Detroit sales man- 
ger up to 1926, after which he was 
general sales manager until 1928. At 
that time he was made vice-president 
in charge of sales. 

* * * 


Williams Distributes New 
Price Cards 


J. H. Williams & Co., Buffalo, is 


distributing attractive two-color price 
cards to be used by distributors in 
displaying its “Superrench” sets— 
brake, electrical, engineers’, obstruc- 
tion, and tappet. 

Each card is devoted to a single set 
and shows the name, number and 
orice of the set, as well as the fact 
that Williams’ “Superrenches” are 
made of chrome-molybdenum. The 
cards, which (Cont’d on page 115) 




















DIXON’S 
Graphite Products 


No other substance has such universal application in 
preventing power losses as graphite and its products. 


Dixon’s Flake Graphite alone, or blended with oil or 
grease prevents friction losses by producing dead 
smooth bearing surfaces. 


And Dixon’s Graphite Seal and Pipe Joint Compound 
eliminates loss of power in generation and transmission 
by making absolutely tight threaded and gasket joints 
in cylinder heads, pipe lines, etc. Also Dixon’s Boiler 
Graphite, which keeps boiler tubes clear and free 
of scale. 


More than a 100 years of experience in overcoming 
power losses by means of graphite is back of every 
ounce of Dixon’s Graphite Products. 


Write for Bulletin 16-C. 


Joseph Dixon Crucible Company 
Jersey City, OK N. J., U. S.A. 


Established 1827 


Flake Graphite 

Boiler Graphite 

Graphite Cup Grease 

Waterproof Graphite Grease 

Solid Belt Dressing 

Pipe Joint Compound (insoluble in water) 
Graphite Seal (insoluble in gas or oil) 
Graphite Motor Brushes 
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BUSINESS TIPS 


ALBION, MICH.—Contract has been 
awarded by the Decker Screw Products 
Company for a factory and machine shop 
on Clark Street. The building will be one- 
story, 55x195 feet, and the estimated cost 
is $45,000. 

* ££ « 

BALTIMORE, MD. — Continental Can 
Company, 100 East Forty-second Street, 
New York, is planning additions to its 
plant in Baltimore, to cost about $100,000, 
including equipment. Lee Paschall, Amer- 
ican National Bank Building, Richmond, 
Virginia, has the contract, while Francisco 
& Jacobus, 511 Fifth Avenue, New York, 
are architects and engineers. 

* *£ & 

BIRMINGHAM, ALA. Virginia 
Bridge & Iron Company, 3900 Eighth Ave- 
nue, North, is planning the construction 
of a new steel fabricating plant, at an 
estimated cost of $2,000,000. C. E. Michael 
is president of the company. 

* & © 

BROOKLYN, N. Y.—Victor Metal 
Products Corporation, 196 Diamond Street, 
has been taking bids on the general con- 
tract for rebuilding its plant, which was re- 
cently damaged by fire. M. Prusing is in 
charge. The architect is Albert Kunzi, 
788 Manhattan Avenue. 

* + *@ 


CAMBRIDGE, IDAHO.—Washington 
County Milling Company is planning to 
erect here a new flour mill of 100 barrels 
daily capacity. 

* & @ 

CHICAGO, ILL.—General contract has 
been awarded to the Regan Construction 
Company, 228 North LaSalle Street, for 
a two-story plant for the Service Tool & 
Die Manufacturing Company, 2256 Wal- 
nut Street. The plant, which will cost 
about $40,000 with equipment, will be 100x 
108 feet. Olsen & Urbain, 228 North La 
Salle Street, are the architects. 

e # -& 


CINCINNATI, OHIO.—Contract has 
been awarded by the Crosley Radio Cor- 
poration, Colerain Avenue, for an eight- 
story factory, at an estimated cost of 
$500,000. 

* * * 

CLEVELAND, OHIO. — Cleveland 
Heater Company, 1900 West 112th Street, 
is planning a one-story addition to its 
factory, 100x144 feet. The estimated cost 
of the addition is $50,000. L. Friedman is 
president of the company, and the G. S. 
Rider Company, Century Building, is the 
architect. 

*« * * 

CLEWISTON, FLA—Power  equip- 
ment is to be installed in connection with 
improvements to the cane sugar mill of 
the Southern Sugar Company here. 

* * * 

DALLAS, TEXAS.—A modern, three- 
story mixed feed mill and office building 
is being constructed by J. Perry Burrus 
and associates. The cost of the new 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplies and Equipment. 








mill is expected to be about $250,000. It 

will be 60x150 feet, and will begin opera- 

tions with a daily capacity of ten cars. 
* * * 

EAU CLAIRE, WIS.—Contracts have 
been let for a shop addition, 30x48x50 fect, 
by the White Machine Company, 427 
Water Street. The addition is expected 
to cost about $30,000 with equipment. 

* * * 

FATRFIELD, IOWA —Louden Machin- 
ery Company has authorized a one-story 
addition, 130x160 feet. The estimated cost, 
including equipment, is $45,000. The Lou- 


den Machinery Company manufactures 
conveying and farm equipment, and the 
like. 


ok « * 


HAMMOND, IND.—Installation of new 
power equipment and a new boiler room 
are contemplated for the proposed new 
soap manufacturing plant here of Lever 
Brothers Company, 146 Broadway, Cam- 
bridge, Massachusetts. 

* * * 


HARTFORD, CONN.—A ten-acre tract 
in the Elmwood section has been pur- 
chased as a site for a new plant by the 
Wiremold Company, 410 Asylum Street, 
manufacturer of conduits, electric-wiring 
devices, and so on. The first unit con- 
templated is a two-story structure, 98x200 
feet, to cost more than $50,000 with equip- 
ment. It is planned to erect other build- 
ings later. The architects and engineers 
are Greenwood & Noerr, 525 Main Street. 

x * * 

LAWTON, OKLA—A _10,000-bushel 
oats storage unit and a feed manufac- 
turing plant are to be built here by the 
Chickasha Mill & Elevator Company. 

x * * 

LONG BEACH, CALIF.—Plans are 
being prepared for the Modern Furniture 
Company, 733 Aliso Street, Los Angeles, 
for a three-story factory, 160x250 feet, on 
Ellis Street, Long Beach. The architect 
is R. D. Van Alstine,° Heartwell Build- 
ing, Long Beach. 

x * * 

MASSILLON, OHIO.—Construction of 
a one-story plant addition on Erie Street, 
South, is planned by the Massillon Rivet 


& Manufacturing Company. The struc- 
ture will be 38x100 feet. 
* * * 
MICHIGAN CITY, IND.—C. A. Dun- 


ham, 450 East Ohio Street, Chicago, has 
plans for a new factory on a 2%-acre site 
in Michigan City. The estimated cost is 
more than $500,000 with machinery. C. 


A. Dunham is a manufacturer of valves, 
heating equipment, and so forth. 
x * * 

NORTH KANSAS CITY, MO.—North 
Kansas City Alfalfa Mills Company ex- 
pects to have completed very soon a new 
feed mill and alfalfa unit. The building 
will be 60x150 feet. This company was 
recently organized. 

* * 

PHILADELPHIA, PA.—The Brown 
Instrument Company is adding a two-story 
central wing to its plant, and replacing a 
one-story wing with a building consisting 
of two stories and a basement. It is ex- 
pected that the improvements will cost 
about $200,000. 

x * * 

PITTSBURGH, PA. — Heppenstall 
Knife & Forge Company, 4620 Hatfield 
Street, has been receiving bids on two 
one-story factory buildings, 60x100 and 20x 
120 feet, respectively. The estimated cost 
is $40,000. 

* * * 

PORTLAND, ORE —Albina Marine 
Works, Incorporated, is contemplating re- 
building a part of its plant destroyed by 
fire on April 17th. The reported loss was 
more than $80,000, including equipment. 
Most of the damage was done in the ma- 
chine shop. 

* * * 

ROCKFORD, ILL. — Barber-Colman 
Company is building a one-story forge 
shop, 50x129 feet. The shop is to cost 
more than $45,000 with equipment. Se- 
curity Building Company, 1016 Charles 
Street, has the general contract. The 
Barber-Colman Company manufactures 
milling cutters, hobs, and so forth. 

* * 

SPRINGFIELD, MASS.—Bids have 
been received on a one-story addition at 
the plant of the Spartan Saw Works, 152 
Fish Avenue. The addition is to be 50x100 
feet. The architect is Paul B. Johnson, 
1562 Main Street. 

- -e « 

TOLEDO, OHIO—Contract has been 
awarded for a one-story factory, 240x300 
feet, by the City Auto Stamping Company. 
The estimated cost is $250,000. The archi- 
tects are Langdon, Hohly & Gram, Se- 
curity Bank Building. 

* * &* 

UNION, S. C.—Union Coca-Cola Bot- 
tling Company has plans for a new plant, 
which will have automatic bottling and 
conveying equipment and the like, and is 
expected to cost about $65,000. The archi- 
tects are Pringle & Smith, Norris Build- 
ing, Atlanta, Georgia. 

* + « 

WICHITA, KAS.—Contract for the 
construction of a four-story plant and of- 
fice building, with basement, for the Cole- 
man Lamp Company, 258 North St. 
Francis Street, has been awarded to J. 
Denny, 1451 North Lawrence Street. The 
building will be 61x160 feet in dimensions. 
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are about 314 by 6 inches, are made | 

distinctive by an orange border. 

usnmaen ax, | 
Appleget Promoted 

vq LSSemtial As a reward of 24 years of loyalty 


to his firm, C. W. Appleget was re- | 

cently elected secretary of the White- 
head Brothers Rubber Company. 

Easy to sell 

because your 

trade know 


that they are 
‘*Essential’”’ 
in the indus-. 


trial world. 
J 


Moaence sik i esih 
-~ 2 Jaw Lathe Chucks\= 
Face Plate Jaws = 








YES! Here 


is Something 
Different 





CHoeKs| 











Mr. Appleget joined the company 
as rubber goods salesman in 1892 
and because he has been “through the 
mill” he will, in addition to his sec- 
retarial duties, continue to have 
charge of outside sales. 











“The Hartford” Drill Chucks 








OUR LATEST! 


THE NEW TRI- PLEX CHUCK : 





Self-Centering. Independent, Eccentric 


Built on a Foundation 
of Quality and Service 


Cushman Chuck Co. 


HARTFORD,CONN. 





| 
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for 
Salesmen 


HE really worthwhile sales 
are made through practical 
suggestions to my customers as 
to their needs,”’ says Lloyd Cad- 
dell, salesman, Alabama Ma- 
chinery and Supply Company, 
Montgomery, Alabama, in his 
article appearing elsewhere in 
this issue. Mr. Caddell believes 
in creative selling, not order- 
taking. His sales ideas are 
mighty interesting and helpful. 
And this southern salesman’s 
contribution is but one of many 
interesting features for salesmen. 
You can’t afford to miss a 
single number of Mill Supplies, 
so if you're not already a sub- 
scriber send in your dollar for 
one year, or two dollars for three 
years NOW 


Address Circulation Manager 
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CHICAGO, ILL. 


520 North Michigan Avenue 
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C. W. Appleget, who has been elected 
secretary of the Whitehead Brothers 
Rubber seinen Trenton, New Jersey. 





ewe Belting Club Meets 


The annual meeting of the 
Leather Belting Club of Chicago 
was held at the Great Northern 
Hotel, Chicago, on May 8. The 
following officers were elected: 
Stuart E. Ullman, Chicago Raw- 
hide Manufacturing Company, 
president; Victor R. Clarke, F. 
Raniville Company, vice-president ; 


Julius M. Schoen, I. B. Williams | 


and Sons, secretary-treasurer. 
* 2 


Caldwell to Exhibit at 
Southern Conventions 
H. W. Caldwell and Son Company, 
Chicago, will exhibit a working 
model of a screw conveyor complete 
with drive, as well as other equip- 
ment for the cottonseed oil mills at 
the conventions of the Oil Mill Su- 
perintendents of Georgia Association, 
Atlanta, June 12 to 14, and the Tri- 
State Oil Mill Superintendents As- 
sociation, Memphis, June 18 to 21. 

















A Tap of the Hammer 
and You’re All Set 


STANDARD, SELF- 
ALIGNING BELT 
FASTENERS 


Why They Sell 


1. Fastener is self-aligning be- 
cause of the nibs. 


2. One tap of the hammer 
holds plate aligned until 
rivets are driven. 


3. Rivets self-aligned length- 
wise of the belt (by means of 
projections in rivet holes). 


4. Quicker to apply or take up 
belt because less rivets are 
necessary. 


5. Plates can be used re- 
peatedly. Rust-proof. 


6. Standardized to six sizes of 
plates—nine lengths of rivets. 


7. Used on 2 to 8 ply Trans- 
mission and to 10 ply Con- 
veyor Belts. 


8. Cost no more than ordinary 
fasteners. 


There is More Profit in 
Them for the Jobber 


Exclusive Territory May Be 
Obtained. Write Us! 


The Bourne-Fuller Co. 


(Upson Works) 


Unionville 33 Conn. 
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HOW DID HE DO IT? 
Fred McArthur of the Yost Man- 


ufacturing Company had the cheap- 
est taxi ride ever given in Atlantic 


City, it is said—two and a half 
hours for two dollars, plus an egg 
sandwich for the driver. He was 
accompanied by three other “night 
hawks” George Allen of The 
Charles Parker Company, Frank 
Shurts of the American Swiss File 
and Tool Company and “Pete 
Thayer of Mitt Suppvies. 
* Ox 
ON THE JOB AS USUAL 

John Trix of the American Injec- 
tor Company, Detroit, was, as usual, 
the oldest attendant at the conven- 
tion. Despite his 81 years, Mr. Trix 
appeared hale and hearty, and his 
amiability was as evident and as much 
appreciated as ever. “Uncle John” 
seems to enjoy conventions thor- 
oughly, and he enters heartily into the 
spirit of them. 

a 

SEE ’EM IN THE PICTURES 

3ut, whether you strut or whether 
you perambulate, there’s something 
lacking if you aren’t dressed up with 
acane. The Black and Decker Man- 
ufacturing Company apparently real- 
ized this, for they provided everyone 


’ 


at the convention with one. And 
how the boys did swing them! Some 


had had previous experience with 
walking sticks; others had not. But 
the latter soon mastered the art of 
carrying them jauntily. 


FROM COAST TO COAST 
J. E. Webster of the Ducommun 
Corporation, Los Angeles, holds the 
distinction of having traveled the 
greatest distance to attend the con- 
vention. Mr. Webster, incidentally, 
reports that the local group of mill 
supply distributors in Los Angeles is 
going great guns and doing some 
mighty effective work. 
* Ox 
E. P. WELLES HONORED 
Edward P. Welles, retiring presi- 
dent, was presented with a hand- 
some silver pitcher by members of 
the National Association as a mark 
of their esteem for him and appre- 
ciation of his efforts during his two 
years in office. B. H. Ackles, a 
former president of the association, 
made the presentation. 
** 
GLAD TO SEE GEORGE PUCHTA 
It was mighty good to see George 
Puchta of The Queen City Supply 
Company, Cincinnati, back on the job 
this year, following his absence from 
the Nashville gathering in 1928 be- 
cause of ill health. He was as active 
and as forceful as ever in conven- 
tion meetings. Mr. Puchta, who was 
second president of the National As- 
sociation, is one of the most beloved 
men in the mill supply field. 
* * x 
THE LADIES, GOD BLESS ’EM 
There were quite a few ladies at 
the convention and they seemed to 





enjoy themselves immensely. ‘Trips 
along the board walk, on foot and in 
wheel chairs, a card party and tea, 
the swimming exhibition of the Am- 
bassador Girls’ Swimming Club, a 
musicale in the Ambassador, and the 
ball on Wednesday evening provided 
plenty of entertainment for them. 
Mrs. C. Carter Bond of Philadelphia 
is to be commended for her fine serv- 
ices as convention hostess. 
“es 9 
COCK-A-DOODLE-DOO! 

Scene—The North Philadelphia 
station platform. 

Time—The day before the conven- 
tion. 

A well-known Chicago manufac- 
turer notices two men whom he picks 
as conventionites. He approaches 
them. 

“Going to Atlantic City, boys?” he 
asks. 

“Yes,” answers one of the men. 
“My name is Peacock.” 

The manufacturer gulps, and says: 

“And mine’s Babcock.” 

“Mr. Babcock,” says Mr. Peacock, 
“meet Mr. Hancock.” 

For the nonce, Mr. Babcock puz- 
zles. Should he say “Poppycock!” 


to Mr. Peacock for introducing the 
other gentleman as Mr. Hancock. 
But, no—he holds his peace and finds 
everything is on the level. 

And, believe us, folks, there’s not 
a cocky one among the three. They’re 
all regular fellows. 
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WHAT does The 


Diamond Rubber Company 














offer to the distributor in the way 





of a SIMPLIFIED line of BELTING? 





FORMERLY, It was considered that 14 different belt con- 
structions were required to serve properly all classes of drives. 
This necessitated a large stock, a burdensome investment, 
much space for handling, a lot of clerical work, etc., ete. 


NOW, Diamond offers 6 standard belt constructions, cover- 
ing every transmission need from light service to heavy, from 
slow speed to high speed, on large or small pulleys, and 
covering those needs economically and satisfactorily. 


Formerly, 15 variations in width and ply were con- 
sidered necessary. Now, the Diamond Distributor’s Simplified 
Line includes only 11 such variations from 2” to 8’, because 
it has been found that these cover approximately 804 of all 
transmission belt needs. Larger sizes, up to 16” 6-ply are 
available to the Distributor from our own stock, and belts for 
special requirements can be made up and shipped direct to 
his customer in a comparatively short time. 


How has this simplification 
been made possible? 





1. Through the development of belts of superior quality, 

; more flexible, more lasting, and lower in cost,— 

THE DIAMOND RUBBER COMPANY, Inc. belts capable of a greater variety of service, so that 
Akron, Ohio 


fewer constructions are needed. 
Branches as follows: 


2. . i . . 
AKRON ATLANTA KANSAS CITY NEW YORK Through an intensive study of the requirements of 
BOSTON PHILADELPHIA DALLAS the trade, and comprehensive records of the actual 
CHICAGO LOS ANGELES SEATTLE SAN FRANCISCO needs of thousands of users during a period of years. 
No guesswork about it. 


The Diamond Distributor, while in position to furnish 
special requirements promptly, does not have an unwieldy, 
swollen inventory to add to his cost of doing business. 


Talk this over with a representative from our nearest 
Branch. It may help you to increase your own profits. 


iamond 


RUBBER BELTING ' t ‘HOSE - PACKING 
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“What's New in Industrial Products?” 


A department for the announcement of new and improved products 





DVANTAGES claimed for its new Model “O” 

electric hand-saw by Skilsaw, Incorporated, Chi- 
cago, are as follows: Improved extra capacity switch; 
comfortable rear and top handles; chrome nickel steel 
worm and wheel; base quickly adjustable for depth of 
cut; wide steel tilting base which, it is claimed, will 
make rafter cuts on roofs as steep as half pitch, even 
though two-inch rough lumber is used; ball bearings 
throughout; a ten-inch blade with a cutting capacity of 
three and three-quarter inches deep; kerf guide, and 
approved safety guard.. This saw weighs 24 pounds and 
is equipped with a one-horsepower universal motor di- 


rect or alternating current, single phase, for 60 cycles 
or less. 











HE “Minute Man” cel- 

lar drainer is announced 
by Goulds Pumps, Incorpo- 
rated, Seneca Falls, New 
York. It is a self-priming 
centrifugal pump with a 
bonzed impeller and a 
stainless steel shaft, which 
is fully enclosed and packed 
in grease. This pump is for 
use in pits from 1% to 5 
feet deep and will handle, 
according to the manufac- 
turer, 25 gallons per minute 
against 15 feet head. The complete outfit includes 
a %4 horsepower motor, an 8-foot lamp cord with 
plug, a sentinel breaker for motor protection, a 
foot valve, a 3-foot suction pipe and a float switch. 





vania, 





the handle. 











N improvement in the heavy duty 
grinders made by the United 


States Electrical Tool Company, 
Cincinnati, Ohio, is the new type wheel 
guard. This is of the hinged door type 
adjustable to wheel wear. The manu- 
facturer states that the exhaust connec- 
tions remain stationary as adjustments 
are made. 





























HE Patent 
Chicago, Illinois, has placed on the 
market the “Gold Medal Improved Feath- 
erweight Stage” for use between trestles 


Scaffolding Company, 


and on swinging scaffolds. It is con- 
structed on the same design as an arched 
single span bridge and the supporting 
members are extra heavy in the middle, 
where the strain is greatest, a longitudinal 
flat steel bar being let into the lower sur- 
face of each side rail. It also has steel 
end-pieces to protect the enas of the side 
rails against splitting. 


has announced 


useful for close corner work. 


HE Bonney Forge and Tool Works, Allentown, Pennsyl- 
its No. 33 set of double end box 
wrenches, packed in a metal carrying case. 
wrenches with openings from 7/16 to 15/16 inches. 
designed with a double hexagon opening to allow secure gripping 
of nuts and are said to be thin, light in weight and particularly 
Another feature claimed for these 
wrenches is that they will remove a nut with a twelfth turn of 


It 


includes nine 
These are 
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Before you 


NEW 


select your S 


VY” ACCOUNT 


Investigate— 





THE METAL that always 
satisfies the user because 
of its good bearing quali- 
ties, its uniformity, and 
the flux that is placed in 
the center of each ball. 


THE METAL that is sold 
by hundreds of Mill Sup- 
ply Houses because they 
are protected by a strict 
100% distributor sales 
policy. 


Its companion, QUAKER 
METAL, the *“Ladle 
Bronze,” make the Mon- 
arch exclusive agency 
doubly interesting. Write 
for further particulars. 


MONARCH METAL 


COMPANY 


(ESTABLISHED 1895) 


119 South Lincoln Street 
CHICAGO, ILL. 


*Name Registered in U. S. Patent Office. 














Sell the Buyer 
(Continued from page 60) 
you find a product that is satisfactory, 
would you not consider standard- 
ization in the interest of uniform- 


ity, and interchangeability of parts | 


and ease of replacements?” 

5. If we fellows out on the “fir- 
ing line” were only allowed to talk 
when a buyer had requisitions on 
his desk, the majority of buyers 
would keep their desks as clean as 
a whistle. Our opportunity for 
selling is before requisitions come 
in from the mill. 

6. The same statement applies 
to the buyer who says: “We do 
not need any of your product to- 
day. In other words, even though 
a buyer thinks he does not need 
any of our stuff, we as salesmen 
may be able to change his mind. 

7. The shrewd business man is 
one who makes use of opportun- 
ities to learn from others, and the 
buyer who is not willing to give a 
salesman a chance to talk over the 
use of a certain line of supplies, 
may be missing helpful counsel. A 
steam-trap salesman called upon 
one plant for three years, without 
being given a chance to discuss 
operating conditions and uses of 
traps in the power plant. One day 
the “P. A.” casually mentioned the 
fact that his company bought a 
good many of these small traps 
and were having a lot of trouble 
with them. The salesman offered 
his services, and investigated the 


trouble. He found that a low-pres- | 
sure trap was being used on high- | 


pressure steam. The traps gave 
out in a short time after installa- 
tion, and because of the selfish at- 
titude of the purchasing depart- 
ment, a waste amounting to many 
hundred dollars a year had been 
taking place, inexcusably. Wise 
business men welcome the advice 
of specialists in any line used for 
production or maintenance pur- 
poses. 

8. When a customer is forced to 
depend upon guarantees to supply 
the things which moral responsi- 
bility should furnish, the purchaser 
is justified in refusing to do busi- 
ness at any price. The hazard of 
doing business with contract word- 
ing and guarantees as the deciding 
factor, cannot be calculated easily. 
There are so many ways of com- 











DART UNIONS 





2 Bronzeto Bronze2 
Seats 


It’s economy to use Unions that 
give double service. DART 
UNIONS have two bronze seats, 
properly ground at the joint. 
No-corrosion, these in combina- 
tion with heavy pattern certified 
malleable iron pipe ends and 
nut make a strong and durable 
connection. 


A 
guaranteed product 
well advertised 





Made in all desirable 
forms — Screwed, Flanged, 
Ells, Tees, etc. 





Sample on request 
from the manufacturers 


E. M. DART MFG. CO. 


Providence, R. I. 


Sales Agents 
THE FAIRBANKS COMPANY 


New York 


Quality 
Service 
Economy 
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HE Standard Electrical Tool Com- 

pany, Cincinnati, Ohio, is offering the 
“Right Speed” buffing and polishing lathe. 
The spindle, which is made of nickel steel, 
overhangs the bottom of the front of the 
base eight inches and has an acme tread 
with bronze nuts on each end. The shaft 
is constructed with a locking device for 
changing wheels. This model is obtainable 
in 3, 5, 7% and 10 horsepower sizes and 
uses a 40-degree General Electric ball bear- 
ing motor which is mounted on a base 
hinged to the front of the lathe base. It 
has an adjusting screw on the outside, 
which takes up the tension of the belts. 
The manufacturer claims that any speed 
may be obtained from 2,000 to 3,200 
R. P. M. by changing the pulleys on the 
motor. 








Hi Geo. W. Diener Mfg. Com- 

pany, Chicago, announces as an 
addition to its line of fire appliances, 
the “Quick Service” foot operated oily 
waste can. The cover raises when the 
foot is pressed on the lever and auto- 
matically closes when released. 








RO 


Automatic Electric 
Water System 





HE Geo. D. Roper Corporation, Rockford, Illinois, 

has placed on the market a complete water supply 
system electrically driven and automatically controlled. 
This pump is designed to operate between 15 and 35 
pounds air pressure, and when the air pressure in the 
tank is below 15 pounds the pressure switch starts the 
pump and when it reaches 35 pounds the pump automat- 
ically stops. An air supply valve is screwed into the 
bottom of the pump, which permits the proper amount 
of air to be taken in with the water. This valve serves 
also as a drain. A feature of this water system is its 
fully protected working parts. The model illustrated is 
equipped with a six-gallon tank and has a capacity of 
250 gallons per hour. 





- 
a 
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| TWiST ORLL 
{ & MACHINE SCREW TAP GAUGE 
size 9383 —— ome 
jae FESS at a whe oy 
j 14x20 10 ra “pas 2 ei. 
biaee 6 b aia Bre 
| axe 182 “6 « Sit: 
luxee 19 3 oes ce? yd” 
10x24 23 9 “ a ma De 
Jiom2 209 yin” ® Oe 
oraz 2413 "2 we Paae 
ex3z 28 18 yan y™ 
| 2 me rote ? . ~ ~ , 
eae ot eet SCREW tap gauge number 
ee Cee 707 and a dial indicator num- 
soo an ps". %e ber 740 are additions to the line of 
s ag “Steck “; the Brown and Sharpe Manufactur- 
X56 48 42 nw = . ° 
oe ee ing Company, Providence, Rhode 


Island. The gauge is designed to 
give at a glance the correct drill to be used with the com- 
mon sizes of machine screw taps. The table on the left 
side of the gauge indicates the size of tap, pitch of 
thread, size of tap drill required and size of drill for 
making hole through which outside diameter of tap will 
pass. The figures 1 to 60, inclusive, near the holes in- 
dicate the number of drill, while those beneath each hole 
represent the size of drill in thousandths of an inch. 
Features claimed for the indicator set are: Adjustability 
to practically any position; can be used in narrow places 
and in holes, in tool post of lathe, on planer tool and on 
surface gauge; measures by thousandths 1/10 inch 
either side of zero, and has adjustable dial. The set 
consists of a dial indicator with hole attachment, bar 
with upright rod, clamp, slide with indicator rod and 
three chromium plated contact points. 
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puting ratings, loads and stresses, | 


| Tr, 


elongation limits, bending ulti- 
mates, and the other engineering 
and technical standards, that 
cuarantee can be broad enough to 
bear the entire responsibility of 
satisfactory performance, unless 
the integrity of the seller, is un- 
questionable. Guarantees based 
upon the performance of steel 
tested on an old beam-type testing 
machine might be 
the same rating secured 
a new hydraulic machine, 
The best 


no 


where 
upon 
would be unsatisfactory. 


guarantee, therefore, is the reputa- | 


tion of the seller for veracity. 


With broadening distribution fa- | 
expanding production | 


cilities, and 
facilities in practically every manu- 
facturing district in the United 
States, no buyer is justified in clos- 
ing his plant to salesmen on the basis 
of the flimsy excuses of the past 
and if we, as salesmen, accept such 
excuses, we have not only failed to 
sell our own lines, but also have let 
the buyer sell us an obsolete idea. 


Associations Make Construc- 
tive Plans Ahead 
(Continued from page 49) 

of Manufac- 


National Association 


turers; and H. C. Dunn, Bureau of | 


Foreign and Domestic Commerce. 

In addition to the business ses- 
sions an attractive entertainment 
program was provided. It included 
chair rides on the board walk, 
shopping trips, card parties and 
teas for the women, a swimming 
exhibition, a ball, and a musicale. 

The opening remarks of presi- 
dents Welles, Doe, and Williams, 
are briefed elsewhere in this issue 
and the high spots of all addresses 
and informal talks are reported, 
grouped by subject for the reader’s 
convenience. 

Mitt Suppiies congratulates 
past presidents Doe, Williams, and 
Welles and the other officers for 
their excellent leadership during 
the past year and offers the incom- 
ing officers its heartiest co-opera- 
tion during the coming 12 months 
with the hope that this year prog- 


ress in the field of industrial dis- | 


tribution will be greater than ever 
before. 


satisfactory, | 


















j R LO | 
“s WER A Rapid 
or 10 DAYS~ 
. a [ENT | With Liberal 
= rt a Discounts. 
s 
Keeps motors and other machinery free from Live 
destructive dust and dirt. Pays for itself quickly 
in increased efficiency of electrical and mechani- m ‘ 
cal equipment of all kinds. Distributors 
Delivers absolutely dry air with force sufficient 
to clean thoroughly, yet without injury to wind- Wanted For 
ings or any other delicate or intricate equipment. 
Prevents shut-down losses due to shorts | Territories 
and burnouts in electric motors. Reduces 
fire risk. ; 
Instantly convertible for suction cleaning. Special | Not Already 
attachment for spraying. Hundreds of uses. | 
Write for descriptive literature and for | Covered. 
details of this trial offer. 
| Market 


CLEMENTS MEG. CO. 


ee Been 
625 Fulton St., Chicago, Ill. | 


Scratched. 


Oldest and Largest Manufacturers 
of Portable Electric Blowers 


| 








Hundreds of thousands of prospective users of CLEMENTS-Cadil- 
lac Blowers are being constantly reached through advertisements like 
that shown above. Cash in on this publicity. 
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You all know the ALLEN You all sell the 


Cold-Drawn HoLitow SET Screws 


Special-analysis alloy steel; each size of screw individually heat- 
treated. Cold-drawn Sockets: Give ’em all the wrench will stand. 
Yank ‘em home; do assembling double-quick. Hexagon Holes: 
When you're short of a wrench, grind any old piece of stock to fit. 
Jam in the wrench without a hitch in blind positions or “close” work. 
Accurate Threading: Try to lose an ALLEN out of a moving part! 
Jerk ‘em tight where they've got to stay and let vibration bang away. 
The Allen Process makes clean, perfectly formed socket-holes, with no chips in the 
bottom as in broached hollow screws. The entire length of the Allen is utilized either 


for solid metal at the point, or depth of socket for the wrench. All sizes carried in 
stock, from }4 in. to 114 in. diameter; any style of point or thread at no extra cost. 


Write for Catalogue or any information to help you in Selling. 
Tue ALLEN Manuracturinc Co. 
147 Sheldon St., Hartford, Conn. 
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(Continued from page 111) 
Building Association 
Membership 

N HIS address at the opening 

meeting of the Southern Associa- 
tion, President Doe said that now is 
a good time to work on 
the membership. 

In his annual report, Secretary 
Smith announced that the present 
membership of the Southern Asso- 
ciation is 137. He said it is apparent 
that, with a few exceptions, members 
are not selling the association to eli- 
gibles in their respective territories, 
and that he was convinced that if 
members could only be induced to so- 
licit these prospective members, in a 
short time practically every supply 
house in the south would be co-oper- 
ating with members of the associa- 
tion, through membership in the or- 
ganization. 

After quoting two prominent as- 
sociation men in other fields on the 
value of associations, he continued : 

“Similar opinions are expressed by 
leading business men and _ thinkers 
constantly, so that, despite our failure 
to bring about a joint association of 
the three groups meeting here today, 
there still remains a wide field of ac- 
tivity in the southern territory as 
represented by your association and 
its membership, which affords us 
ample opportunity for continued 
work along the lines we have fol- 
lowed for a number of years past.” 

H. H. Kuhn, chairman of the 
membership committee of the Na- 
tional Association, reported that 12 
new companies had become members 
of the organization during the last 
year. “The scope of the activities of 
the National Association is so broad 
and of such importance to distribu- 
tors that they will willingly co-operate 
in our effort to better conditions if 
the advantages of membership are 
clearly explained to them,” said Mr. 
Kuhn. 

“It is significant that our new 
members come from all sections of 
the country instead of any particu- 
lar territory. In my opinion, this is 
indicative of the fact that the work 
sponsored by the association is of 
general interest and benefit to dis- 
tributors everywhere, and deserves 
the fullest support and co-operation 
on our part. For this reason, it is 
our belief that the work of the com- 
mittee should be aggressively con- 
tinued throughout the coming year.” 


increasing 


Where Shall a Mill Supply 
House Locate? 

HAT is the best location for 

a mill supply distributor in 

cities ranging from 100,000 to 500,- 

000 population? This question was 


discussed at some length by the 
Southern Association. 
“Our company,” said Alvin M. 


Smith, “moved, some years ago, from 
the downtown, high-rental district to 
an outlying district where rentals are 
low. Asa result, our costs have been 
decreased materially. Taxable values 
are lower, operating costs are less, 
and there is much less congestion. 
Our business has not been affected in 
the least, either.” 





CLASS! FIED 
ADVERTISEMENTS 


Classified Line Advertisements under heads 
of Wanted, For Sale etc., will be published 
in this Department at a rate of 30 cents a 
line, each insertion. Count six words to a 
line. 








SALESMEN WANTED 





Experienced Belting Salesman for 
Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. Replies treated confidentially. 
Address Box No. 980, care MILL Sup- 
PLIES, 520 No. Michigan Ave., Chicago. 





SALESMAN WANTED—An expe- 
rienced babbitt metal salesman to call 
on distributors for an old, established 
manufacturer. State age and experi- 
ence. Address Box No. 983, care MILL 
SuppPLigs, 520 North Michigan Avenue, 
Chicago, Illinois. 








OPPORTUNITIES 





Get into business for yourself selling 
our portable electric TAKE-ABOUT 
Sanders and Saws. Complete line of 18 
machines offers substantial profit and 
independence to salesmen with some 
mechanical experience. Opportunities 
now open in many states. Prospects 
everywhere with new markets continu- 
ally developing. Extensive advertising 
and complete cooperation simplify sell- 
ing and assures repeat business. Com- 
mission basis offers greatest possibili- 
ties. THE PORTER-CABLE MA- 
CHINE COMPANY, Syracuse, N. Y. 


BUILDINGS FOR SALE 











For Sale or Lease, Two fine solid 
brick buildings, with 30,000 to 60,000 
sq. ft. of floor space available, includ- 
ing Heating Plant, Water Works, Gas, 
Electrical Equipment and Railway Sid- 
ing. This property is owned by the 
Village of Fruitport, Mich., and every 
inducement is offered to a good reliable 
industry to locate here in Fruitport. 
For further information address Geo. 
H. Morrison, Fruitport, Mich. 








LINES WANTED 





LINES WANTED FOR KANSAS 
CITY 


Manufacturers agent wants a few 
good lines—machinery, supplies and 
specialties—selling to mills, factories 
and industrial plants. Am a resident 
of Kansas City, experienced in whole- 
saling and manufacturing. Know the 
Southwest commercially and industri- 
ally. Correspondence invited. Tempo- 
rary address, Seth H. Leach, 944 Le- 
land Ave., Chicago, Ills. 


"WAREHOUSING 





Large Eastern manufacturer, with 
warehouse on railroad siding in cen- 
tral jobbing district in Los Angeles, 
who has facilities for storage and dis- 
tribution to plumbing and mill supply 
jobbers, wants to connect with one or 
more manufacturers in kindred line, 
who have their own sales representa- 
tive, with a view of economy in storage 
and shipping. Address Box No. 984, 
MILL SUPPLIES, 520 No. Michigan Ave., 
Chicago. 











ADLETS 


CLANCY “SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 
distributors’ discounts.—J. R. CLANCY, INC., 
Syracuse, N. Y. 








MARTIN PORTABLE VISE STAND and Pipe 
Bender — For cutting 
threading and bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 4%” pipe. H. P. 
MARTIN & SONS, 625 B. 


2nd St., Owensboro, Ky. 





“SMOKELESS” ASPHALT HEATERS, Lead Melt- 
ing Furnaces, Portable Oil Burners, Paving Tool 
Heaters, Asphalt Spray Outfits, Weed Burners and 
Large Kerosene Torches. Over 10,000 Aeroil Heat- 
ers in use. Send for Bulletin No. 70-M, giving 
prices and full information. AEROIL BURNER 
COMPANY, Inc., Chicago, Ill., and West New 
York, N. J. 


PORTABLE WHITNBY LEVER METAL 

PUNCHES — Widest 
known. Most universally 
used on market. Bight 
sizes and types. Over 
40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 
NBY MFG. CO., 686 Race St., Rockford, Ill. 





© 





“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
,and polished steel. We also make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder on _ request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 








JOSLIN STEEL STAMPS AND DIBS—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 128 Arthur St., Manistee, Mick. 
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In the Years to Come 
op ics are constantly changing. . . 


today’s landmarks give way to tomorrow’s 
creations. Architects and engineers while 
striving and planning for greater triumphs 
are specifying newer, better materials . 
quality is improved—service is broadened— 
beauty is enhanced. The ultimate goal is 
yet unknown. But this much is certain: the 
name of the pipe that will appear on specifica- 
tions in the years to come will be that pipe 
that has constantly improved and kept pace 
with building progress. 


The Scale Free Process, applied to butt-weld 
sizes 14 to 3-inch, is an example of improving 
pipe service . . . it represents the most 
advanced thought in pipe manufacture .. . 
it contributes most to economy by minimizing 
corrosion. This means longer life and better 
service. This process was invented and 
developed by National Tube Company and 
has contributed in making ““ NATIONAL’ — 


America’s Standard Wrought Pipe 


NATIONAL TUBE COMPANY 
Frick Building, Pittsburgh, Pa. 
Subsidiary of United States Steel Corporation 


NATIONAL PIPE 
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mss | 20 Hisey Business Getters 
Tt 


Are Working for You! 


HESE 20 magazines and catalogs 

represent 20 capable Business Get- 

ters—all of them working for you— 
helping you sell Hisey Electric Tools. 


Hisey Business Getters gain easy and 
invited entrance to the offices of busy 
executives everywhere. They tell the 
story of Hisey quality and efficiency when 
the buyer is in the most receptive mood. 


Hisey-Wolf advertising appears regularly 
in all the publications shown on this page, 
day after day—the whole year ’round. 
These Business Getters help build busi- 
ness for Hisey-Wolf dealers. 


Because Hisey tools are built to a high 
standard of quality—because users report 
years of continuous service with little or 
no maintenance costs—because ONCE a 
Hisey user ALWAYS a Hisey user—the 
Hisey franchise means a steady repeat 
business for Hisey distributors. 


The Hisey distributor franchise is available in a 
few highly desirable territories. Write today for 
catalog and full details of the profit-making 
opportunity in selling Hisey Electric Tools. 


THE HISEY-WOLF MACHINE CO. 


“Its High Grade Established 1896 
‘If Hisey Made” CINCINNATI, OHIO, U.S.A. 


Electric DRILLS ... GRINDERS ... BUFFERS 





ER's DIRECTORY | 


> WORLD 


AND 


ASHING - FINISHING 
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An 18” 8 ply Cincinnatus Belt that has proved to 
be the most economical belt for this hard drive at 
the Hopper Paper Company, Taylorville, Illinois. 


MANY JOBBERS 


are making satisfied customers 

with Cincinnati installations. | 

We would be glad to discuss | 
\ our products with you «++ + + 
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Group Drives have been found to be both efficient 


and economical for laundry service 


ROUP drives are popular in the 

laundry field and well they might 
be. The lineshafts are operated at 
about 250-R.P.M., permitting easy re- 
duction from a 900 or 1200-R.P.M., 
motor. From four to six washers are 
driven from a single motor-driven 
lineshaft, depending upon size of 
units. The washers are loaded and 
emptied in sequence so that dur- 
ing part of the washing period 
one of the machines is idle. 


When individual drives are 
used a single machine would re- 
quire from 5 to 74 H.P., where- 


Ly, 
al 


as a group drive of six machines can be 
handled with a 15 to 25 H. P., motor. 
With belt drive the “pound” of the 
clothes in the washer is absorbed by 
the belts and is not transmitted back 
to the motor, which means longer 
motor life. 


Send for copy 
of this booklet 

















ER, 
SER. 








Please send me the booklet 
Driving Right at Cadillac-LaSalle 


Name _________ 





, ®sbS’ ” - 
POWER TRANSMISSION ASSOCIATION 


Position 








1. B. Wilieme & Sens Fim = 


CE ES en eee ee ee 
Dover, New Hampshire, U. S. A. 


























Group Drive for Power Efficiency and Economy 
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Distributors are Meeting Today’s New Marketing Conditions by 
Senpltfing Belting Stocks - - - - 
Pesdicine Inventories - - - - 
Obtaining Faster Turnover - - - - 


Denewosine Profits - - - - - - - 


Ton -Tex Belting will do this for the distributor 





ee This TON-TEX stock of one Brand 
: and five hefts costs the Distributor 
less than $2500.00 and it more 
satisfactorily serves the Distributor’s 
requirements than 


Ton-Tex—One Brand a. 


This “Mongrel” stock of 8 types, 
16 brands, made by 12 manufac- 
turers, in different cities, and at 
actual inventory values which 
cost the Distributor $7,000.00. 














A little of everything 
and not much of anything 








Some Territory Open 


Write for Our Plan 








Ton-Tex Corporation 


NEW YORK CITY, N. Y. GRAND RAPIDS, MICH. 
Reg. U.S Pat Ofe 345 West 35th Street 245 Pearl Street 
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A Hack Saw Blade that will not break or strip:—that’s a ten word message 
of good news that will be eagerly gobbled up by alert men who tire of seeing 
more than 50% of the Hack Saw Blades they purchase break before they 
deliver a fraction of 
the service they should 
give. 


TRIPLE-IFE 
HACK SAW 


We not only assure 
you that they will not 
break but guarantee 
it by the broadest 
guarantee ever put 
behind a Hack Saw 
Blade. 


‘BLADES 


A STRIKING IMPROVEMENT IN ONE OF THE OLDEST TOOLS — 





WE WILL REPLACE FREE OF CHARGE EVERY TRIPLE-IFE BLADE 
THAT BREAKS IN USE:—and there are no strings to that offer. 


TRIPLE-IFE HACK SAW BLADES are made from a special tough alloy 
steel, uniformly heat-treated. They will outwear and outlast by far all 
ordinary Hack Saw Blades and at very little additional cost. 


Dealers: —TRIPLE-IFE Blades merit your interest. Continued repeat orders, 
REAL PROFITS and sales co-operation are a few of their many advantages. 
Your territory may still be open. Write us for details. 


The Arion Steel Company 
Boston, Mass., U.S. A. 

















THE COLUMBUS 
ANVIL & FORGING CO. 





“Arm & Hammer” 


Genuine Forged Anvil 


Crucible Steel Face 


Prompt Shipments Made From Stock 


Main Office and Plant, 115-129 Frankfort Street 
Columbus, Ohio, U. S. A. 


General Forgings of Wrought Iron and Steel 











SAGINAW 


STAMPING & TOOL CO. 


Saginaw Mich. 
Representatives in all Principal Cities 
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7\ A Source of 
\\\ Great Satisfaction, 
*\| to My Trade ~ 
Z| ASourceof |} 
7| Great Profit, £2 
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OXY-ACETYLENE 
Welding and Cutting 
Equipment 


ies ERE isa flame in industry that 
is capable of far more “magic” 
than any that ever graced a tale of 
old Bagdad. This is the Welding 
Flame—and the Cutting Flame— of 
Imperial Oxy-Acetylene Welding 
and Cutting Equipment. Under its 
influence broken parts are restored 
to their original usefulness, imper- 
fect castings are made perfect, and 
six inches of solid steel can be cut 
through almost in a twinkling. 



























There are hundreds of uses 
for Imperial Welding and Cut- 
ting Equipment in every plant 
where metal or machinery is 
used. Blowholes discovered 
after or during machining can 
be quickly filled. Shafts or rods, 
made too short, may be extend- 
ed. And hundreds of other ac- 
cidents of frequent occurrence 
may be economically corrected 
with Imperial Equipment. 

Imperial Oxy- Acetylene 
Welding is daily finding new 
uses in production operations 
where it increases output and 
cuts costs. Let our engineers 
suggest the correct type of 
Imperial Equipment for you. 


Send for New Complete Catalog 
THE IMPERIAL BRASS MFG. CO. 
511 South Racine Ave., Chicago 














6%-lb. Air Cooled 
Ball Bearing Mo- 
tor $45.00 Net. 


_ This “MARVEL” new MODEL No. 2 Portable Blower 
is designed for blowing dust and dirt out of WOOD- 
WORKING MACHINERY, MOTORS, GENERA- 
TORS, SWITCH BOARDS, LOOMS, KNITTING 
and other TEXTILE MACHINERY. Has 20 feet high 
grade cable. Perfectly balanced. Has TOGGLE SWITCH 
in handle, operated by thumb. Gives 20-in. water column 
pressure. 

Motor operates on “NORMA” BALL BEARINGS 
that REQUIRE NO OILING. 

Its frequent use reduces motor troubles and shut 
downs, as well as FIRE HAZARD. 

Order one ON 10 DAYS’ TRIAL, and have a salesman 
DEMONSTRATE it to your motorized customers. 

A larger size, MODEL No. 3, Sells for $60.00 

Made with UNIVERSAL motors (A.C. and 
D.C.) for both 110 volts and 220 volts. SHIP- 
PING WEIGHT 18 lbs. Shipped on 10 days’ 
trial, ANYWHERE. 
Write for Dealers’ Discount, men- 
tioning this advertisement. 

A complete Set of 


VACUUM CLEANER 
ATTACHMENTS 


for $10.00 additional 
Manufactured by 


Electric Blower Company 
352 Atlantic Ave., Boston 9, Mass., U. S. A 
























GROBET Swiss FILES 
) 


The constantly increasing demand for Grobet Files 
are answering a need ordinary files cannot satisfy. 





For over a hundred years master craftsmen 
have recognized Grobet as the maker of better 
files. The fine quality of Grobet files have won 
for them their recognition as superior files .. . 
cutting faster with more accuracy, they will out- 
last three files where precision and accuracy are 
at a premium. 


A complete stock is always on hand ready to 
meet your requirements. 





Send for Catalog B 


Grobet File Corp. of America 
3 Park Place, New York City 
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THE 1929 CATALOGUE OF COLCORD-WRIGHT MACHINERY AND 
SUPPLY COMPANY IS THE SIXTH CONSECUTIVE CATALOGUE THAT 
THIS COMPANY HAS ISSUED THROUGH THE DONNELLEY SERVICE. 


The Safe Way 
‘To Choose 


YOUR CATALOGUE COMPILER 
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OU cannot afford to «take a chance” with your catalogue 

investment. Nor is it necessary to do so. There is a sure 

way to eliminate guess work. It is to check up a compiler’s 
record for repeat orders, or the lack of them. 

\ jobber may buy his first catalogue because of a smart salesman, 
or impressive promises, or apparently “bargain” quotations. But 
it takes more than that to build up and retain a great year-after-year 
repeat order patronage. 

The Donnelley repeat order record has never been even remotely 
approached by any other supply catalogue compiling service. 

The first catalogues of mill supplies, plumbing supplies, and 
electrical supplies compiled by the Donnelley organization were 
completed in 1905. The first repeat order, an electrical supply: 
catalogue, came in 1907. By 1909, repeat orders began to come 


in mill supplies and plumbing supplies. 


Up to the present writing, 962 repeat 
orders for supply catalogues have been 


placed with us by our jobbing customers. 


Every season additional jobbers have placed their first orders 
with us, largely through jobber-to-jobber recommendation, and it 
is common knowledge that the Donnelley supply catalogue output 
has continued year after year to far exceed the combined output 
of the various other supply catalogue compiling companies who 
have entered the field from time to time. 

Nevertheless the volume of our repeat orders has been so large 
that they have constituted a substantial majority of all the supply 
catalogues we have made since the organization of the Donnelley 
Jobbers’ Catalogue Department in 1904. 

We seek to serve you in a manner that will merit your repeat 
order patronage. 


ty VONNELLIEY SONS UO 


a. 


CHICAGO 




















TheDonnelleyRepeatOrder 


Record Means: 


The Jobbers 
have Found the Catalogues 


to be Profitable 
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VICTOR 
Hack Saw 
Blades 





VICTOR HIGH SPEED STEEL HACK 
SAW BLADES like the gladiators of long 
ago are ready, waiting, with strength, 
endurance and preparedness for any fight 
or job. 


These new blades are more than a symbol 
of the old gladiators; when kept on hand 
your cutting problems are solved. VICTOR 
HIGH SPEED STEEL HACK SAW 
BLADES give astounding results when 
any cutting is necessary. When used for 
power work, they will give cutting effi- 
ciency and lasting qualities that have 
not been experienced in any other blades. 


A trial will convince you. 


VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 
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The Bases Way 
to Eliminate 
Belt Slippage! 


Ber slippage is costly—in power 
waste, and in interrupting the smooth 
flow of a machine’s production. And 
belt slippage is so easy to eliminate! 


REEVES Wood Split Pulleys GRIP the 
belt—the inborn nature of the wood 
used in their construction gives a high 
frictional contact over the surface of 
the pulley. And in addition REEVES 
Pulleys are stronger—they last longer, 
run truer, and cost less. 


What kind of pulleys do you sell—pul- 
leys that SLIP, or pulleys that GRIP and 
deliver ALL the power. Write today for 
our attractive sales plan on REEVES 
Wood Split Pulleys. It has been a big 
money-maker for progressive distrib- 
utors since 1887. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 
the construction of 

every pulley in the 
line. id for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
\ a they can buy at any 
ice. 
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STYLE 35 


Warehouse truck with 
roller bearing wheels 


THE CHASE FOUNDRY 
& MFG. CO. 


COLUMBUS, OHIO 


INDUSTRIAL CARS 
TRACKAGE SWITCHES 
TURN TABLES 


Chase Trucks and 
Trailers are made 
in a. variety of 
types and sizes for 
use in all industrial 
fields. 


STYLE BB50 


Factory truck, roller 
bearings 


STYLE 207 
Steel Truck with roller bearings 








Every Chase Truck and industrial car is roller bearing construc- 
tion—requiring minimum effort to move the heaviest loads— 
Smooth, easy running, these sturdy Chase products stand up under 
all conditions over a long period of time. Constant improvements 
make them outstanding leaders and always easiest for distributors 
and their salesmen to sell. Write today for Catalog No. 300 and 
sales helps. 


The Chase Foundry @ Mfg. 





Co., Columbus, Ohio 








S 
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Bolts - Nuts - Washers 


BRASS 


j es 5 
NON-GRAN HIGH-SPEED BEARING 





Original Bearings in 
Scrapped Machines 








Bearings that carry on until 
the machine is no longer use- 
ful—bearings that stay put 
and make takedowns few and 
far between—these are NON- 
GRAN bronze bearings! 
Added to that, NON-GRAN 
keeps friction losses down, 
growing more polished as the 
shaft revolves, because of the 
interwoven, interlocking, 
closely-knit fibrous structure 
of the bronze. It cannot flake- 
off in service 


A “‘specialized”’ process gives 
NON-GRAN this unique 
structure—unlike any similar 
bronze of the same alloy. That 
is why so many industrial 
plants have continued to use it 
for years. 


NON-GRAN comes in solid 
or cored bars 34-in to 5 in. o.d. 
in l or 2-ft. lengths. Sizes are 
graduated in eighths of an inch, 
to give you less machining 
when making replacements. 


If your jobber does not handle 


NON-GRAN— 


AMERICAN NON-GRAN BRONZE CORP. 


write us direct. 


Berwyn (Philadelphia District) Penna. 








WASHERS 


Twenty-six standard sizes car- 
ried in stock—from No. 3 to 
1 in. bolt size. Special sizes manu- 


factured to order in quantities, 


SAe 
H.M.Harper Company 
2622 Hletcher Street 
CHICAGO ILLINOIS 
MEW YOuRM - ST.LOUIS - LOS ANGELES 
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Anderson 
‘‘Man-size”’ 
Traps Make 
‘‘Man-size’’ Sales 


ANY customer who ever saw an 

Anderson ‘‘Man-size’’ Trap, 
whether off or on a steam line, 
would instantly know that here is a 
trap capable of doing a ‘‘man-size’”’ 
job, of maintaining live, dry steam 
in a system. 


Your customers will like the big, 
sturdy appearance. They are sure 
to be impressed by the fact that this 
is the largest capacity trap on the 
market. And you can bank on it 
that any of your customers will 
have a feeling that once on their 
steam line one of these ‘‘Man-size”’ 
Traps will be there year after year 
giving steady, continuous drainage 
of condensation and disposing of it 
as fast as it accumulates, thereby 
assuring a saving in fuel and maxi- 
mum efficiency. 


Customers who buy one ‘‘Man- 
size’’ Trap always repeat when they 
are in the market again. The Ander- 
son Steam Trap reputation for de- 
pendability breeds new sales. That’s 
why you can depend on it that 
Anderson ‘‘Man-size’’ Traps make 
**man-size’’ sales. Send for catalog 
and prices. 


THE V. D. ANDERSON Co. 


1944 West ANDERSON Cleveland 
96th Street WQ=p4saee se: ::Ohio:: 
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See Note at 
bottom of 
page 











American Swiss Service 


Recently an American Swiss File 
distributor ordered 426 dozen assorted 
files—5112 American Swiss files. The 
order included 32 different sizes, shapes 
and cuts of files. 


The order was marked rush and be- 
cause of the reasonably complete stock 
of files the American Swiss File and 
Tool Company always carries, the 
order was filled, packed and shipped 
within 48 hours. 


Most orders received for American 
Swiss Files are shipped the same day 
received. 


American Swiss Files are uniform in 
quality and hardness, rigidly inspected 
before shipment and have been for 30 
years the choice of the most discrim- 
inating mechanics. 


Write for interesting file handbook 
containing valuable file data and illus- 
trating and listing 2400 different sizes 
shapes and cuts of American Swiss Files. 


American Swiss File & Tool Co. 
410-416 Trumbull St. Elizabeth, N. J. 


American Swiss 








at Dat 








Files of Precision 


Note : A separate department is now main- 


tained by this company for the manu- 


oe facture of knurls and mechanics’ hand tools. The 
same American Swiss quality and workmanship 
that characterize the files, will be found in these 

hew products. Write for catalogs. 
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Strength 


Accuracy 


Finish 


A 
Complete 
Line of 


Cap & Set 
and Milled 
Promptly from 


a Stock That’s 
Always 


20,000,000 
or More— 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 


Screws, Nuts 


Studs Shipped 


1020 S.AE. Steel 


This is the Clayton & Lambert No. 60 fire-pot with plumber’s 
shield. Tank capacity one gallon of gasoline. Burns six hours 
full capacity iaeus refilling. The shield can be detached, and 
the handle locked, so that coppers can easily be heated. 
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Here’s the way to look at 
fire-pot sales 


The average man doesn’t buy very many fire-pots in a life- 
time. But remember, he has a good many friends and when 
he gets satisfaction and service from a tool, he’s bound to tell 
those friends about it. That’s why you can increase your fire- 
pot sales by selling him a Clayton & Lambert. It'll please 
him, so that he’ll boost it to the sky. And if you’ve told him 
what makes his Clayton & Lambert so good—he’ll use your 
explanations when he talks to his friends. And that will make 
him a powerful salesman for you. 


For instance, tell him about Clayton & Lambert No. 60 and 
70 fire-pots which produce a working-hot flame in_ ninety 
seconds. That comes from the unique C & L method of mixing 
air and gas vapor along with an improved C & L baffling cup. 
Furthermore—cold weather, high winds, or draughts won't 
affect that rapid-fire starting. Regardless of any unfavorable 
condition, a Clayton & Lambert is into action in ninety 
seconds—every time! You can point out the patented 

“spider” welded to the tank. Which with the drop-forged 
uprights keeps the top-structure solid and firm and all working 
parts in perfect true. That’s why a hard bump won’t faze a 
Clayton & Lambert. And explain that 60 & 70 are noiseless, 
odorless, and smokeless. They can be used indoors without 
annoying a soul. 


Clayton & Lambert No. 22 is a husky, powerful, coil-type fire-pot. It’s 
up to date, with all modern Clayton & Lambert 
improvements. One thing in particular to show 
our customers is the door in the coil cup. 
hen the coil must be changed, all he does is 
loosen one nut and withdraw the coil through 
the door. That Clayton & Lambert refinement 
saves a man a lot of troublesome work. 


QrOTECTig 


Tell your customers why a Clayton & Lam- 
bert gives them better service and satisfaction, 
and you'll find that they'll tell their friends the 
very things you tell them. And those friends 
will be coming eo u for Clayton & Lambert 
fire-pots. Try it! Write for our catalog describ- 
ing the Clayton & Lambert line of fire-pots and 
blow-torches. 





CLAYTON 
& LAMBERT 


MANUFACTURING CO., Detroit, Mich. 
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WILLIAMS’ ‘‘Vulcan’’ Hoist Hooks are 
drop-forged and especially heat-treated for 
tough strength. Each is individually proof- 
tested to 50% BEYOND its rated capacity 
and is CERTIFIED. 17 sizes for 1% to 25 
tons safe working load. 


Williams’ ‘‘Vulcan’’ Wire Rope Sockets 
are drop-forged and weldless. Repeated 
tests show they are stronger than the 
strongest rope each will accommodate. 
Safe, sure, dependable. 15 sizes for 14 to 
154-in. wire rope. 


Goods that are safe to use are safe to 
sell. For safety’s sake, help your customers 
to select reliable Williams’ Hooks and 
Sockets. 


J. H. WILLIAMS & CO. 
“The Drop-Forging People” 
New York BUFFALO Chicago 


ILLIAM 


Srrion DROP-FORGED Tp 
S 


“VULCAN” 


DROP ~FORGED 


HOOKS anv SOCKETS 


Ou_s 
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BADGER 


The Best in 


CAR MOVERS 


SPEED — POWER — DURABILITY 


Profitable Sales 
Built on Repeat 
Orders 


Now standard equipment in 
many large manufacturing 
plants the New Badger Car 
Mover offers mill supply 
distributors and their sales- 
men quick profits and rapid 
turnover . . . Ease of han- 
dling, power, speed, safety 


breakable with ordinary usage . . 


its long life and superior feat- 
ures . . . Automatically adjusts 
itself to any size winding tap 
on hopper bottom cars. . . can 
be used where other style 
wrenches fail ... Easy and 
profitable to sell. 


Write for details and pri 





ADVANCE 
Safety Car Wrench 


Here is a car wrench developed to where it is un- 
. It saves your 
customers from injury to employes and is truly the 
most economical wrench on the market because of 





and durability combine to 
make the Badger easiest to 


sell . . . It will pay you to 
put extra emphasis on the 
merits of the Badger... . 
The first sale results in 
profitable repeat business. 






THE ADVANCE CAR MOVER CO. 


APPLETON, WIS. 
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Every Bit of Sales Effort 
Every Line of Advertising 
Aids Distributors 


LS t-te is running an advertising campaign 
in twelve publications which does not stop at 
featuring the products of Republic. This campaign 
features the survices of the distributor; it tells the 
consumer how and why the distributor is neces- 
sary. It explains the many ways in which a Distrib- 
utor serves both consumer and manufacturer. It 
drives home the fact that money is saved, quality 
is insured and wholesome competition is sponsored 
through use of the Industrial Supply Distributor. 


There are no extra middlemen or commission 
merchants, no warehouse systems, delayed direct 
shipments or branch office expenses to raise the 
prices and lower the quality of Republic products. 


Consider the many fine features of our five point 
sales policy shown below. Every bit of sales effort, 
every line of advertising, goes to aid our chosen 
outlet—the Industrial Supply Distributor. 


The REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 


Details of our advertising, direct mail 
through the Distributor and aggressive 
sales campaigns may be had on request. 


BELTING... PACKING... HOSE 
MOLDED GOODS... LATHE CUT GOODS 











1 po grange espe od 
. to it effectively supplying 
PLL, Ses of the wade solicieed. 
2. A quality of products uniformly good 
and capable of delivering service re- 
wults that should reasonably be expected. 
3. A price basis inducing and making 
i aggresive competition with 
reasonable profit return. 
4 Freedom from competition from his 
* source of supply, either direct or in- 
direct, among the trade covered by his day 
to day solicitation. 


advan of specialized training and 
know! of the prod 





5. Selling helps of reasonable amounts so s 
'* that his sales 
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Profit 
for Jobbers of 


Raniville’s Belt Wax 


The only belt treatment sold under 

a $1,000.00 guarantee. For all leather, 

rubber and fabric belting operating under 

wet, dry, oily or dusty conditions. Will 
prevent belt static. 


Guaranteed to Make Frie ndly 
Trade Repeat Often 


Entirely different and better than other dressings. Over fifty years on the 
market. Made and guaranteed by old-time belting manufacturers. 


F. RANIVILLE COMPANY v7: 


Makers of Belt Power Transmission Appliances 


GRAND RAPIDS, MICH. 


(CAD) 


tandardized 
setup appliances 


Why Force Men to waste time on machine tool set-ups when CAD 
Standardized appliances will convert this non-productive time into 
productive labor? Why ruin Machine Table Slots with ordinary bolts 
when CAD Bolts are designed to fit T slots? The CAD Bolt is a standard 
machine table bolt. It is made of steelfwith full smooth threads, and 
because it is slot size and requires no machining, it is ready for use when 
you receive it. 

Our illustrated Folder A36 is fullof valuable information. Send for it today! 


STANDARD SHOP EQUIPMENT CoO., INC. 


et-up ine tools. 
8131 TINICUM AVE., poceyrentig PA. 


CARRIED IN STOCK BY 
Machinists Supply Co., 19 N. Jefferson St., Chic 7 ee Ti. 
Beals, McCarthy & Rogers, 50 Terrace, Buffalo 
Cleveland Tool & Sup. Co., 1427 W. 6th St., C 1. eland, Ohio 
oF Kinsey Co., 331 W. 4th St., Cincinnati, Ohio 
Chas. A Strelinger Co., 149 E. Larned St., Detroit, Mich. 
Coleord-Wright Mach’ yd & Sup. Co., 122 23 N.. Broadway, St. Louis, Mo 
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TAKE UP THEIR NOISELESS 
OWN WEAR POWERFUL 


Tank prevents fiuetuation 
of aw 


























JOUTLET 
threaded for stand- 


bsg stud in 
on holds wing 
y soe to on 
top, preventing 
i ois gpremte Wing and cylinder puciones 
a hard and glassy- 
like, insuring a =F ct fi 
and positive pressure or 
vacuum 


No compo- 
sition tips to 
require renewal “= 
frequently ~3= 

g Ring Self-Oiline 


PISTON 


PATENTED 


Wing kept in constant ae with ~ air ee resulting trom small piston 
y cen nd curved wings 


ATENTED” AIR PUMPS 
for VACUUM or PRESSURE for AIR or GAS 


These pumps are designed to handle air or gas that is not “injurious to cast iron or steel.”” They may be 
used for vacuum or pressure and will pump without noise or fluctuation due to the construction of the moving 
parts. They can therefore be used with entire satisfaction where many other makes and forms of construc- 
tion are incapable of doing the work. They are carefully made for the most exacting service. 

Also used for Fuel oil burning outfits—Priming pumps—Operating gas furnaces—Banding machines— 
Testing gas meters—Wrapping machines—Raising gas pressure—Blowing balloons—Gasoline service 
pumps—Singeing cloth—Cleaning dust from intricate machinery parts—Sand blasting machines—as air 
motors—Vacuum cleaning—Agitating liquids—Blowing chips and stampings from machine tools—Filling 
bottles and containers—Feeding paper in printing presses—Feeding labeling machines—All sorts of testing 
and experimental work—All sorts of automatic machines and devices. 


Our Complete Illustrated Catalog is Free for the Asking 


LEIMAN BROS. *s.w¥sse" 


Makers of Good Machinery for 40 Years 





LOS ANGELES—Shaw Palmer Bakewell Co. MINNEAPOLIS—Northern Machinery & Sup. Co- 
CHICAGO—Squire Cogswell Co., Satterlee & Co. 
H. Channon Co. ST. LOUIS—Brown Machinery Co. 
Thes e S u pply INDIANAPOLIS—Vonnegut Machy. Co. Colcord Wright Machy. & Sup. Co. 
Se ey aoe Sonneres ees eet 
—Hayes Pump achy. Co. —Kinsey Co. 
Houses Now TOLEDO—National Supply Co. CLEVELAND—Cleveland Duplex Machy. Co. 
PORTLAND, ORE.—Portland Machy. Co. W. M. Pattison Supply Co. 
Sell Them TORONTO—Williams & Wilson Strong, Carlisle & Hammond Co. 
MONTREAL—Canadian Fairbanks Morse Co. SEATTLE—Cox a Co. 
Williams & Wilson For 
QUEBEC—Williams & Wilson ENGLAND—Thos.. Ashton, Ltd., Sheffield 


DETROIT—Chas. A. Strelinger Co JAPAN—Fukagawa Shokai, Tokio 
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Davis car wheel boring tools, noted 
for their extreme accuracy and for 
having reduced the usual boring 
time from 25% to 50%, are designed 
with expanding cutters. The microm- 
eter cutter adjustment is locked by 
Bristo hollow safety set screws. 


These safety set screws are used as a 
standard part of their boring tools 
because they will not work loose! 
It is never necessary to stop a Davis 
Boring tool to readjust or replace set 
screws that will not hold. 


This great holding capacity of Bristo 
safety set screws is due principally 
to the unique design of the socket. 
The dovetails give a perfect grip and 
great pressure only tends to contract, 
rather than to split or round out, the 
socket. 


Bristos can help to increase the 
efficiency of a product and, at the 
same time, reduce production costs 
by giving uninterrupted service. 


May we send you free samples for 
your own tests? The Bristol Co., 
Dept. H, Waterbury, Conn. 





SAFETY SET SCREWS 


THE BRISTOL CO, WATERBURY, a 









| 
| 


" Phila. Office: 617 Arch St. 








al 


ulsatiné with Power 


*Round and ’round go your shafting lines 
... pulling!. . . tugging!. . . pulsating 
with power! Transmitting machinery, 
with the grip of a Hercules, must hold 
these lines firm . . . control this power. 
For over a third of a century Bond Power 
Transmitting Machinery has been built 
to transmit power without waste. Fric- 
tion is reduced . . . strength and rigidity 
increased ... your cost of production 
lowered. 

The proven economy and reliability of 
Bond Power Transmitting Machinery have 
resulted in its adoption by those plants in 
which only maximum efficiency is tol- 
erated. The complete line includes every 
item, in their various types, to meet every 
plant require- 
ment. This is your 
reason for writing 
for a Bond Catalog 
—do it now! 
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Semi-Steel Ring Oiling 
Shaft Hanger 


When the trucks in your 
plant that must roll quietly 
are equipped with Bond 
Les-Nois Steel Casters you 
have that comfortable 
knowledge that you are 
getting the maximum in 
quiet, efficient, dependable 
truck transportation. Write 
for catalog on complete 
line of Bond Truck Casters. 


| Bond Foundry & Machine Company 


Manheim, Lanc. Co., Pa. 


N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 
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“Our loose 
been entirely eliminated since we re- 
placed our old ones with WOOD'S 
BALL BEARING LOOSE PULLEYS. They 
are easy to install—anyone can do it; do not 
wear out in bore, nor score the shaft; need 
lubrication only two or three times a year; 
grease can't leak out and dust can't get in; they're 
saving us money and worry every day.” 

This letter was received by a distributor of the T. B. WOOD’S 
SONS CO. Line of Power Transmission Machinery. All Wood’s 
Dealers receive similar letters or hear comments of praise for some 
of the other items in the line. They make life and work worth while. 


Interested? 
Send for dealer plan. 


T.B.Wood’s Sons Co. 
Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHE, RN. SRANCH? 
Cambridge, Mass. Greenville, SC. 


Makers of Shafting, Hangers, Collars, Pulleys, Friction Clutches, 
Ball Bearings, Flexible Couplings, Rope Sheaves, Pillow Blocks, 
*“*v’’ Belt Drives and the U. G. Automatic Belt Contactor. 











ustable 


EXTENSION 
TRESTLE 


Just realize the possibilities of 
selling this equipment to the large 
plants on your list. You’ll have an 
open field and a strong appeal. For 
these Safety Extension Trestles cost 
less when used for overhead jobs at 
variable levels than “‘puilt-uu-the 
job” scaffolding. Furthermore, by 
providing the right working level, 
work is better and faster. 





ulley troubles have guy 


AGAINST 


LEAK 
DUST 
WEAR 

TROUBLE 








BALL BEARING LOOSE PULLEYS 
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when the UT a V4 KS 
Ad; 






























- Adjustable. Automatic 
safety lock. 

. Easily transported or 
stored. 

. Four will do the work of 
16 common “A” ladders. 





The Safety Line: 
“*Gold Medal” 


Featherweight Stage. 

Safety Extension Ladde:. 

Chicago Painters’ 
Ladder. 

“‘The Underwriter’’ Step 


Ladder. 
Portable Telescoping 


and the 


**GOLD MEDAL” 
Safety 
Platform Ladder 


This equipment has been 
tested and is listed by 
( Underwriters’ Labora- 





Atlanta, 44 Haynes St., N. W. 
Philadeiphia, 2835 Bridge St. 








Pi its als UB I Sas ES TS eS a 


= 
= 
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Your local distributor will give full details. Or, write our nearest branch. 


THE PATENT SCAFFOLDING COMPANY 






HT suuuuHHALALE 
Tell them how work speeds I ae 
: 


tor es. 


St. Louis, 6168 Bartmer Ave. 

San Francisco, 270 13th St. 
Pittsburgh, 518 Foreland St., N.8. 
L, I. City, N. Y.,3821 Sherman St. 
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. Made in all sizes 
Yeu can get Cleveland Cap Screws ina 
full list of sizes, S.A.E. and U.S.S. 
threads, packed in cartons and in 
kegs, from seven warehouse shipping 
points and the factory. Twenty mil- 
lion cap screws stocked for prompt 
shipment. Catalog C and current 
Price List on request. Cleveland Cap 
Screws are made by the Kaufman 
Method, patented. 


The Cleveland Cap Screw Co, 


2925 East 79th Street 
Cleveland 33 Ohio 


iy) chcrnrnnnnni 
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Porter’s Nut Splitters can be used anywhere— 
they are portable and can be carried to the work in 
the shop or on the job. They 
are operated with two hands in 
any position and need no sup- 
port on bench or floor. 

Nut Splitters are used in 
railroad car repair shops, ga- 
rages, for farm implement re- 
pairs, around all types of ma- 
chinery exposed to the weather, 


rust or corrosion. They can be 
easily carried in a tool kit. Porter’ & 
Nut Splitters 


{End or side cut) 
Cuts through the side of the 
nut, splitting it from two sides 
so that the nut falls off or can 
be easily knocked off. Prop- 
erly used, it will not damage 
the bolt. The quickest, easiest 
way to remove a nut which 
has rusted on, or for any rea- 
son cannot be removed with a 
wrench. 

Maximum capacity—the nut of 
a %" bolt. 

Sold by leading jobbers and 
supply houses. 

Write for descriptive literature. 


H. K. PORTER INC.,13 Ashland St. 
EVERETT, MASS. 


_Porter’s Portable cut- 
ting tools are made in 
a@ number of models— 
Bolt Clippers, Nut 
Splitters, Wire Cutters, 
Chain Cutters, Shear 
Cutters, etc. Every tool 
is efficient, reliable and 
will stand up under 
hard usage. 





Write for 
information 
on models. 


























BOLT 
CLIPPERS 


CHAIN CUTTERS 
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Paying for Service 





We give it cheerfully and without extra cost, carry- 
ing a complete stock of all listed sizes of CAP AND 
SET SCREWS and SEMI FINISHED NUTS 
in small cartons suitable for JOBBERS RESALE. 


When making your purchases of SCREWS and 

NUTSof CHICAGO, where uniform quality and 
precision is thoroughly maintained, you keep your 
sources centralized and save freight. 





The Chicago Screw Coma 


Chicago, illinois 





























RUT LUUAAU 
To Get the Right Start—Equip with »MFEDART>« 


Get the 


Wood Split 
PULLEY 
from Stock! 


qWhat are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


9 
qWire them—’phone pep & go off. our ware- fee. be Satisfied Users 


house racks and on the cars in a jiffy. k 
Bs at cede a ee and valedees Br oa Of U. S. Automatic Injectors requiring 


IMR. SUPPLY DEALER—We have been engaged in the Pulley ag repairs and replacements, together 


business for 45 years, and we know a great deal more about making eS i ass 
‘ood puileys than many other concerns. with an ured and proper profit to 


OUR POLICY in building Wood Split Pulleys is: Cheapness the jobber through our established 
is suicidal: products must be the best in their class. We wouldn't 


think of running the — risk of impairing the value of our Res resale prices, make U. S. Automatic 


most valued asset—Our Good Will. RES Injectors a satisfactory and profitable 
Get the “MEDART” WOOD SPLIT PULLEY from ve line for any jobber to handle. 
stock! é 


THE MEDART COMPANY 


c — sates Set i ce USA ree si at Sah f + A 1 
enera ces an orks: St. Louis, U.S.A. . es to at) #22 3 Pe ge° y ( 
Office and Warehouse: CINCINNATI , wt } # at an ay satel e le 0. 
CHICAGO, PHILADEPHIA, NEW YORK, SEATTLE, PITTSBURGH af 
Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction ee ETROIT: ' MIG ef 
. -AYW, 5 


Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 


~~ 
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June Judgment <HERI D> 


and every other month picks SUPERIOR BRUSH SERVICE 
Genuine : 
eee Nason 
g Steam 
lags B a 






In 

1841 

we made 
our start 
and are still 
right on the job. 








peg | 
40 to 150 Ibs. 








Nason Manufacturing Co. 
71 Fulton St., New York THE HEROLD BROTHERS CO. 
1104 W. Ninth St. CLEVELAND, O. 














KIELEY SPECIALTIES 


For fifty years these products have found favor with 
engineers because they are constructed without com- 
plicated parts. 


The Kieley catalogue of 250 pages illustrates 
a complete line of steam, water and air spe- 
cialties and should be in your file. 


Kieley & Mueller, Inc. 


34 WEST 13TH ST., N. Y. CITY 














easiest to sell 


because ADAPTABLE 

EFFICIENT 

INEXPENSIVE 

NATION WIDE GOOD WILL 
A SUPPLY OF CATALOGUES AND SHIPMENTS FROM STOCK 


CIRCULARS SENT ON REQUEST 


THE EDGEMONT MACHINE CO. "4x20" 


/}dgemont CLUTCHES 
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Swartwout offers a 


complete line of 


Quick-As-Wink 
_ Unbreakable Hose Couplings 


TS make tight joints that never leak, but swivel 
freely. Can be connected or disconnected in a second 
but never come apart accidentally. No hammering or 
banging can prevent them from functioning. Mud or ice 
do not destroy their free swiveling action. 


efficient steam 
products. Ask for 


complete catalog. 


THE SWARTWOUT CO. 
18511 Euclid Avenue 
Cleveland, Ohio 


'\ Swartwout [| 


Steam Products 


Every coupling weakness is eliminated. Hose lasts 
about four times as long. Work is speeded up. No delays. 
Their long life and satisfactory service make them the 
most efficient and economical coupling made. 


Write for Sample and Complete Details 


Quick-As-Wink Hose Couplings make a wonderful jobber sales 
possibility. They are the most highly endorsed couplings manu- 
factured. There is a steady demand wherever hose is used. Writefor | 
sample, complete details and discount. | 


C. B. HUNT & SON 


640 McKinley Ave. SALEM, OHIO 











To Dealers in Mill, Mine and Tanners of 
sutedy Mechanical Leathers 


There is a lot of advertising being used on: 


Mechanical VS Electrical Motor Drives 
Group VS Individual Drives 





The Moore & White Co., pioneers in the Friction Clutch 
Industry, build a complete line of Friction Clutches best 
suited for every power application in use today. 





The standard “M&W” Friction Clutch, with its long- 
familiar and much-copied design, is still in demand for 
moderate speeds and ordinary working conditions .. . 
but for high speed installations, Mechanical or Electrical 


ee = = type of “M&W” Friction Clutch is Lace Leather Sid es and Cut Lacing 


When it is desired to make an installation requiring 
lubrication only once or twice a year, one point adjustment, 
a De Luxe type of “M&W” Friction Clutch is recommended. 


All types of “M&W” Friction Clutches are guaranteed Krome Belt Leather 
to be trouble-free, and are sold on a user-be-satisfied basis. in Butt Benda, Centers end Sides 





in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


You know the conditions in your territory ... talk up 


Moore & White Friction Clutches . . . we'll back you to Chrome Hydraulic Leather 
the limit, and get in line for your share of the profits that in Butts and Sides 
can be had by selling the “M&W” Friction Clutches .. . 
| the fastest selling and most dependable Friction Clutches Krome-Retan Hydraulic Butts 
| sold today. 





CATALOGS “C” UPON REQUEST 
| THE CHICAGO RAWHIDE MEG. CO. 


THE MOORE & WHITE CO. 1285 Elston Avenue, CHICAGO 
2711 to 41 No. 15th. St., :: Philadelphia, Pa. Bee nk ote’ Philedeintia S09 Reend S.. Destee 








530 W. Congress St., Detroit 
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AUTOMATIC HEAT CONTROL 


—a feature that makes doubly sure, the proper 
working condition of glue at all times . . . no 
wastage, no burned glue, lower operating costs. 
It is the particular feature of all... 


“‘HOLD- HEET”’ 


Automatic Electric _ 


GLUE POTS 

Hundreds of 
these pots with 
automatic ther- 





mostatic control, 
are in constant 
use and the de- 
mand is increas- 
ing daily. 

Why not stock this line as your regular 
equipment so you, too, may increase your profits. 
May we send you further details. 


Russell Electric Company 
368 West Huron St. 





Chicago, IIl. 








SHUR-GRIP 


FILE HANDLES 
Sell Them by the Dozen 





Note how the hardened steel die cuts into the file 
tang, giving the same result as a nut being screwed 
onto a bolt. 


Many shops that use files buy Shur-Grip 
File Handles by the dozen, and larger indus- 
trials buy them by the gross. They become 
a profitable specialty for any dealer who will 
introduce them. The principle is so simple, 
appealing and unique that every purchasing 
agent with an eye for economy will im- 
mediately place a trial order. Once sold the 
orders repeat automatically. 


Write for our Jobbers’ Proposition 


HYRO MFG. CO., INC., 205 Varick St., NEW YORK 


(Also Manufacturers of SHUR-GRIP Solder Iron Handle) 























Tool Stand 
Made of Steel 


Just the thing for the modern 
shop, garage or assembly room, 
where efficiency counts. Smooth 
rolling casters make it easy to have 
your tools just where you want 
them at all times. Write for illustra- 
tions of other sizes and models. 
Also illustrating our line of bench 
legs, stools, bar stock racks, trucks, 


stands and other steel factory 
furniture, 


POLLAR 


POLLARD BROS. MFG. CO. 
4037 N. Tripp Ave., Chicago, Ill. 











Quick- As-Wink Buffing Wheels 
An Amazing New Development 
| Yuna 0 aa inefficiency of rag-buffing has been 


completely overcome by this marvelous new develop- 
ment. The Quick-As-Wink Buffing Wheel is guaranteed 
to be absolutely safe at the highest speed. It uses the 
complete buffing surface making the entire operation 
smooth and continuous. The special feature of the 
patented metal clip which holds the ends of the abrasive 
strips together, permitting replacements in 30 seconds, has 
eliminated lost motion and has cut buffing time and 
material costs in half. 


Write for Complete Details 


This proposition is open to jobbers. It offers a splendid sales 

opportunity. The demand is increasing, as this new development 

mes known, by leaps and bounds. Write for detailed descrip- 
tion, prices and proposition—now. 


C. B. HUNT & SON 
640 McKinley Ave. 33 Salem, Ohio 
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SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


107-109 Lafayette St., New York, N. Y. 
Minneapolis, Minn. Seattle, Wash. Montreal, Can. 

















READY TO SHIP 


The Ohio Valley Pulley Works, Inc. 
DIVISION GENERAL FIBRE PRODUCTS, Inc. 
Maysville, Ky. 











Branches: New York 


Sturdy Quaker Belts meet all power demands 


The dealer who handles Quaker Rubber Belts can recommend them for all-round heavy duty 
drives in full confidence of their capacity to meet the most severe tests. 


They are made of sturdy fabric and a tough rubber that has stood the test of high speed and 
pounding loads in every type of industry. 


Whatever the need and however severe the duty, Quaker belts will pull the loads. 


QUAKER CITY RUBBER COMPANY 


Manufacturers of Mechanical Rubber Goods 
WISSINOMING, PHILADELPHIA 


Chicago Pittsburgh San Francisco 








BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


»—-- 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 
1297 Terminal Ave. DETROIT, MICH. 











“V ’ Ss 99 
Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 
Ask for Prices 

Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave. 





Factories: Easton, Pa. 
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ibivretllliceal 
The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


f; mu I" [=\V/ = al > ey (0 mu a 


But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrin sii. 


Reverso is a valve unexcelled 
on steam, water, oil, air.or gas. 
For other features, types, sizes 
one od. ae ask for new bulletin 


REVERSO:—Bronze body for 
200 Ibs. pressure. Total tempera- 
ture 550 deg. F. 


IROVERSO:—Iron body for 


a 150 Ibs. pressure. Total tempera- 
No. 730 ture 450 deg. F. 


THE D. T. WILLIAMS VALVE Co. 
CINCINNATI, OHIO 














When You Need Copper 
Goods Order from Harris (::) 


Many Supply Houses are 
regular customers of ours. 
They know that when a 
special item in copper or 
brass is needed, we can 
supply it. Items sold most 
frequently to supply 
houses are 





Copper Floats (also brass, steel and aluminum). 
Copper Expansion Joints (for pressure and vacuum). 
Copper Tanks and Kettles. 

Copper Coils (also brass, nickel and aluminum). 
Copper Measures, Dippers and Funnels. 

Bronze Bushings (unfinished—cored and solid). 
Brass and Bronze Castings. 





Copper Ball Floats and Bronze Bushings are carried in stock. 
Send for literature for your file. a 


ARTHUR HARRIS & COMPANY 
212-218 N. Curtis St., Chicago 

















DON’T WAIT 
for the 
SWITCH ENGINE 


Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 306 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


BELT CONVEYORS MALLEABLE CHAIN 


CHAIN CONVEYORS STEEL CHAIN 
SPIRAL CONVEYORS SPROCKETS 
BUCKET ELEVATORS GEARS 


ELEVATOR BUCKETS SKIP HOISTS 
POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. 














MILL 
SUPPLIES 


Two Magazines 
in One 








A Complete Service 


OW the exclusive medium to 
build sales for manufacturers 
of mill supplies through the dis- 
tributor. The newspaper of the 
distributor’s salesman, the man 
who actually places the equip- 
ment and supplies in the hands 
of the users. 
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MOLTEN 
BABBITT! 


DISTRIBUTORS! 


Take advantage of this special 
introductory offer—We will 
send you upon request this 
one-pound can of “Babbit- 
rite’ for each of your sales- 
men... A trial gets the 
customer interested and makes 
selling easy . . . “‘Babbitrite’’ 
proves its value immediately 
and repeat orders result in a 
steady volume of profitable 
business. Write today. 


Products Mfg. Co., Milwaukee, Wis. 


**BABBITRITE”’ 
is in big demand 
everywhere..SAVES 
TIME and insures 

ACCURACY 












A MATERIAL 

FOR RETAINING 

MOLTEN BABBITT 
METAL: 


“THIS 
FREE SAMPLE 
HELPS YOU SELL 











A 
‘Wy are some firms remembered 


on orders, and others forgotten? 


When selecting firms to which orders 
go, buyers are identical. 

hey remember the ones which have 
impressed them—and forget the ones 
which haven’t. 

It’s surprising to note how big a 
point a business card is when it comes 
to remembering. 

For the salesman’s cards that the 
buyers save must preach the gospel of 
quality, prestige, and fitness long after 
the salesman has departed. Doing this, 
they point to the firms most entitled to 
confidence and orders. 

Such is the reward of prestige! 


The John B. Wiggins Company 
( Established 1857 ) 
1143 Fullerton Ave.. Chicago 


WIGGINS 


Peerless Book Form 
CARDS 


You will learn and 
profit by knowing 
what kind of busi- 
ness cards preserve 
prestige. A request 
from you will bring 
samples. 


Slavs HERN FUN Uses 


In the Field You Serve 


We couldn’t tell you all the uses for Trahern 
Pumps. Each day brings us requests for pumps 
for. duties which are new to us. This broad field 
for sales coupled with the long life, high effi- 
ciency and low price of Trahern Pumps makes it 
a profitable line for you to handle. The line is 
simplified so that a few models will serve prac- 
tically every pumping need. 

Below is a Trahern pumping gasoline into cleaning machines 
at dry cleaning establishment. 
WRITE FOR NEW CATALOG 


GEO. D. ROPER CORP. 


ROCKFORD, ILL. 
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Service with Safet y 


DR 'sLow TORCHES 


AND FURNACES 





—and they cost 
no more! 


From the standpoint of wear and 
- durability, Wall DREADNAUGHT 
Blow Torches and Furnaces are the 
most economical you can buy. Every 
feature promotes real service as well 
as efficiency—steel tank with ALL 
connections brazed, double check 
valve on pump, self-cleaning burner, 
all weather burner shield, handy 
pistol-grip handle, etc. 


P. WALL MFG. SUPPLY CO. 


3126 Preble Avenue, N. S. 
PITTSBURGH, PA. 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index to Advertisements on Page 164 


WOU! 


axle 


raw 








ABRASIVES 
Abrasive Company 


ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co, 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 


ARBORS 
Morse Twist Drill & Machine Co. 
BABBITT METALS 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
INGS, BALL AND ROLL«R 
S K F Industries, Incorporated. 
EARINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
— Foundry Ye Machine Co. 


Wood's Sons Co. 
BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 
BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 
BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 
BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Geo. Rahmann ‘0. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co. 
BELT FASTENERS 
The Bristol Company 
Bourne Fuller Co. 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co, 
BELT Saceee, LEATHER 
Chicago Rawhide Mfg 
“Cocheco’’—I. B. Wiliams & Sons 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
BELT LACINGS, —_ 
Clipper Belt Lacer Compan 
Flexible Steel Lacing Co. 
The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 
ELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 
The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 
BELTING COMPOSITION 
Fabreeka Belting Co. 
BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co, 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile ae ~ a Co. 
Whitehead Bros. Rubbe 
BELTING, COTTON, ‘cae WOVEN 
Victor Balata & Textile Belting Co. 
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BELTING, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co, 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’—Chas. Bond & Co., Philadelphia 
I. B. Williams & Sons 
BELTING, LINK 

Chas. A. Schieren Co. 

BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 

BELTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co, 
The Mechanical Rubber Co. 


EL 
Graton & Knight Co. 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Graton & Knight Co, 
Victor Balata & Textile Belting Co. 
aw 


BEL’ 
L. H. Gilmer Company 
Graton & Knight Co. 

BELTI ti WATERPROOF 
Chicago Rawhide 
Graton & Knight = 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 

BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 

BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCHES, STEEL 
Pollard Bros. Mfg. Co., Inc. 
Standard Pressed Steel Co. 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
Pollard Bros. Mfg. Co. 
BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Willlams & Lal 
— 


BLOC 
Chisholm-Moore Hote’ Cor 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 

BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood's Sons Co. 

BLOCKS, TACKLE 
Williamsport Wire Rope Co. 

BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Leiman Bros. 

BLOWERS, PORTABLE, ELECTRIC 
Clements Mfg. Co. 
Electric Blower Compan 
ERS, SANDBLAST 


BOILER TUBES 

National Tube Company. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 

~— ANCHOR 
Kempton Mfg. Co, 

BOLTS, CARRIAGE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 

BOLTS, EYE, HOOK, RING AND LAG 

Clark Bros. Bolt Co. 
H. M. Harper Co. 
J. H. Williams & Co. 

BOLTS, MACHINE 
Clark Bros. Bolt Co. 
eg Bolt & Nut Mfg. Co. 

H. M. Harper Co. 

Russell, Burdsall & Ward Bolt & Nut Co. 


Leiman Bros. 


BOLTS, MACHINE TOOL SET-UP 
Standard Shop Equipment Co. 

BOLTS, SINK, STOVE AND PLOW 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 

BOLTS, STUD 
The Cleveland Cap Screw Co. 
BRACES, TRENCH 
Templeton Kenly Co. 
SCAFFOLD 


Patent Scaffolding Co. 
B KETS, W. 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
v. Bw uae Sons Co. 
BRASS GOODS, PLUMBING 
Grabler - Co. 
RASS GOODS, STEAM 

American ‘aaa Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve C 

BRONZE BARS, CORED “AND SOLID 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Wy. & Bronze Co. 
Arthur Harris & Co. 

BROOMS, FACTORY, WAREHOUSE 

AND RAILROAD 


The Herold Bros. Co. 
Entiemenette Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 

BRUSHES, BENCH, FLOOR, ETC. 

The Herold Bros. Co. 

Indianapolis Brush & Broom Mfg. Co. 

The Osborn Manufacturing Co. 

Worcester Brush & Scraper Co. 
BRUS AINT AND 


. VARNISH 
The Osborn Mfg. Co. 
The Herold Bros. Co. 
BRUSHES, WIRE, FLUE, ETC. 

The Herold Bros. Co. 
The Osborn Mfg. Co. 
Worcester Brush & Scraper Co. 

RUSHES, WIRE WHEEL 
The Herold Bros. Co. 
The Osborn Mfg. Co. 

BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 


Weller Mfg. Co. 
BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
N. A. Strand & Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. (kerosene) 
Clayton & ao Mfg. Co. 
USHINGS, BRONZE 
American Seatees Bronze Corp. 
Buckeye Brass & Mfg. Co. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BUSHINGS, PNEUMATIC HAMMER 
The Cleveland Wrought Products Co. 
CANS, oe WASTE 
Geo. W. Diener Mfg. 
CANS, sAvETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
CARTS 


The Fairbanks Company 


ING, WELL 

National Tube Co. 

CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Tiechine Co. 
Saginaw Stamping & Tool Co. 

CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co, 

SEMI-STEEL 


CASTINGS, 
Bond Foundry & Machine Co. 
Hill Clutch Machine & Foundry Co. 
CATALOGS, SUPPLY HOUSE 

R. R. Donnelley & Sons Co. 

CEMENT, — AND ROOFING 
The McCallum Co. 

THER BELT 


JEMENT, LEA’ 
Chicago Rawhide’ — Co. 
Cocheco—I. B. Williams & Sons 
Graton & Knight Co. 
Chas. A. Schieren Co, 
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What Distributors Should Know About 
‘‘“FRICTIONLESS’’? METAL 





WOOD WORKING 
MACHINES 


Age does not mean every- 
thing; but buyers like the 
confident feeling that goes 
with owning wood working 
equipment made by a firm 
that has done business suc- 
cessfully for 34 years. 








On the market for over thirty years. 


Used throughout the mechanical world, in the bearings 
of every class of machinery. 


Made from highly refined metals, amalgamated under 
our special process. 


Lead base, toughened, with tin and hardened with 
copper. 


Has a low coefficient of friction. 


Unexcelled for general railroad and machine shop use, 
and almost universal in its application 





Stands high speeds and severe service. 


Furthermore, thie company Carries our guarantee of satisfaction. 

is right in the forefront in : ee . 

bringing out new features Write for Distributors’ sample and terms 
and worthwhile improve- 

ments. y 





—_ ee ae 


The CRESCENT MACHINE Co. asia nile SAINT antl fool 
96 COLUMBIA ST. LEETONIA, OHIO 


MYERS 2am 


OM 




















14 
motor 


WINCHES 








DISCHARGE TO. 
HOUSE LINE 


lift loads, operate gates, 
valves or levers and will 
raise or lower doors, 
walkways, etc. 


These compact motor 
winches can be_ used 
‘ for hundreds of jobs 
around the shop. Self- 
locking and will hold 
load in any position. 
Used to pull light cars, 

















































Two styles — 
for wall or 
floor mount- 
ing. Driven by 
1 14 or 2 
H. P. revers- 
ible electric 

















motors. 
Absolutely 
Myers Water Systems are the last word in safe. Write for 
economic and efficient service. Complete units capacities and 
for homes. farms, estates, public or private prices. 


buildings and grounds. Self-oiling, self-starting, 
self-stopping, safe, trouble free and depend- 
able—they cover all needs in this particular 


eld. Write or wire for catalog and information. hh hr annem ' | ES 
-E. & BRO. CO. 
oe 0 ae Stephens- Adamson Mfg. Co. 


PUMPS—WATER SYSTEMS—HAY TOOLS—DOOR HANGERS 121 Ridgeway - AURORA, ILLINOIS 
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CEMENT, PIPE JOINT 
Joseph Dixon oe Co. 


The Columbus McKinnon Chain Co. 
S. G. Taylor Chain Company. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co 
CHISEL BLANKS 
The Cleveland Wrought Products Co. 
CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Union Manufacturing Co. 
Skinner Chuck Co. 
ho p> LATHE 
Cushman Chuck C 
Union ee ol Co. 
HUCKS, PLANER 
Union Manufacturing Co. 
CLAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
T. B. Wood's Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
Graton & Knight Co. 
J. H. Williams & Co 
CLAMPS, HOSE, BRASS 
H. B. Sherman Mfg. Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLEANERS, FLUE 
Worcester Brush & Scraper Co. 
CLIPPERS, BOLT 
H. K. Porter, Inc. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Conway Clutch Co. 
Dodge Manufacturing Segpeiten 
Edgemont Machine Co., 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & ~y & 
T. B. Wood's Sons C 
COCKS, AIR. AND DRAIN 
American Injector c. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator = 
Kieley & Mueller, In 
“a CORPORATION 
Grabler Mfg. Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, RUBBER PACKED 
Arthur Harris & Co 
OCKS, STEAM AND SERVICE 
The Wm. Powell 
Walworth + ll 
The D. T. Williams Valve Co. 
COCKS, STOP 
Grabler Mfg 


Co. 
COILs AND BENDS, COPPER AND BRASS 
Arthur Harris & Co. 
COLLARS, SHAFT 
American Pulley Company 
Bund Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
COLUMNS, oe 
Nason Manufacturing Co. 
MPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
Worthington Pump & Machinery Corp. 
CONTACTORS, BELT 
T. B. Wood's Sons Co. 
CONTROLLERS, BOILER PRESSURE 
Mason Regulator Co. 
ee 
Arthur Harris & Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing “a A 
Edgemont Machine Co., Th 
The Hill Clutch Machine & “Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
N. A. Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
T. B. Wood's Sons Co. 
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COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 
The Medart Company 
T. B. Wood's Sons Co. 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. "Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & Son 
T. B. Wood’s Sons Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
NES, HAND POWER 
Chisholm-Moore Hoist Corp. 
CRANES, OVERHEAD, TRAVELING 
AND JIB 


Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
The Yale & Towne Mfg. Co 
CRAYONS, LUMBER 
Joseph Dixon Crucible:Co. 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunte¢ + Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
CUTTERS, BOLT, WIRE, ETC. 
H. K. Porter, Inc. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, EMERY hey DRESSER 
The —— Steel Process C 
RS, GAGE. GLAss 
Worcester pa & Scraper Co. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
CUTTERS. MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & a Co. 
The Standard Tool C 
cU ETERS, PIPE 
Armstrong Bros. Tool Ce 
Armstrong Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIAPHRAGM 
Whitehead Bros. Rubber Co. 
DIES, THREADING 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
DuuS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRESSERS. GRINDING WHEEL 
Lovejoy Tool Works 
Scandinavian Western Importing Co., Ltd. 
The Standard Tool Co. 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
LLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril) & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
| eg ney — 
The D. T. Williams Valve C 
ENGINE AND BOILER. FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
ENGINES, GAS AND OIL 
Worthington Pump & Machinery Corp. 
XPANDERS, BOILER TUBE 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 


FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Hartzell Propeller Co. 
Marathon a Mtg. Co. 


, BELT 

The Bristol Company 
Clipper Belt Lacer , 
Flexible Steel Lacing Co. 

FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 

FEEDER VAL STEAM HEATING 


Nason Manufacturing Ce. 


FILES 
American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co. 
FIRE ag pec 
Geo. W. Diener Mfg. C 
FIRE PREVENTING EQUIPMENT 

Geo. W. Diener Mfg. Co. 

FITTINGS, CHAIN 
8. G. Taylor Chain Company. 


DRAINAGE 
Grabler Mfg. Co. : 


Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
GS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Tllinois Malleable Iron Co. 
H. B. Sherman Mfg. Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & ye Co. 
Henry Vogt Machine Co. 
Walworth Co. 
FITTINGS, PIPE, BRASS 
Grabler Mfg. Co. 
Tilinois Malleable nage sae 
H. B. Sherman Mfg. 
i ea FIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 

FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 

Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 

FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 

FLEXIBLE SHAFT EQUIPMENT 
Keller Mechanical Engineering Corp. 
N. A. Strand & Co. 

FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 


Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Doége Manufacturing Corporation 
The Hill Clutch Foundry & Macshine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRA ALL 


MES, 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
RNACES, LEAD MELTING 
Aeroil Burner Co., Inc. 
FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western importing Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 
GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injecior Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 


GASKETS 
The Cincinnati Rubber Mfg. Co. 
Graton & Knight Co. 
Jenkins Bros. 
GEARS 


Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 

Chicago Rawhide Mfg. Co. 

Dodge Manetactering Corporation 
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Wire Brushes for every 
Heater or Boiler 


Boiler Tube Cleaners— 
Sectional and House Heating 
Flue Brushes. 


Write for samples and 
prices on this economical and 
efficient line. 


“WORCESTER WN 
* FLUE-BRUSH 


* 
G 










WORCESTER BRUSH 
AND SCRAPER CO. 


WANEF ON ASOEA WORCESTER 
AR BRUSH & SCRAPER CO. 
SBR RS 


oh ss ee A 


450 Park Ave., Worcester, Mass. 

















SKINNER Clamps 
Stop Leaks 














© 
byCOLUM BUS-M¢ KINNON 
CHAIN COMPANY 


Every link of INSWELL chain 
is branded, C-M. Customers 
re-order--- your profits increase. 


COLUMBUS-McKINNON CHAIN CO. 
TONAWANDA, N. Y. 
Branches : Columbus, O. St. Catharines, Ont. 












PORTABLE FLEXIBLE 
SHAFT MACHINES 


for Grinding—Polishing— 

Drilling—Buffing—Rotary 

Filing—Screw Driving — 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago 


M6—+ n. P. Capacity 








‘““VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG——WRITE US 


THE VINCENT STEEL PROCESS CO. 
Incorporated in 1909 
2519 Bellevue Avenue 
DETROIT, MICH. 


Chicago Office 


i New York Office 
25 S. Jefferson St. 


41 Murray St. 














V Just for YOU! 


HIS issue of Mill Supplies comes to you consoli- 
dated with Industrial Distributor and Salesman. 


The magazine will be in effect the newspaper of 
the mill supply industry and we invite every dis- 
tributor and every distributor’s salesman to use its 
pages as such. Send us any interesting photographs 
and particularly any interesting news. We want the 
magazine to be human and personal, and we need 
your cooperation to make it so. 





After you have read this issue won't you please 
write us and tell us what you think about the new 
Mill Supplies? 











Simplex 
Screw Jacks 


Sell on Sight! 


Their Visible Screw, Stability, 
Workmanship & Duco Coloring 


Create Sales Appeal . 


im plex Lever Jacks, 
Pipe Pushers 
and Trench Braces 
have been famous 
for Years 


Templeton, Kenly & Co. 


EST.1899° 


Chicago, Ill.,U.S.A. 





=| 
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The Hill one Machine & Foundry Co. 
The Medart Company 
Gu“NERATORS, ACETYLENE 
The Imperial Brass Mfg. Co. 
GLAS —_, Baas 
Jenkins Bros., ‘““Moncrie 
GLAZING CEMENT AND GUNS 
The McCallum Co. 
OVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co 
The Strong, Carlisle ‘& Hammond Co. 
“Strong” 
GRAPHITE FOR = PURPOSES 
Joseph Dixon Crucible 
REASE, LUBRICATI NG 4 
Bond Foundry & Machine Co., ‘“‘Bondeline 
Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
G a DISC 
The Crescent Machine Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Standard — Tool Co. 
N. A. Strand & C 
GRINDERS, VALVE 
The Black & Decker Co. 
UARDS, ELECTRIC LAMP 
Flexivle Bicol Lacing Co. 
GUARDS, CABLE, HIGHWAY 
Waltemener a os Ro e Co. 
NS, GLAZING CEMENT 
The McCaliam Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
——— 


Stanley Rule & Level Plan 
HANDLES, FILE AND SOLDER IRON 
Hyro Mfg. Co., Inc. 
HAND SCREWS 
Adjustable Clamp Co. 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated. 
T. B. Wood's Sons Co. 
HANGERS, DOOR 
F. E. Myers & Bro. Co. 
HANGERS, PIPE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed Steel Co. 
T. B. Wood’s Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, i AND ASPHALT 
Aeroil Burner Co., In 
HEATERS, CONDUCTION, ELECTRIC 
Russell Electric Co. 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
Worthington Pump & Machinery Corp. 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
Russell Electric Co. 
HEATERS, ae, ELECTRIC 
Russell Electric Co. 
HEATERS, GLUE, genane AND GAS 
Nason Manufacturing Co. 
EATERS, SPACE, ELECTRIC 
Russell Electric Co. 
yg ag WATER 
Aeroil Burner Co., In 
HIGH PRESSU RE TUBE FITTINGS 
The Parker Appliance Co. 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
Thisholm-Moore Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 
HOLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
HOOKS, BELT 
The Bristol Company 
Flexible Steel jeune Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
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HOOKS, HOIST 
J. H. Williams & Co. 
ES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. - 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co, 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
JECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
NS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk Mfg. Co. 
JACKS, LIFTING 
Templeton Kenly Co. 
JACKS, SCREW 
Templeton Kenly Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co, 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
ETTLES, STEAM JACKETED 
Arthur Harris & Co. 
KNI VES, MACHINE 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt pened Co. 
LADDERS, — 
Dayton Safety poo 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Brown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, LABORATORY, ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, ee 
J. D. Wallace & 
LEATHER ‘SPECIALTIES 
Chicago Rawhide Mfg. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
TS, “REELITE” 
Appleton Electric Co. 
LOCKS, INDUSTRIAL 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
Brown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing ee 
Edgemont Machine Co., In 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Royersford Foundry & Machine Co. 
N. A. Strand & Co. 
MA yg 4 HACK SAW 
Armstrong-Blum s. Co. 
E. C. Atkins & _ 
The Henry G. Thompson & Son 
MACHINERY, ICE AND D REFRIGERATION 
Henry Vogt Machine Co. 


MACHINES, PIPE CUTTING AND 
THREADING 
Armstrong Mfg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, etn ge AND SHEARING 
Royersford Found & Machine Co. 
HINERY, WOODWORKING 
E. C. Atkins & C 
The Crescent Machine Co. 


J. D. Wallace & 
AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 


Morse Twist Drill & Machine Co. 

Hyro Mfg. Co., Inc. (hollow bench type) 
MATS AND MATTING, RUBBER 

Boston Woven Hose & Rubber Co. 


The Mechanical Rubber 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. 
METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless aw — 
Arthur Harris & 
The Medart ieee 
Monarch Metal Co. 
Reeves ek ay 
WATER AND OIL 
Worthinnten't a, & Machinery Corp. 
MILL THERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
has. A. Schieren Co. 
I. B. Willlams & Sons 
MONORAIL SWITCHES AND 
RNTABLES 


TU 

The Yale & Towne Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
» ELECTRIC 

Marathon Electric Mfg. Co. 

MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co, 


MULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 


NUTS, LOCK 
The Cleveland Wrought Products Co. 


NUTS, MACHINE SCREW 

Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 

WING 


Clark Bros. Bolt Co.’ 


OIL WELL ACCESSORIES 
The Wm. Powell Co. 
, HAND 


OILERS, 
P. Wall Mfg. Supply Co. 


OILERS, P 
Standard Pressed Steel Co. 
ILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. panieen Valve Co. 
ACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 


PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 

The Diamond Rubber Co., Inc 
Goodyear Tire = Rubber Co., Inc. 
Graton & Knight Co. 

Greene, Tweed & Co. 

Linear Packing & Rubber Co. 

The Mechanical Rubber Co. 
Quaker City Rubber Co. 

Chas. A. Schieren Co. 

I. B. Williams & Sons 

Whitehead Bros. Rubber Ca. 


PACKING, PISTON 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
“Jenkins '96’°—Jenkins Bros. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 


The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
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Feed Oil Pump” | | MOTOR PULLEYS 


may be used on steam engines of = sizes, 
steam pumps, air compressors, etc. ey are 
very simple in construction, having no PAPER AND IRON 
ratchets, pawls, cams, etc., and no valves on 
inside of pum They are easily installed and 
adjusted, an ” feed any grade of oil with 
clock-work regularity. 








Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 
requirements. 


One of the fastest selling, and best 
paying specialties on the market 


By are now stocked and sold by most of 
the leading Mill Supply Houses. If you are 
not one of the number, write for 1929 Bulle- 
tin and prices. 














TELEPHONES fs 
Mention Mill Supplies an Bina Macernt-Wouss 
The Sure Shot C L GH MFG. CO 7053 tee = norinc = 
. ° 7954 
selene a pn el MINN. : 456 N. Union Ave., Chicago 














New! Workace Radial Saw 


A new directly connected motor 
driven overhead saw. Cuts any 





EL L5 


1 , ry Dad . 

R O LLE R tenons, routs, bores, ‘sande, _ thing. 
too 

B E A R i N G penta ® hs Arn p woth 

HAN G E R S ment, lumber yard, shipping room, 


etc. 


FASTEST SELLING WOODWORK- 
ING MACHINE TODAY— 
ATTRACTIVE DEALER 


lubricated with 
Rollerine are best 






































and cheapest. PROPOSITION 
° Made and Guaranteed by 
Stand 
Royersford Fdry. & Mch. Co. Sued) JD. WALLACE & CO. 
Royersford, Pa. 2801 Wilcox St. Chicago, Ill 
—6¢ Z| "Uez-FecUe” 
FRICTION CLUTCHES | cr -su= |& 
One solid piece—Standard except the flat 
Stock Clutches for use with pulleys, sheaves -. a twist drill only as long as the drill has 
and gears; Cut-Off Couplings and Friction breaks, the drill bog de oy in thy pd sc 
: socket. 
Clutch Pulleys. Special Clutches for any BUT rind a fiat (ime 3 minutes) on, the 
unusual service. 31 years clutch exper- ee eS Se Em-Up 8 
ience. Ask for catalogue. ; Furnished in Sleeve or Socket Type. Specials 6 
made to order. 
ALSCHULIZ SON Write for Jobber’s proposition. 
1675 ELSTON AVE. Chicagoll, LOVEJOY TOOL WORKS 
328 W. OHIO STREET CHICAGO 














POWER TRANSMISSION APPLIANCES 


—— —=— ° 
SWACO CIs —— | | i Baer Sa Sink 


SAFETY HOPPER CAR WRENCH 














The Puro Jr. is supplied complete with lock 











nuts for proper attaching to marble slab and 
A mill supply specialty with good sales possi- takes place of regular basin faucet, or can_be 
bilities — and a installed in addition thereto . . . Every PURO 
Fountain has a _ filter—Side stream or straight 
e rubber tip—Self closing valves—Brass or china 
Real Profit — bowls . . . Many patterns to fit all needs ... A 
——_ line for distributor salesmen. Write PURO JR. WITH 
e 2 us today. ADAPTER 
33 1/3% on Selling Price ack ms ‘iiaiaia tain sa 
by es PURO SANITARY DRINKING thread to connect 
Every user of coal in carload lots is a prospec- FOUNTAIN CO. samme as cold. water 
tive purchaser. Haydenville, Mass., U.S.A. in. shipping weight 


SAFETY WRENCH & APPLIANCE CO 


Springfield, Massachusetts “PURO FO UNTAIN S 
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PACKING, VALVE STEM 

The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 

P. CK 


LOCKS 

The Yale & Towne Mfg. Co. 
PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 


(compressors) 
, INDUSTRIAL 
Joseph Dixon Crucible Co. 
PANS, VACUUM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer — 
Flexible Steel Lacin: 
NS OR ELUGS, DRIFT 
The Cleveland Wrought Products Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 


National Tube Co. 

PLANERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 

PLANES, HAND, ELECTRIC 
Wappat Gear Works, Inc. 

PLATES, FLOOR & CEILING 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 


PLIERS 
a Rann & Tool Works 
UGS, BRASS AND FUSIBLE 
pr. Injector Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
POLISHING GRAIN 
Abrasive Com 
POLISHING - MACHINES. PORTABLE 
Keller Mechanical Engineering Corp. 
POTS, GLUE, AUTOMATIC ELECTRIC 
Russell Electric Co. 
POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing — 
Edgemont Machine Co., T 
The Hill Clutch Machine “ Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co. 
T. B. Wood's Sons Co. 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUP 
Detroit Lubricator Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLERS, CAR 
Weller Mfg. Co. 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chicago Pulley & Shafting Co. 
Hill Clutch Machine & Foundry Co. 
T. B. Wood’s Sons Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
T. B. Wood's Sons Co. 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch —- & Foundry Co. 
The Medart Compan 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood's Sons Co. 
ULLEYS, CORK INSERT 
American Pulley Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry ‘& Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
SKF Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
DNodee Manufacturing Corporation 
Hill Clutch yg enh > Foundry Co. 
The Medart Comp 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Weod's Sons Co. 
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PULLEYS, LOOSE 
Americay Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 


The Hill Clutch — & Foundry Co. 


The Medart Com 
The Ohio Valley Dulley Works, Inc, 
Reeves Pulley Co. 
Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, MOTOn 
American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Ca 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley 7 
eg Mfg. Co. 
T. B. Wood's Sons Co. 
LEYS, PAPER 
Birkle Machine 


Works 
The Ohio Valley Pulley Works, Inc. 
Rockwood Mfg. Co. 

PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Puiley Company 
Dodge Manufacturing Corporation 
ULL 


3 RIM 
The Medart Company 
PULL STEP AND TAPER CONE 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 
EYS, WOOD 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
PUMP JACKS 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D,, Corporation. 
PUMPS, 
Leiman Bros. 
PUMPS, BOILER TEST 
Lovejoy Tool Works 
PU. , CENTRIFUGAL 
Frederick Iron & Steel Co. 
Goulds =o Inc. 
Geo. D. Ro Corp. 
Worthington ; *— & Machinery Corp. 
MPS, DIAPHRAGM 
Frederick ‘ben & Steel Co. 
Goulds Pumps, Inc. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
Worthington Pump & Machinery Corp. 
P PS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
Worthington Pump & Machinery Corp. 
MPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. . Corporation. 
UMPS, MINE 
gs oes” Inc. 
F. E. Myers & Bro. e 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, OIL 
Detroit Lubricator Co. 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
—— Bros. 
D. Roper Corp. 
Wertkianten’ ‘ee & ey Corp. 
PUMPS, ROTA 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, SUMP, AUTOMATIC 
Goulds Pumps, Inc. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUMPS, TANK 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PUNCHES AND DIES 
Lovejoy Tool Works 
Royersford Foundry & Machine Co. 
Stanley Rule & Level Plant 
yy METAL, LEVER 
ae Mfg. 


Co., In 
A. Whitney Mfg. Co. 
RACKS, BAR STOCK 
Pollard Bros. Mfg. Co. 
REELS, ELECTRIC CABLE 
Appleton Electric Co. 
LATOKS, ENGINE BLOWING 
Mason Regulator Co. 
RASPS 
Delta File Works 


. 


Scandinavian Western Importing Co., Ltd. 
RATCHETS 


Armstrong Bros. Tool Co. 
Lovejoy Tool Works 


Cleveland Twist Dri 
Morse Twist Drill rs Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Ine. 
RS, ELECTRIC 
Black & Decker Mfg. Co. 
, SPEED 
The Hill Clutch, Machine & Foundry Co. 
REELS, ELECTRIC CABLE 
Appleton Electric Company 
R TORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
ULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
ULATORS, STEAM FAN 
Mason Regulator Co. 
RESEATERS, BIBB 
M. B. Skinner Co. 
RESEATING 7oets, eet 
The Black & Decker Mfg. 
M. B. Skinner Co. 


Russell, Burdsall & Ward Bolt & Nut Co. 
ROPE DRIVES 


Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 
ROPE, wens 
Williamsport Wire Rope Co. 
R ER GOODS, ce 
The Cincinnati Rubber Mfg. 
The Diamond Rubber Co., a 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
LES 


Brown & Sharpe Mfg. Co. 
Stanley Rule re ‘hae Plant 
LAMANDERS 
Aeroil Burner oa =, 
Geo. W. Diener Mfg. Co. 
SAND BLAST OUTFITS 
Leiman Bros. 


SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 
E. C. Atkins & Co. 
W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Heary G. Thompson & Son Co. 
J. D. Wallace & Co. 

AWS, CIRCULAR 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
J. D. Wallace < Co. 


we Sees 
W. O. Barnes Co., I 
SAWS, HACK em 
American Saw & Mfg. 


E. C. Atkins & Co. 
Arion Steel Co. 
Armstrong-Blum Mfg. Co. 
W. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 
SA HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 
SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 
SAWS, SWING, CUT-OFF 
C. Atkins & Co. 
The Crescent Machine Co. 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company. 
IVERS, + ~~ aimee 
The Black & Decker Mfg. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
SCREW PLATES 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co, 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hamm 
SCREWS, MACHINE, BRASS "AnD IRON 
Economy Screw Corporation 
H. M, Harper Co. 


SCREWS, MINING 
The Strong, Carlisle & Hammond Co. 
SCREWS, SAFETY SET 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
SCREWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 
SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 


Specify the Genuine— No Substitute Equals the Original 


The Genuine 


" — MARK 


Or Zensen” 
Hand Screws may be identi- 
fied by the registered trade 
mark stamped on every jaw. 
Without that mark they are 
not “JORGENSEN” Peer- 
less. 





Distributors— We have a 
proposition for you. Ask 
for it. 


12 Sizes — 
Adjustable or 
Non-Adjustable 





Remember~ 


Frederick Diaphragm Pumps are, like 
all of the Frederick Line—‘‘Engi- 
neered for Service.” 


Cellar Drainage, Excavations, Sew- 
ers, Quarries and Trenches; Bilge 
Pumps for Dredges, Barges and all 
Hulls. 


Supply Houses and Dis- 


tributors: We’ve a propo- 
sition for you, write for it. 


The Frederick Iron & Steel Co. 


Frederick, Maryland 












Jobbers! 


Write us for 
catalog. 





BROWNIE N22 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain , Strong and Durable, will 
stand a powerful strain, 

BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 





THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith <p and wherever men work 
in metals. 

Our ialization in the ductii 
of omel, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We ully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank ‘builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 55 catalog 
Champion Blower & Forge Co. 


Lancaster, Pa. 





GUARANTEED 
to contain 
no Rosin 





Not a Single Consumer 
is on Our Books 


That means that our distribution is 100 % 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 
WIZARD Belt Dressing is an oil com- 
Smith-Courtn eyC = pound that preserves belts and gives them 
“ , clingi i 1f- d bars. 
Richmon d, Va., sald a soft, clinging surface. Half-pound bars 


over 9 2,000.00 worth List, $3.00 a dozen. 
of WIZARDS in 1928. |i 











Ask for the selling plan 





RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 











YEARS 


of engineering experience 
backs up Davis Automatic 
Valve Specialties. Their es- 
tablished reputation helps 
distributors to make sales. 
Your catalog is not complete 
without a representative 
showing of Davis Valves for 
automatic pressure control. 


G. M. DAVIS 
REGULATOR CO. 
408 Milwaukee Ave., Chicago, Ill. 

















MS6-GRAY 
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SET-UP APPLIANCES 
Standard Shop Equipment Co. 
SETS OR SNAPS, RIVET 
The Cleveland Wrought Products Co. 
G IBLE 


AFTIN 
N. A. Strand & Co. 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 

odge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 

A. L. Schultz & ye 
T. B. Wood's Son 

SHA PERS, WOODWORKING 
The Crescent Machine 

SHEARS, WIRE AND BOLT CUTTING 
H. K. Porter, Inc. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
T. B. Wood’s Sons Co 

HOVELS, HAND 
Ames Shovel & Tool Co. 
SLEEVES, DREDGING 
Whitehead Bros. Rubber 
SLEEVES AND ROCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill e ponetius Co. 
The Standard Tool 
SLE EVES. USE-EM-UP 
Lovejoy Tool Works 
NOW crc 
Aeroil Burner Co., In 
so LDER, BAR AND WIRE 
Frictionless pe Company 
SOLDER, SELF-FLUXING 
Chicago pana co 


ED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Products Co. 
AMPS AND DIES, STEEL 


Joslin Mfg. Co. 
STANDS, DRILL 
Stanley Rule & Level Plant 
ANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
a — 
Pollard Bros. Mfg. Co., 
STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 
STEELS, PAVING BREAKER 
The Cleveland Wrought Products Co. 
STOCKS & DIES 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Toledo Pipe Threading scbine Co. 
STOOLS, STEE 
Pollard Bros. Mfg. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
STUDS, MILLED 
Cleveland Wrought Products Co. 
STRAINERS 
American Injector Co. 
Kieley & Mueller, inc. 
Kinney Mfg. Co. 
Mason Regulator Compan 
The Strong, Carlisle & Hammond Co. 
The Swartwout Compan 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
SWAGES, UPSET 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason eee Co. 
a STEEL 
Pollard Bros. Mite Co. 
Loo COPPER 
Arthur Harris & C 
APE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
TAPS 
Greenfield Tap & Die Corp. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
TOOLS, BOILERMAKERS’ 
Lovejoy Tool Works 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
Delta File Works 
H. K. Porter, Inc. 
Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Stanley Rule & Level Plant 
J. H. Williams & Co. 
Whitman & Barnes, Inc. 
TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
J. H. Williams & Co 
TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
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Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
TOOLS, RAILROAD 
Lovejoy Tool Works 
TOOLS, SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel 
TOOLS, VALVE CRESEATING 
The Black & Decker Mfg. Co. 
M. B. Skinner (* 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Bn Co. 
TORCHES, , THAWING 
Aeroil Burner = 
ORCH 


In 
ES, WELDING — CUTTING 
The Imperial Brass Mfg. 
TRACK SYSTEMS, ‘OVERHEAD 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
TRACTORS, yg gma 
The Yale & Towne Mfg. 
TRAILERS, INDUSTRIAL 
Chase Foundry & k. 3 -_ 
The Yale & Tow Co. 
TRANSMISSION, VARIABLE SPEED 
The Moore & White 
Reeves Pulley Co. 
RAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
RAPS, RADIATO 
The Strong, Carlisle & Hammond Co. 
TRAPS, EAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 


R 5 , EXTENSION 
Patent eee 


L Ss 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Saginaw Stamping & Tool Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Saginaw Stamping & Tool Co. 
Standard Pressed Steel Co. 
ete —e 
The Yale & acmn 
BE COUPLINGS 
The Parker Appliance Co. 
UBES, aa 
National Tube Comp 
BING, "RUBBER 
Graton & Kalwhe Co. 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
Brownie Mfg. Co. 
H. — Co. 
NIONS, BRASS AND IRON 
The welkaue Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company. 
VACUUM PANS 
Arthur Harris & Co. 
VALVE a 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
a a nt maa 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Arthur Harris & Co, 
Mason Regulator Co. 
VALVES, ‘BLOW OFF 
The Fairbanks Company 


he Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Parker Appliance Co. 
The Wm. Powell Co. 
The D. T. Williams Vatve Co. 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
VAL Lage USH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williama Valve Co. 
VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 


VALVES, POP, AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell _ 
bhai Compan 

ALVES, PRESSURE REDUCING 

G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
Walworth Company 

VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
Ba ie ~ Rubber Co., Inc. 

F. Goodrich Rubber Co. 
cami Tire & Rubber Co., Inc. 
Jenkins Bros. 

The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, © _eeemnins 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. ti Co. 
Walworth Company 
he D. T. Williams Valve Co. 
Leeeahten STOP, ag og ANGLE, 
EEDLE, 
The Parker PR  - Co. 
A 8S, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve 
VISES, BENCH, WITH. “CLAMP 
Bonney Forge & Tool Works 
VI . DRILL PRESS 
Charles Parker Co. 
The Skinner Chuck Co. 
Yost Manufgcturing Co. 
VISE ES, MACHINISTS’ 
Bonney Forge & Tool Works 
Charles Parker Co. 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing Co. 

VISES, PATTERN MAKERS’ 
Charles Parker Co. 

Yost Manufacturing Co. 

VISES, PIPE 
Armstrong Bros. Tool Co. 
Armstrong Mfg. 
Charles Parker Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Manufacturing Co. 

VISES’ WOODWORKERS’ 

Charles Parker Co. 
Columbian Vise & Mfg. Co. 
Yost Manufacturing Co. 
WASHERS, , 
Economy Screw Corporati 
WASHERS, BRASS, BRONZE, COPPER, 
STEEL, CAST IRON AND GALVANIZED 
The Cleveland Wrought Products Co. 
H. M. Harper Co. 
WA ‘ASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The ee Rubber Co. 
ER LEVEL CONTROL 
The Bristol pee 
Nason Manufacturing Co. 
WELDING AND CUTTING EQUIPMENT 
The Imperial Brass Mfg. Co. 
ee 
The Fairbanks Company 
WHEELS, BUFFING 
c. B. Hunt & Son. 
WINCHES 
A. L. Schultz & Son 
WHEELS, GRINDING 
Abrasive Company 
E. C. Atkins & Co. 
WINCHES 
Stephens-Adamson Mfg. Co. 
WIRE — 
Williamsport Wire Rope Co. 

WOODWORKERS, VARIETY 
Crescent Machine Co. 

J. D. Wallace & Co. 

WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 

WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 

RENCHES, HOPPER CAR 
Advance Car Mover Co. 
Safety pe & Appliance Co. 

NCHES, _™ END 

aan a Tool Co. 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 


WRENCHES, PIPE 
Armstrong Bros. Tool Ce. 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 


WRENCHES, SOCKET 
American Swiss File & ‘Tool Co. 
Armstrong Bros. Tool Co. 

The Black & yoy Mfg. Co. 
Blackhawk Mfg. C 

Bonney Forge & Tool Works 
J. H. Williams & Co. 
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Every Business Man Hasa Dis- 


tribution or Sales Problem 


and All His Customers Profit 
by Its Correct Solution 


one 











F you make a stock product or sell any kind of service, you 
must have customers to keep your business going. Get- 
ting those customers constitutes your own distribution 

or sales problem, and your problem is solved when you have 
learned how to get and hold your customers, at the lowest sell- 


ing cost. 


There are hundreds of manu- 
facturers located in various 
parts of the country, whose 
products are used in our own 
city and vicinity. Can you 
imagine the confusion, if 
salesmen for all these manu- 
facturers were calling at your 
office to sell their individual 
products? You would throw 
up your hands in dismay and 
hang out a sign—‘‘No Sales- 
men Seen at Any Time.’’ 


Our supply house relieves you 
of such a situation. We not 
only interview most of those 
salesmen for you, but we stock 
their products for you. In- 
stead of waiting days for fac- 





tory shipments, you get de- 
liveries from us in a few hours. 
Those manufacturers whose 
lines we stock have solved 
their distribution problem. 
They have found selling 
through the mill supply house 


not only most economical for 


themselves, but for the users 
of their products, as well. 


Whatever you purchase to 
keep your plant going, we can 
sell it to you with the least 
effort on your part. Our sell- 
ing price includes your buy- 
ing cost. If you will figure that 
out, you will find our prices on 
supplies, tools, and equipment 
are always reasonable. 


_This is the eleventh in the MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make_use of these advertisements 
by mailing them to their local industries. Reprints will be supplied printed in two colors on India tint enamel stock carrying the name and address of the distrib- 
ulor placing the order. The minimum order accepted is for $00 copies. Prices, f. 0. b. Chicago: 500 reprints, $8.20; 750, $10; 1000, $11.45; 1500, $14.60; 2000 

$20.85 Address Mill Supplies, 537 South Dearborn St., Chicago. ’ 
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Standard Pressed Steel Co........ 83 
Standard Shop Equipment Co..... 142 
Standard Tool Co., The. .......... 5 
Stanley Rule & Level Plant....... 45 
Stephens-Adamson Mfg. Co....... 155 
Stockham Pipe & Fittings Co...... 75 
oo et eee 157 
Strong, Carlisle & Hammond Co... 47 
Swartwout Co., TRE. ......s6ccecees 149 
= 
Tagior, 5. G., Chain Co. ..24:0:. 6604 33 
Templeton, Kenly & Co........... 157 
Thompson, Henry G., & Son Co., 
PREM Soo prac cept ana Core epsh or esah xa aseewiacaie 84-85 
Toledo Pipe Threading Machine 
Mes IE on Sante inlo a wreiecd: accor tteis 5 
EMO, én iwicce eo codeine de 5c 127 
V 
Victor Balata & Textile Belting Co.151 
Victor Saw Works, Inc........... 135 
Vincent Steel Process Co., The....157 
Vogt, Henry, Machine Co......... 20 
WwW 
Wall, P., Mfg. Supply Co......... 153 
Woes, 2, Be GOs vic vice ccweest 159 
Walworth Company ............. 2 
Wappat Gear Works............. 102 
WMI G65 wih ecw'ade acd ace.o.ec 152 
Whitehead Bros. Rubber Co....... 65 
Wiggins, Jotun B.,. Co.........000000 153 


Williams, D. T., Valve Co., The. ..152 


Williams, I. B., & Sons... ....06056 126 
Witneme, 3. We. & Ce. isi iiccsvicccs 139 
Williamsport Wire Rope Co....... 30 
Woods, FT. B. B0n8 Gb... cccsccccs 145 


Worcester Brush & Scraper Co....157 
Worthington Pump and Machinery 
CPOE © ooi5:ciz ccs'os occ cau ees 8 


¥ 
Yale & Towne Mfg. Co., The...... 2 | 
Yost Manufacturing Company.... 91 
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(fo , You, loo, Can 
MakeThis a Big 


Bearing Metal 
Year - - - 


MORE than a few mill supply wholesalers 
are going to do a far bigger and better 
bearing metal business this year than they 
ever did before — more profits from bearing 
metal sales than they had ever before consid- 
ered possible. 

















Our records of sales to mill supply customers 
show a constant increase of 
almost unbelievable vol- 
ume and rapidity. The 
figures abundantly sup- 
port our statement that if 
you put a bar of Bunting 
Phosphor Bronze into the 
hands of your customer, he will 
come back to you for his every 
requirement in that line. 








Our sales policy amply protects this fine 
growing business for our bearing metal 
distributors. It will pay you to learn about 
the possibilities in your market for you. 
Write for information. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, |OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON 
Farerrs Sr. 2015 8. Micutaan Avz. 6 Oxrver Sr. 
CANAL 1374 CALUMET 6850-6851 HANCOCK 0154 


PHILADELPHIA SAN FRANCISCO 
1330 Anca Sr. Szconp 
oy gl La DOUGLAS. 6245, 


er [—” 


x, DUNTING 


Bunting message 


is regularly broad- PH oO Ss PHO R BRO NZE 


casted from Mad- 

ison Square Gar- 

den’s broadcast- 

ing station. Tune rd} 
in onit. 


PATENTED 
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Fig. 01—GI 





Underwrit 
Pattern 
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Fig. 0201—Gate 


Fig. 084—Hose 


ers 


Fig. 0832—Dart Union 


a ee 











Fig. 0601—Check 





Manufacturers 


of 


VALVES 


A Type for 
Every Purpose 


Fig. 064—Globe 





Fig. 0313—-Gate 





The Fairbanks 
Company 





Boston New York Pittsburgh 
Distributors of 
“DART” Unions — Flanges — Fittings Fig. 0412—Gate 
Sold by Jobbers Everywhere Underwriters 


Pattern 





Fig. 0828—‘‘Sphero”’ Fig. 0833—Dart Flange 
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uto Oilless Bearings 
Prolong Machine Life — 


Lee 


AVE used ‘Arguto’ Bearings 

for over twenty-five years. 
There is ro doubt in my mind 
that ‘Argutos’ have the staying 
properties.” So wrote one cus- 
tomer. Just one of countless letters 
we receive lauding the wonderful 
performance, the long life and the 
elimination of the cares and 
troubles which beset the user of 
machinery when operating with 
other than Arguto Bushings and 


Bearings. 


2O years 
Dea drink! 











Arguto—the non-metallic Bearing 
that requires no oil and lasts 
for years 





Arguto Bearings didn’t “‘just hap- 
pen”. They represent years of 
development. Back in 1890 we 
first experimented with the elimi- 
nation of oil for journals of small 
electric motors, spindles for textile 
machinery, etc. It was not until 
1°96 thatthe world renownedscien- 
tifcsociety, The Franklin Institute, 
after a long period of tests, awarded 
us the Franklin Medal and Pre- 
mium. Also Gold Medals of In- 


ternational Exhibitions. 


ARGUTO OILLESS 
BEARING COMPANY 


Wayne Junction + Philadelphia, Pa. 




















We will gladly send you 
a sample of any Ferry 
Product. You can make 
a@ convincing comparison. 























.een 
vican Industry 


FERRY’S one great ideal 
is to safeguard the quality 
of your product. 


No matter how small a part may 
be, its soundness must be assured — 
it’s quality proof against failure. 


Forethought, extra precaution and 
watchfulness come first in the Ferry plant. 


As a result you can enjoy the comfortable 

feeling of perfect safety when you use Ferry 

Cap Screws, Set Screws, Acorn Nuts, and 
Screw machine products. 


Your inquiries will receive careful attention. 


THE FERRY CAP AND SET SCREW CoO. 
Cleveland, Ohio 








